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Users  wrestle 
with  politics 
of  net  mgmt. 


By  Jim  Brown 

Senior  Editor 


ANAHEIM,  Calif.  —  Users 
evaluating  integrated  network 
management  systems  are  grap¬ 
pling  with  some  thorny  political 
issues  surrounding  the  decision 
of  whether  to  centralize  or  dis¬ 
tribute  management  control. 

Attendees  at  the  Network  Man¬ 
agement  Solutions  ’90  confer¬ 
ence,  sponsored  by  Network 
World  here  last  week,  said  com¬ 
panies  that  are  intent  on  central¬ 
izing  network  management  may 
encounter  resistance  from  de¬ 
partments  or  regional  groups 
that  want  to  retain  control  of 
their  domains. 

Vendors  of  network  manage¬ 
ment  systems,  including  IBM, 
have  promised  to  develop  sys¬ 
tems  that  will  accommodate  the 
centralized  and  distributed  ap¬ 
proaches.  With  the  latter,  users 
will  rely  on  a  series  of  intercon¬ 
nected  net  management  systems, 
each  of  which  monitors  and  con- 
( continued  on  page  7 ) 


See  inside: 

■  No  easy  way  to  justify  inte¬ 
grated  net  mgmt.  Page  4. 

■  Systems  Center  adds  fea¬ 
tures  to  Net/Master.  Page  4. 

■  Users  should  plan  for  net 
control  standards.  Page  4. 


AT&T’s  William  Catucci 
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Top  AT&T  regulatory  exec 
argues  case  for  freedom 


% 


William  Catucci  is 
AT&T’s  regulatory 
point  man.  As  corpo¬ 
rate  vice-president  of 
the  Federal  Regulatory  Affairs  Di¬ 
vision,  Catucci  speaks  for  AT&T 
on  such  issues  as  custom  nets  and 
tariffing,  and  is  an  advocate  of  re¬ 
duced  regulation  for  the  carrier. 

A  former  infantry  officer  and  a 
lawyer  by  training,  Catucci  has 
served  in  a  variety  of  posts  since 
joining  AT&T  as  a  sales  represen¬ 
tative  in  1962.  Most  recently,  he 
was  vice-president  of  external  af¬ 
fairs  for  AT&T’s  Eastern  Region. 

Catucci  outlined  his  views  on 
regulation  in  an  interview  last 
week  with  Network  World  Editor 
John  Gallant  and  Washington  Bu¬ 
reau  Chief  Anita  Taff. 


Rivals  say  AT&T  is  still 
dominant  based  on  market 
share.  Is  that  true? 

Market  share  is  not  the  sole  in¬ 
dicia  of  dominance.  Most  people 
( continued  on  page  62 ) 


MCI  stages  $1.25b 
Telecom*USA  buyout 

Second-  and  fourth-largest  long-haul  firms  agree 
to  merge;  MCI  buys  market  share,  analysts  say. 


By  Bob  Wallace 

Senior  Editor 


WASHINGTON,  D.C.  —  MCI 
Communications  Corp.  last  week 
agreed  to  merge  with  Tele- 
com*USA,  Inc.,  the  fourth-largest 
U.S.  long-distance  carrier,  in  a 
$1.25  billion  deal  that  could  ac¬ 
celerate  consolidation  in  the 
long-haul  market. 

Under  terms  of  the  agree¬ 
ment,  MCI  will  buy  all  of  Atlanta- 
based  Telecom*USA’s  stock  for 
$42  per  share.  Both  companies’ 
boards  of  directors  have  ap¬ 
proved  the  merger,  which  is  sub¬ 
ject  to  approval  by  Telecom* 
USA  shareholders,  the  Federal 
Communications  Commission 
and  the  Department  of  Justice. 

The  FCC  said  it  will  need  only 
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AT&T  BEATS  OUT  MCI  and  US 

Sprint  as  it  signs  another  Tariff 
1 2  deal  —  this  time  with  Xerox 
for  a  $121  million,  5-year  cus¬ 
tom  network.  Page  2. 

MICROSOFT  PROMISES  TO 

support  Apple’s  CL/1  in  its  Ex¬ 
cel  spreadsheet.  Page  2. 

RBHCS  GET  GREEN  LIGHT 

from  FCC  on  ONA  plans.  Deci¬ 
sion  opens  door  to  provision  of 
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enhanced  services  through  reg¬ 
ulated  phone  units.  Page  2. 

USERS  LAMENT  NETWORK 

limitations  of  imaging  systems 
at  Association  for  Information 
and  Image  Management  confer¬ 
ence.  Page  6. 

MCI  EXEC  MCGOWAN  listed  in 
fair  condition  after  undergo¬ 
ing  exploratory  chest  surgery. 
Page  60. 
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Novell’s  Ray  Noorda  and  Lotus’  Jim  Manzi  face  merger  questions. 

Novell,  Lotus  face  the  job 
of  making  marriage  work 


By  Susan  Breidenbach 
and  Laura  DiDio 

Network  World  Staff 

SAN  FRANCISCO  —  With  the 
shock  waves  created  by  the  an¬ 
nouncement  of 
their  merger 

still  rippling 

through  the  in¬ 
dustry,  Novell, 

Inc.  and  Lotus 


ANALYSIS 

■  ■  a 

NetWare,  LAN  Manager  face 
off,  page  4. 


and  his  Lotus  counterpart  and 
soon-to-be  boss  Jim  Manzi,  stood 
side-by-side  at  a  press  conference 
here  Monday  trying  to  sell  the 
merger  concept  to  a  room  of 
somewhat  skep¬ 
tical  journalists 
and  analysts. 
The  two  dodged 
more  questions 
than  they  an- 


Development  Corp.  last  week  swered  and  made  it  clear  that 
faced  the  public  and  began  outlin-  most  of  the  answers  were  yet  to 
ing  their  plans  for  creating  an  en-  be  found, 
tity  to  challenge  the  combined  “We  haven’t  even  had  a 
might  of  IBM  and  Microsoft  Corp .  chance  to  discuss  these  things  in- 
Novell  Chairman  Ray  Noorda  (continued  on  page  59) 


about  three  months  to  review  the 
merger  unless  opponents  raise 
“valid  objections.”  The  Justice 
Department  has  30  days  to  deter¬ 
mine  whether  the  deal  violates 
federal  antitrust  laws. 

The  merger  will  help  MCI  ex¬ 
pand  its  customer  base  in  the 
mid-range  business  market  and 
increase  the  amount  of  fiber  in  its 
domestic  network  —  moves  that 
will  help  the  carrier  better  com¬ 
pete  with  rivals  AT&T  and  US 
Sprint  Communications  Co. 

“We  look  at  this  merger  as  a 
strategic  acquisition  with  the 
combined  company  coming  out 
( continued  on  page  60 ) 


BUYER  S  GUIDE 

Aggregator 
plans  offer 
big  savings 


By  Daniel  Briere 
and  Mark  Langner 

Special  to  Network  World 

Service  aggregators  and 
multisite  long-distance  buying 
groups  are  restructuring  the 
telecommunications  user  hi¬ 
erarchy  so  that  even  the  small¬ 
est  of  companies  can  receive 
discounts  once  reserved  for 
the  largest  users. 

By  aggregating  the  traffic 
of  multiple  user  companies, 
these  firms  can  offer  carrier 
services  at  impressive  dis¬ 
counts.  Incremental  discounts 
due  to  aggregation  can  be  as 
high  as  20%. 

It’s  a  young  industry:  Of  the 
40  national  aggregators  sur¬ 
veyed  for  this  Buyer’s  Guide, 
the  average  has  been  in  busi¬ 
ness  just  over  a  year. 

Though  young,  their  clout 
is  significant.  The  top  20  ag¬ 
gregators  buy  almost  $1.6  bil¬ 
lion  in  services  annually — 
more  than  3%  of  the  $50  bil¬ 
lion  long-distance  industry. 

The  term  “service  aggre¬ 
gators”  adds  a  level  of  confu- 
( continued  on  page  40) 


Xerox  signs  with  AT&T  for 
$121m  Tariff  12  network 

Five-year  deal  includes  voice,  data  services  for 
300-site  network;  AT&T  beats  out  MCI,  US  Sprint. 


By  Ellen  Messmer 

Washington  Correspondent 

STAMFORD,  Conn.  —  Xerox 
Corp.  last  week  awarded  AT&T  a 
five-year,  $121  million  custom 
network  contract  under  the  carri¬ 
er’s  Tariff  12  plan. 

The  custom  network  will  serve 
more  than  300  Xerox  locations, 
including  sales  and  service  of¬ 
fices,  distribution  centers,  manu¬ 
facturing  sites  and  billing  opera¬ 
tions.  Services  to  be  provided 
include  AT&T’s  Software-De¬ 
fined  Network  service;  private 
data  lines,  including  integrated 
access  service  for  voice  and  data; 
outbound  interstate  and  interna¬ 
tional  calling;  and  800  services, 
said  Fred  Bolton,  Xerox’s  man¬ 


ager  for  telecommunications. 
AT&T  will  now  handle  all  of  Xer¬ 
ox’s  long-distance  traffic,  he  said. 

AT&T  beat  out  MCI  Communi¬ 
cations  Corp.  and  US  Sprint  Com¬ 
munications  Co.  for  the  deal. 
Bolton  said  AT&T  offered  lower 
rates  for  every  service.  In  two 
key  categories,  off-net-to-off-net 
calling  and  on-net-to-on-net  call¬ 
ing,  the  AT&T  bid  was  between 
20%  and  30%  less  expensive  than 
the  bids  from  MCI  and  US  Sprint, 
he  said. 

The  contract  is  one  of  the  larg¬ 
est  Tariff  12  arrangements  filed 
to  date.  Larger  deals  include  Gen¬ 
eral  Electric  Co.’s  five-year,  $300 
million  dollar  contract  and  five- 
( continued  on  page  60 ) 


Microsoft  promises  Excel 
users  Apple  CL/1  support 

Follows  Apple  CL/1  releases  for  IBM  mainframes. 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SAN  FRANCISCO  —  The  pros¬ 
pects  for  Apple  Computer,  Inc.’s 
CL/1 ,  which  lets  Macintosh  appli¬ 
cations  access  host  data  bases, 
continued  to  brighten  last  week 
as  Microsoft  Corp.  announced 
that  Excel  users  would  have  CL/1 
support  by  early  summer. 

The  announcement  here  at 
MacWorld  Exposition  San  Fran¬ 
cisco  1990  came  on  the  heels  of 
Apple’s  release  late  last  month  of 
CL/1  server  software  for  IBM’s 
MVS/TSO  and  VM/CMS  main¬ 
frame  environments,  joining  the 
existing  CL/1  Server  for  VMS. 


Users  can  now  create  a  single 
Macintosh  client  application  that 
can  communicate  with  a  variety 
of  widely  installed  data  bases  run¬ 
ning  in  these  host  environments, 
including  DEC’S  Rdb,  IBM’s  DB2 
and  SQL/DS,  Informix  Software, 
Inc.’s  Informix,  Oracle  Corp.’s 
Oracle  and  the  VMS  version  of  Sy¬ 
base,  Inc.’s  SQL  Server. 

On  the  client  side,  popular 
Macintosh  applications  that  now 
support  CL/1  include  Acius, 
Inc.’s  4th  Dimension  and  Blyth 
Software,  Inc.’s  Omnis  5  data 
bases,  Ashton-Tate  Corp.’s  Full 
Impact  and  Informix’s  WingZ 
( continued  on  page  8 ) 


FCC  approval  of  ONA  plans 
a  milestone  for  the  RBHCs 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  The 
Federal  Communications  Com¬ 
mission  last  week  approved  the 
regional  Bell  holding  companies’ 
modified  Open  Network  Architec¬ 
ture  (ONA)  plans,  opening  the 
way  for  the  RBHCs  to  begin  pro¬ 
viding  enhanced  services  through 
their  regulated  telephone  units. 

Approval  of  the  ONA  plans 
eliminates  the  requirement  that 
the  RBHCs  get  permission,  by  fil¬ 
ing  a  Comparably  Efficient  Inter¬ 
connection  plan,  each  time  an  en¬ 
hanced  service  is  offered  through 
the  telephone  unit.  The  local  car¬ 
riers  now  have  the  green  light  to 
begin  shifting  enhanced  services 
such  as  electronic  messaging, 


protocol  conversion,  voice  mes¬ 
saging  and  gateways  from  subsid¬ 
iaries  into  their  telephone  opera¬ 
tions. 

The  RBHCs  were  also  cleared 
to  begin  provision  of  ONA  net¬ 
work  services  that  provide  en¬ 
hanced  capabilities  for  applica¬ 
tions  such  as  call  distribution, 
routing,  multiplexing,  network 
control  and  caller  identification. 

ONA  is  a  key  component  of  the 
FCC’s  Third  Computer  Inquiry, 
which  was  designed  to  allow  the 
RBHCs  to  provide  enhanced  ser¬ 
vices  through  network  opera¬ 
tions  rather  than  through  sepa¬ 
rate  subsidiaries.  It  requires  that 
competing  enhanced  services 
providers  be  given  equal  access  to 
( continued  on  page  61) 


Briefs 


Merger  complaint  filed.  Several  Novell, 
Inc.  stockholders  filed  a  class  action  lawsuit  last 
week  seeking  an  injunction  to  block  Novell’s  pro¬ 
posed  merger  with  Lotus  Development  Corp.  The 
complaint,  filed  in  the  Delaware  Court  of  the  Chan¬ 
cery,  alleges  that  Novell  and  its  directors  “breached 
their  fiduciary  duty  to  stockholders”  and  that  Lotus 
was  an  accomplice  in  that  act.  Novell  and  Lotus  is¬ 
sued  a  statement  saying,  “We  believe  the  suit  to  be 
without  merit  and  intend  to  defend  [our  action].” 

A  source  within  Lotus  said,  “This  kind  of  thing 
happens  all  the  time.  We  expect  the  merger  will  go 
through  as  planned.” 

Newbridge  lands  show  biz.  CBS,  Inc.  last 
week  signed  a  contract  with  Newbridge  Networks, 
Inc.  for  a  nationwide  T-l  backbone  network  linking 
its  New  York  corporate  headquarters  with  its  corpo¬ 
rate  data  center  in  New  Jersey  and  broadcast  centers 
in  Washington,  D.C.  and  Los  Angeles.  Network  in¬ 
stallation  is  scheduled  to  begin  at  the  end  of  the 
month.  Upon  completion  of  the  project,  the  net  will 
be  expanded  to  serve  large  CBS-owned  and  -operat¬ 
ed  stations  across  the  country. 

AT&T  sheds  unit,  lands  contract. 

AT&T  last  week  sold  its  Synchronous  Terminal 
Products  division  to  Memorex  Telex  N.V.,  an  Am¬ 
sterdam-based  computer  manufacturer.  Under 
terms  of  the  deal,  AT&T  will  hold  an  equity  position 
in  Memorex  Telex  and  receive  royalties  for  five 


years  on  the  sale  of  its  products.  AT&T  will  manu¬ 
facture  the  products  —  which  include  the  6500  Mul¬ 
tifunction  Communication  Systems  line  of  IBM 
3270-compatible  devices  —  for  two  years  while  the 
companies  integrate  their  product  lines. 

In  a  separate  announcement,  AT&T  last  week 
signed  a  contract  for  global  messaging  services  with 
Pratt  &  Whitney,  a  Hartford,  Conn.,  aerospace  man¬ 
ufacturer.  The  subsidiary  of  United  Technologies 
Corp.  said  it  plans  to  use  the  AT&T  EDI  electronic 
data  interchange  service  to  automate  purchase, 
payment  and  shipping  notices  and  it  will  implement 
AT&T  Mail  for  general  messaging  with  its  units. 

IBM  delivers  on  OSI.  IBM  last  week  said  it 
will  begin  shipping  its  Open  Systems  Interconnec¬ 
tion/Communications  Subsystem  for  VM  in  May,  a 
month  ahead  of  schedule.  The  mainframe  software 
lets  IBM-based  OSI  applications  communicate  with 
OSI  applications  on  other  vendors’  machines.  IBM 
began  shipping  its  OSI/Communications  Subsystem 
for  MVS  last  month. 

Ameritech  to  sell  ICL  ISDN  wares. 

Ameritech  Information  Systems,  Inc.  last  week 
signed  a  two-year  distribution  contract  with  Inter¬ 
national  Computers,  Ltd.’s  (ICL)  North  American 
Networks  Industry  Division.  Ameritech  will  distrib¬ 
ute  ICL’s  line  of  Integrated  Services  Digital  Network 
products,  which  include  a  personal  computer  Basic 
Rate  Interface. 
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Let's  say  you  wanted  to  build  the  most 
reliable  800  network  in  the  world.  And 
give  it  the  most  sophisticated  features. 

You  could  start  with  an  operation 
that  began  over  100  years  ago.  And 
upgrade  it  one  part  at  a  time.  By  adding 
digital  switches  here,  fiberoptic  lines 
there,  and  doing  your  best  to  make 
this  multi-layered  system  work  like 
one  piece. 

Or  you  could  build  a  network  that 


actually  is  one  piece.  And  at  US  Sprint? 
that’s  exactly  what  we’ve  done.  We 
started  in  1986,  and  built  our  entire  net¬ 
work  from  the  ground  up.  With  the  same 
equipment  at  every  location.  And  100% 
digital  fiberoptic  lines.  Nationwide. 
Technically,  we  call  this  approach  flat  archi¬ 
tecture.  But  in  non-technical  terms,  it 
means  there’s  a  lot  less  to  go  wrong. 

This  simple  approach  also  makes  it  easy 
to  give  you  enhanced  features  like  call 


allocation,  command  routing,  and  ANI 
delivery.  So  you  can  make  it  much  easier 
for  customers  to  get  in  touch  with  you. 

As  new  features  are  developed,  adding 
them  is  a  simple  matter  of  programming 
Because  of  all  this,  we  can  give  you 
the  most  sophisticated  800  service  in 
the  world.  And  the  most  reliable. 


1-800-877-2000. 

©1990  US  Sprint  Communications  Company  Limited  Partnership 
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Novell /Lotus  union  to  play 
key  role  in  LAN  OS  battle 

New  dynamics  in  NetWare,  LAN  Manager  war. 


No  simple  way  to  justify 
integrated  network  mgmt. 


By  Susan  Breidenbach 
and  Laura  DiDio 

Network  World  Staff 

SAN  FRANCISCO  —  Experts 
are  divided  on  whether  the 
planned  merger  of  Novell,  Inc. 
and  Lotus  Development  Corp.  is  a 
good  or  bad  idea,  but  there  is  gen¬ 
eral  agreement  that  it  may  play  a 
pivotal  role  in  the  battle  between 
Novell’s  NetWare  and  Microsoft 
Corp.’s  LAN  Manager. 

At  a  recent  trade  show  here,  a 
data  base  expert  suggested  that 
Novell’s  NetWare  SQL  data  base 
product  might  not  be  getting  the 
development  resources  it  needs 
because  “Novell  has  its  hands  full 
catching  up  to  LAN  Manager.” 

Since  Novell’s  NetWare  cur¬ 
rently  has  at  least  half  —  and  by 
some  accounts  as  much  as  three 
quarters  —  of  the  network  oper¬ 
ating  system  market,  while  LAN 
Manager’s  share  is  next  to  nil,  the 
remark  was  a  bit  startling. 

However,  it  bears  witness  to 
the  success  Microsoft  has  enjoyed 
in  its  efforts  to  convince  people 
that  NetWare  is  a  has-been,  as  lo¬ 
cal-area  nets  evolve  from  the  file 
server  foundation  of  the  1980s  to 
the  emerging  client/server  archi¬ 
tecture  of  the  1990s. 

Microsoft’s  marketing  blitz¬ 
krieg  has  yet  to  slow  down  Net¬ 
Ware  sales  or  boost  those  of  LAN 
Manager  significantly.  But  some 
LAN  industry  experts  say  it  is 
starting  to  give  the  upper  eche¬ 
lons  of  corporate  MIS  depart¬ 
ments  some  food  for  thought, 
and  could  eventually  divert  the 
country’s  largest  LAN  users  from 


By  Bob  Brown 

_ Senior  Editor _ 

ANAHEIM,  Calif.  —  Open  Sys¬ 
tems  Interconnection  network 
management  standards  are  start¬ 
ing  to  firm  up,  but  users  and  ana¬ 
lysts  at  a  conference  here  last 
week  said  widespread  implemen¬ 
tation  won’t  happen  until  at  least 
mid-decade. 

Attendees  at  the  Network  Man¬ 
agement  Solutions  ’90  confer¬ 
ence  said  that  although  the  full- 
fledged  standards  are  still  far  off, 
the  International  Standards  Or¬ 
ganization’s  approval  of  a  set  of 
OSI  net  management  standards 
last  November  and  vendor  com¬ 
mitment  to  those  standards  are 
reasons  for  optimism. 

Thus,  while  waiting  for  prod¬ 
ucts  to  emerge,  users  must  settle 
for  planning  their  transition  to 
OSI  network  management,  said 
Kedem  Kaminsky,  senior  soft¬ 
ware  engineer  at  Aeronautical 


their  NetWare  course. 

“Ordinarily,  a  company  with  a 
more  than  50%  market  share 
would  be  able  to  dictate  stan¬ 
dards,  but  Novell  clearly  hasn’t 
been  able  to  do  that,”  said  Lee 
Doyle,  an  analyst  with  Interna¬ 
tional  Data  Corp.  (IDC)  in  Fra¬ 
mingham,  Mass. 

“Novell  has  been  facing  a  lot 
of  smoke  from  Microsoft  about 
client/server  applications  and  it 
needs  to  come  up  with  those  ap¬ 
plications,”  said  Mary  Modahl,  an 
analyst  at  Forrester  Research, 
Inc.  in  Cambridge,  Mass.  “Novell 
is  now  taking  the  bull  by  the 
horns;  Lotus  products  on  the 
front  end  and  a  Sybase  [Inc.]  data 
base  engine  on  the  back  end” 
make  a  great  foundation  for 
client/server  applications.  (Lo¬ 
tus  owns  15%  of  Sybase.) 

Modahl  and  a  number  of  her 
colleagues  said  the  merger  levels 
the  playing  field  considerably, 
putting  another  industry  giant 
across  the  table  from  Microsoft. 
Two  major  players  acting  as 
evangelists  for  client/server 
computing  should  help  speed 
user  acceptance  of  it. 

“It’s  a  coup  for  users  because 
they  get  the  benefit  of  two  solid 
competitors  slugging  it  out  in  the 
marketplace,”  said  John  McCar¬ 
thy,  another  analyst  at  Forrester. 
“If  Microsoft  wasn’t  in  a  bunker 
mentality  about  NetWare  before, 
they  are  now.” 

Microsoft  Chairman  Bill  Gates 
flatly  denies  this  with  all  the  as¬ 
surance  one  would  expect  from 
the  head  of  a  company  whose 


Radio,  Inc.  in  Annapolis,  Md. 

Kaminsky,  who  is  plotting 
Aeronautical  Radio’s  OSI  strate¬ 
gy,  said,  “From  a  user  point  of 
view,  the  best  we  can  do  is  to 
make  certain  our  vendors  are 
committed  to  implementing  OSI 
standards  as  they  are  finalized.” 

“There  is  a  real  urgency  to  get 
OSI  network  management  off  the 
ground,”  said  Daniel  Blum,  a 
consultant  at  OSI  Migrations,  a 
consulting  firm  in  Takoma  Park, 
Md.  Among  the  forces  driving  net 
management  standards  is  the 
government  mandate  to  migrate 
its  networks  to  OSI. 

Beginning  in  August,  the  Gov¬ 
ernment  OSI  Profile  (GOSIP) 
standard  will  require  federal 
agencies  to  buy  network  equip¬ 
ment  that  conforms  to  a  set  of  OSI 
specifications,  Blum  said. 

OSI  net  management  stan¬ 
dards  promise  to  enable  users  to 
retain  existing  network  equip- 


stock  has  risen  250%  in  the  last 
year.  “This  doesn’t  affect  us. 
Well  continue  to  do  business  as 
usual,”  he  told  Network  World 
at  a  meeting  in  Boston  last  week. 

Dave  Atlas,  a  groupware  ana¬ 
lyst  with  IDC,  agreed.  “This 
merger  gives  Microsoft  a  more 
equal  competitor,  but  it  doesn’t 
leave  them  quaking  in  their 
boots.  It  will  be  several  years  be¬ 
fore  Lotus  and  Novell  can  really 
integrate  the  two  companies  and 
achieve  this  so-called  maximum 
synergy  everyone  is  talking 
about.” 

And  therein  lies  the  rub.  The 
merger  could  end  up  being  a  coup 
for  LAN  Manager  vendors  if  the 
integration  efforts  cause  Novell 
to  take  its  eye  off  the  NetWare 
386  ball  during  the  rest  of  the 
year. 

If  this  happens  and  if  Micro¬ 
soft  comes  up  with  a  solid  release 
of  LAN  Manager  2.0,  “the  LAN 
Manager  camp  could  win  big,” 
McCarthy  said. 

Doug  Gold,  manager  of  com¬ 
munications  industry  research  at 
IDC,  said  Novell  and  Lotus  are 
also  facing  some  technical  chal¬ 
lenges.  “Whether  the  two  compa¬ 
nies  can  move  beyond  the  limita¬ 
tions  of  MS-DOS,  which  is  their 
heritage,  and  on  to  the  next  gen¬ 
eration  of  operating  systems  and 
application  environments  is  the 
big  question,”  he  said. 

Forrester’s  McCarthy  said  IBM 
could  end  up  casting  the  final 
vote.  “Will  IBM  do  anything  in 
1991  with  OfficeVision  and  Net¬ 
Ware?”  he  asked.  “If  they  do, 
then  it’s  Strike  3  for  LAN  Manag¬ 
er.  Strike  1  was  that  [the  initial 
version  of]  LAN  Manager  didn’t 
work.  Strike  2  was  that  Lotus  and 
Novell  are  married.  Strike  3  [will 
be]  if  IBM  even  tacitly  supports 
NetWare  in  its  own  environ¬ 
ment.”  □ 


ment  and  choose  among  multiple 
network  management  vendors, 
said  Will  Collins,  a  consulting  en¬ 
gineer  with  Codex  Corp.  in  Mans¬ 
field,  Mass. 

The  first  of  the  OSI  net  man¬ 
agement  standards  to  emerge  — 
the  Common  Management  Infor¬ 
mation  Services/Common  Man¬ 
agement  Information  Protocol 
(CMIS / CMIP)  —  will  be  followed 
by  a  host  of  other  net  manage¬ 
ment  standards  in  the  next  few 
years. 

One  of  the  standards  pending 
is  the  Management  Information 
Model,  which  deals  with  managed 
objects,  or  devices  on  a  network 
to  be  managed,  and  the  relation¬ 
ships  between  them,  Collins  said. 

The  OSI/Network  Manage¬ 
ment  Forum  recently  announced 
a  library  of  33  objects  to  be  man¬ 
aged  by  OSI-based  net  manage¬ 
ment  systems  and  expects  that 
products  based  on  forum  specifi¬ 
cations  will  be  available  late  this 
year. 

The  forum  is  a  vendor  consor¬ 
tium  whose  goal  is  to  promote 
ISO  net  management  standards 
( continued  on  page  60) 
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By  Paul  Desmond 

_ Senior  Writer _ 

ANAHEIM,  Calif.  —  Although 
integrated  network  management 
systems  are  the  Holy  Grail  of  net 
management,  promising  the  ulti¬ 
mate  in  monitoring  and  control, 
they  come  with  a  price  tag  that  is 
difficult  to  justify  to  upper  man¬ 
agement. 

Users  and  analysts  attending 
the  Network  Management  Solu¬ 
tions  ’90  conference,  sponsored 
by  Network  World  here  last 
week,  said  there  is  no  easy  way  to 
quantify  the  benefits  of  the  costly 
systems. 

Part  of  the  problem  is  that  the 
importance  of  network  reliability 
varies  by  vertical  industry.  One 
hour  of  downtime  for  an  airline 
reservation  net  can  cost  $3  mil¬ 
lion,  but  a  more  typical  industry 


average  is  $2,000  to  $3,000  per 
hour,  said  James  Herman,  princi¬ 
pal  at  Northeast  Consulting  Re¬ 
sources,  Inc.  in  Cambridge,  Mass. 

Although  the  idea  of  central¬ 
ized  monitoring  and  control  over 
all  voice  and  data  network  ele¬ 
ments  appeals  to  almost  every¬ 
one,  some  users  simply  cannot 
afford  integrated  net  manage¬ 
ment  systems. 

A  systems  programmer  for  a 
municipality  near  here  who  re¬ 
quested  anonymity  said  the 
AT&T  Accumaster  Integrator  im¬ 
plementation  his  department  was 
evaluating  cost  about  $400,000. 

“We’re  just  not  to  the  point 
where  we  can  justify  that  yet,”  he 
said.  The  city  is  already  using  Net- 
View  to  manage  its  predominant¬ 
ly  IBM  network.  However,  Accu- 
( continued  on  page  61) 


Systems  Center  adds  new 
capabilities  to  Net/Master 

Firm  quick  to  enhance  newly  acquired  product. 


By  Paul  Desmond 

_ Senior  Writer _ 

ANAHEIM,  Calif.  —  Systems 
Center,  Inc.  last  week  announced 
an  array  of  enhancements  for  the 
Net/Master  Systems  Network  Ar¬ 
chitecture  network  management 
system,  some  of  which  will  be 
available  this  fall.  The  company 
recently  acquired  the  marketing 
rights  to  the  product  from  Cin- 
com  Systems,  Inc. 

Company  executives  at  the 
Network  Management  Solutions 
’90  conference  here  said  en¬ 
hancements  will  include  every¬ 
thing  from  a  feature  that  will  sup¬ 
port  unattended  data  centers  to 
support  for  voice  networks. 

Victoria  Duckworth,  Net/Mas- 
ter  senior  product  manager  for 
Systems  Center,  said  that  by  this 
fall,  the  company  will  ship  Opera¬ 
tions  Information  Management 
(OIM),  a  collection  of  applica¬ 
tions  for  configuration  and  in¬ 
ventory  management. 

The  package  is  an  extension  to 
Net/Master’s  Info/Master  com¬ 
ponent,  which  is  a  central  reposi¬ 
tory  for  information  about  net¬ 
work  components  and  activity. 

Up  until  now,  only  a  tool  kit 
was  available  to  help  users  build 
their  own  applications  that  would 
use  Info/Master  to  address  prob¬ 
lem,  change  and  configuration 
management,  Duckworth  said. 

OIM  will  cost  about  $50,000  to 
$60,000,  she  said. 

Systems  Center  will  also  an¬ 
nounce  Remote  System  Execu¬ 
tion,  an  enhancement  to  Sys/ 
Master,  the  Net/Master  compo¬ 
nent  that  helps  users  automate 
tasks  when  running  IBM  MVS  and 
VM  systems,  she  said. 


Remote  System  Execution  will 
run  on  a  personal  computer  at¬ 
tached  to  a  mainframe  and  auto¬ 
mate  various  tasks  associated 
with  bringing  up  MVS-  or  VM- 
based  mainframes  after  a  failure 
or  planned  outage. 

The  software  will  be  especially 
useful  for  users  running  unat¬ 
tended  remote  data  centers. 

Duckworth  could  not  detail 
pricing  for  the  product  but  said  it 
would  be  available  this  summer 
or  early  fall. 

By  the  end  of  this  year,  Sys¬ 
tems  Center  plans  to  announce  a 
Net/Master  product  to  address 
management  of  token-ring  local- 
area  networks,  Duckworth  said. 

The  product  will  support  from 
a  central  site  features  such  as 
configuring  LAN  bridges,  as  well 
as  handling  user  moves  and 
changes. 

“Users  don’t  want  to  have  any¬ 
one  on  the  LAN  who  has  to  do 
these  kind  of  functions  because 
they  lose  the  cost  benefits  of  the 
LAN”  if  they  need  someone  to 
manage  it,  Duckworth  said. 

Two  prototype  net  manage¬ 
ment  products  are  currently  un¬ 
der  development  in  Australia  by 
Software  Developments  Interna¬ 
tional  Pty.,  Ltd.  (SDI),  said  Ger¬ 
ald  Hummel,  senior  vice-presi¬ 
dent  for  marketing  and  strategic 
planning  at  Systems  Center. 

SDI  is  the  company  that  devel¬ 
oped  Net/Master;  Systems  Center 
is  currently  in  the  process  of  ac¬ 
quiring  the  firm. 

The  first  product,  tentatively 
named  Tele/Master,  is  due  out  in 
1991  and  will  give  Net/Master 
support  for  management  of  voice 
( continued  on  page  8 ) 


Users  should  plan  for  dawn 
of  net  control  standards 


AS  A  GIFT. 


digital  speech  without  any 
drop-off  in  voice  quality. 

But  the  VoiceMux  100  isn't 
the  only  way  MICOM  can  save 
you  phone  money.  We’ve 
developed  a  whole  family  of 
readily  upgradable,  ever- 
expandable  data/voice 
equipment. 

With  our  Stat  V  statisti¬ 
cal  MUX,  for  instance,  you 
can  economically  send 
data  or  voice  over  any 
leased  line  that  operates 
at  9.6  Kbps  or  faster. 

Or  you  can  add 
digital  voice  to  your 
existing  equipment 
with  our  APV  1,  cut¬ 
ting  dial-up  and 
tie-line  expenses. 

If  all  this  sounds 
good,  there’s  one 
more  thing  you 
should  hear.  Our 
outstanding  voice 
quality.  For  a 
live  demonstration  of 
our  advanced  pack- 
etized  voice  technology, 
just  call  1-800-MICOM  US. 
After  that,  you’re  likely  to 
be  calling  digitally. 

(805)  583-8600 
FAX  (805)  583-1997 


See  the  FAXNeT  Form  on  Page  #61 


Cut  phone  bills  with 
our  new  integrated 
data/voice  MUX. 


Voice-grade  line  tariffs  are 
going  up,  while  56K  digital 
tariffs  are  coming  down. 
That  makes  room  for  some 
serious  savings  by  calling 
over  digital  lines  instead 
of  regular  phone  lines. 

At  the  same  time, 
packing  more  onto  your 
digital  lines  can  elimi¬ 
nate  separate  data  and 
voice  lines. 

And  all  you  need  to 
make  this  happen  is 
our  newest  inte¬ 
grated  data/voice 
multiplexor,  the 
VoiceMux™  100. 

It  saves  most 
companies 
enough,  they  tell 
us,  to  pay  for  itself 
inside  of  six  months. 

From  then  on,  the  gab’s 
a  gift. 

With  Tl-like  performance, 
the  VoiceMux  100  gives  you 


Show-goers  say  imaging 
hitting  network  roadblock 


By  Tom  Smith 

New  Products  Editor 


heterogeneous  blend  of  comput¬ 
ers  and  networks. 

The  company  uses  IBM  and 
Apple  Computer,  Inc.  Macintosh 
personal  computers,  Digital 


Corrections:  In  the  brief 
“AT&T  announces  fractional 
T-l  cuts,’’  (NW,  April  9),  an 
AT&T  service  was  incorrectly 
identified.  AT&T  introduced 
off  peak  rates  —  offering  sav¬ 
ings  up  to  28%  —  and  plans  to 
deploy  service  to  an  additional 
84  cities  for  its  56K  and  64K 
bit/sec  Accunet  Switched  Digi¬ 
tal  Service. 

The  subhead  to  the  head¬ 
line  “Northern  Telecom  to  sell 
last  PBX  sales  unit  to  Nynex” 
(NW,  March  26)  was  incor¬ 
rect.  Nynex  Meridian  Systems, 
the  joint  venture  formed  by 
Northern  Telecom,  Inc.  and 
Nynex  Corp.,  will  be  80% 
owned  by  Northern  Tele¬ 
com.  □ 


CHICAGO  —  Attendees  at  last 
week’s  Association  for  Informa¬ 
tion  and  Image  Management 
( AIIM)  show  here  agreed  that  im-  Equipment  Corp.  VAXes  and  IBM 

aging  is  becoming  a  business  ne¬ 
cessity,  but  some  said  networking 
limitations  are  an  obstacle  to  en¬ 
terprisewide  implementation. 

Limitations  cited  by  show-go¬ 
ers  include  the  difficulty  of  inte¬ 
grating  imaging  systems  into  ex¬ 
isting  multivendor  networks  and 
the  fact  that  current  imaging  sys¬ 
tems  cannot  easily  exchange  data 
with  applications  such  as  data 
bases. 

But  imaging  systems  are  used 
widely  enough  in  industries  such 
as  banking  that  they  have  gained 
credibility  and  are  becoming  a 
competitive  necessity,  according 
to  Scott  McCready,  director  of  im¬ 
age  sendees  for  International 
Data  Corp.  in  Framingham,  Mass. 

“This  is  not  a  technology  that 
you  can  be  passive  about,” 

McCready  said,  adding  that  users 
should  begin  exploring  use  of  the 
technology. 

Integration  a  problem 

Despite  exhortations  about 
competitive  advantages,  some  us¬ 
ers  said  vendors  aren’t  delivering 
products  that  can  be  adequately 
integrated  into  nets. 

Bristol-Myers  Squibb  Co.  of 
East  Brunswick,  N.J.,  is  currently 
using  a  three-node  Ethernet- 
based  imaging  system  in  its  Re¬ 
search  Information  Center, 
which  retains  research  and  devel¬ 
opment  documentation  for  the 
pharmaceutical  company. 

Despite  productivity  gains 
from  replacing  microfilm,  the 
company  is  not  ready  to  deploy 
imaging  in  other  areas,  according 
to  Alan  Gilson,  project  manager 
for  technology  assessment  at 
Bristol-Myers  Squibb.  This  is  due 
in  part  to  the  system’s  inability  to 
be  integrated  with  the  company’s 


mainframes  on  networks  ranging 
from  IBM  Token-Ring  and  Apple 
AppleTalk  local-area  networks  to 
Systems  Network  Architecture 
and  DECnet  nets. 

“We  haven’t  seen  anything 
that  will  talk  to  our  various  plat¬ 
forms,”  Gilson  said.  The  compa¬ 
ny’s  current  imaging  system  from 
Genesis  Imaging  Technologies, 
Inc.  runs  on  Sun  Microsystems, 
Inc.  workstations,  which  access 


images  from  a  Sun  server. 

The  fact  that  data  cannot  be 
easily  transferred  between  imag¬ 
ing  and  other  applications  is  also 
a  barrier  to  increased  deploy¬ 
ment  at  Bristol-Meyers  Squibb. 

For  its  existing  imaging  appli¬ 
cation,  the  company  wanted  to 
automate  a  process  by  which  doc¬ 
ument  identifiers  stored  in  a  data 
base  could  automatically  be 
passed  to  the  image  server  for  re¬ 


trieval  of  the  document.  Instead, 
users  have  to  transfer  the  docu¬ 
ment  identifier  from  the  data 
base  application  to  the  imaging 
application,  which  then  initiates 
image  retrieval  from  the  image 
server. 

Current  LAN-based  offerings 
cannot  support  a  heavy  load  of 
workstations  or  image  traffic,  ac¬ 
cording  to  Robert  Stephenson,  di¬ 
rector  of  computer  operations 
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After  everything 
that’s  been  said  about 
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for  Atlanta-based  National  Data 
Payments  Systems,  a  subsidiary 
of  National  Data  Corp. 

Stephenson  said  his  company 
is  already  considering  an  applica¬ 
tion  that  would  involve  20  image 
workstations,  but  most  vendors’ 
products  can  only  accommodate 
smaller  networks.  “From  a  tech¬ 
nical  standpoint,  the  big  compa¬ 
nies  should  be  there  by  now,”  he 
( continued  on  page  8 ) 


Users  wrestle 
with  politics 

continued from  page  1 
trols  devices  within  a  geographic 
region  or  performs  a  specific  net¬ 
work  management  function. 

“The  decision  is  not  going  to 
be  defined  by  technology,”  said 
Jeffrey  Cook,  first  vice-president 
and  manager  with  Glendale, 
Calif. -based  Security  Pacific 


Automation  Co.,  Inc.,  which  pro¬ 
vides  data  processing  and  net¬ 
work  services  to  Security  Pacific 
Bank.  “It  will  be  defined  by  the 
corporate  culture.” 

The  initial  temptation  for  us¬ 
ers  is  to  utilize  systems  such  as 
IBM’s  NetView  and  AT&T’s  Accu- 
master  Integrator  from  a  central 
site.  In  this  scenario,  NetView  or 
Accumaster  Integrator  could 
monitor  and  control  network  de- 


we’re  honored 


For  network  solutions, 
you  should  be  seeing  red. 
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vices  and  support  independent 
device  management  systems  that 
control  a  specific  vendor’s  equip¬ 
ment. 

Graphical  workstations  at¬ 
tached  to  the  mainframe,  in  the 
case  of  NetView,  or  to  a  3B5  mini¬ 
computer,  as  with  Accumaster  In¬ 
tegrator,  provide  a  map  display¬ 
ing  the  status  of  the  entire 
network.  The  workstations  are 
also  used  to  issue  commands  to 


rectify  network  problems. 

But  centralized  systems  have 
one  major  drawback.  “Central¬ 
ized  network  management  is  a 
huge  single  point  of  failure,”  said 
James  Herman,  principal  at 
Northeast  Consulting  Resources, 
Inc.  in  Cambridge,  Mass. 

The  only  way  to  guard  against 
that  threat  is  to  install  a  backup 
processor.  “If  any  one  product 
can  integrate  everything,  can 
anyone  afford  to  run  it?”  asked 
Cook.  “What  happens  if  it  crash¬ 
es?  You  need  a  backup.” 

Replicating  the  processors, 
however,  can  be  extremely  ex¬ 
pensive.  Companies  such  as  Digi¬ 
tal  Equipment  Corp.  and  Hewlett- 
Packard  Co.  avoid  the  risk  of  a 
single  point  of  failure  by  advocat¬ 
ing  the  distribution  of  net  man¬ 
agement  tasks  among  multiple 
sites  and  processors. 

Under  DEC’S  Enterprise  Man¬ 
agement  Architecture  and  HP’s 
OpenView,  net  management  soft¬ 
ware  can  run  on  a  large  central¬ 
ized  processor  or  on  smaller,  less 
expensive  systems  such  as  DEC 
MicroVAXes  or  HP  3000  Series 
minicomputers  that  are  linked  in 
peer-to-peer  networks. 

Each  processor  in  the  distrib¬ 
uted  model  will  control  certain 
network  devices  or  independent 
device  management  systems. 
This  limits  the  amount  of  damage 
to  overall  network  management 
if  a  processor  should  fail. 

Culture  shock 

Network  managers  examining 
centralized  and  distributed  mod¬ 
els  are  facing  some  of  the  same  is¬ 
sues  MIS  managers  are  encoun¬ 
tering  with  local-area  networks. 
Once  they  have  them,  many  LAN 
users  are  unwilling  to  relinquish 
network  control  and  manage¬ 
ment  to  a  central  site,  analysts 
said. 

“A  lot  of  organizations  want  to 
retain  local  management,”  Her¬ 
man  said.  A  distributed  manage¬ 
ment  approach  can  support  that. 

However,  Atul  Kapoor,  vice- 
president  of  Kaptronix,  Inc.,  a 
consultancy  in  Haworth,  N.J., 
said,  “Some  corporations,  by 
their  very  nature,  are  highly  cen¬ 
tralized.”  These  companies  — 
mostly  Fortune  500  firms  —  will 
likely  implement  centralized  sys¬ 
tems,  he  said. 

Even  if  integrated  manage¬ 
ment  tasks  are  distributed,  users 
will  want  to  retain  some  form  of 
central  control  by  building  a  cen¬ 
tral-site  repository  where  histori¬ 
cal  network  management  data 
can  be  stored,  said  Jerry  McDow¬ 
ell,  a  communications  consultant 
in  the  META  Group’s  newly 
formed  Carmel,  Calif.,  office. 

This  data  base  will  allow  local 
and  remote  users  to  perform  such 
tasks  as  examining  historical  net 
performance  and  studying  how 
well  certain  vendors  responded 
to  repair  requests. 

“If  all  that  data  isn’t  at  a  cen¬ 
tral  site,  performing  those  tasks 
won’t  be  insurmountable,  but  it 
will  be  much  more  difficult,”  Mc¬ 
Dowell  said.  □ 


Microsoft  vows  CL/1 

continued from  page  2 

spreadsheets,  and  Neuron  Data,  Inc.’s 
Nexpert  Object  and  Odesta  Corp.’s  Geo- 
Query.  As  if  this  group  of  products  doesn’t 
already  represent  a  critical  mass  of  sup¬ 
port  for  CL/1,  users  can  take  advantage  of 
the  addition  of  Excel  —  the  most  widely 
used  Macintosh  spreadsheet  program. 

“Using  the  solution  that  Microsoft  Excel 
provides,  we  can  offer  employees  access  to 
critical  business  information  stored  in  cen¬ 
tral  data  bases  from  within  a  familiar  envi¬ 
ronment,”  said  Scott  Joy,  a  senior  research 
associate  in  the  information  systems  de¬ 
partment  at  Boston’s  Liberty  Mutual  Insur¬ 
ance  Co. 

And  Excel  users  won’t  have  to  pay  much 


support  for  Excel 

for  that  access,  at  least  on  the  client  side. 
By  mid- 1990,  Microsoft  will  start  bundling 
the  CL/1  client  software  with  each  copy  of 
Excel  and  will  offer  existing  users  a  CL/1 
upgrade  for  $9  95. 

“As  you  can  see  from  our  pricing,  we 
are  looking  at  it  as  a  service  to  our  user 
base,”  said  Pete  Higgins,  Excel  product 
manager  at  Microsoft. 

Based  on  SQL,  CL/1  provides  front-end 
Macintosh  applications  with  a  uniform  in¬ 
terface  for  retrieving  data  from  any  host 
that  supports  CL/1  server  software.  Devel¬ 
opers  can  write  front-end  applications 
without  worrying  about  the  specific  host 
the  application  needs  to  access. 


CL/1  consists  of  two  programs:  a  CL/1 
client  that  runs  in  the  Macintosh  and  a 
CL/1  server  that  runs  in  the  host.  The  cli¬ 
ent  receives  data  requests  from  the  Macin¬ 
tosh  application,  routes  them  to  the  appro¬ 
priate  host  and  data  base,  and  then  takes 
the  host’s  responses  and  inserts  them  into 
the  application. 

The  CL/1  client  will  be  an  integral  part 
of  Release  7.0  of  the  Macintosh  operating 
system  when  it  becomes  available.  Mean¬ 
while,  Apple  is  licensing  the  client  to  soft¬ 
ware  developers  who,  in  turn,  bundle  it 
with  their  applications. 

The  CL/1  server  takes  the  CL/1  client’s 
query  and  translates  it  into  a  request  the 
host  data  base  can  understand.  It  then  per¬ 
forms  the  same  function  in  reverse  when 
the  response  is  sent  from  the  host  to  the 
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Service  Providers :  You  need  INpath 

INpath 


1000  satisfies  three  important  premises: 

1.  Yours 

2.  Your  Customer’s 

3.  The  following: 

You  should  be  able  to  provide  network  services  at  the  customer’s  premises 
as  simply,  efficiently,  and  economically  as  at  your  own  premises. 

T  TTs  new  INpath  1000  fully  intelligent  T1  CPE  multiplexer  is  your  intelligent  path  to  better  service  and  profits 

INpath  makes  your  services  flexible.  Time-of-day  reconfiguration  lets  your  customers  use  their 
committed  bandwidth  more  efficiently.  They  can  perform  reconfigurations  and  add  applications 
locally  or  remotely.  Or  you  can  do  it  from  your  premises,  whenever  needed. 

And  virtually  all  diagnostic  functions  are  handled  automatically. 

IN  .  „  .  ^ 


Features 

a  100%  intelligent  firmware  control  of  all  modules 
a  Dynamic  bandwidth  allocation  (DS0  DACS  capability) 
a  Local  LCD  status  display  and  keypad 
e  Span  protection 

Give  your  customers  the  capacity  they  need. 

At  their  premises.  And  control  it  from  yours. 

You'll  profit  from  INpath.  That's  a  promise.  Not  a  premise. 

FNpjath  1000:  the  smartest  CPE  T1  mux  in  the  field 


See  us  at  Supercomm  Booth  #1051 


TELECOMMUNICATIONS  TECHNOLOGY,  INC. 

135  SOUTH  MILPITAS  BOULEVARD 
MILPITAS,  CALIFORNIA  33035-5425 
|4DB)  345-1700  FAX  [40B]  345-7304 
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client.  Since  the  various  host  data  bases 
use  different  dialects  of  SQL,  the  CL/1 
Server  has  to  contain  a  “data  base  adapt¬ 
er,”  or  translator,  for  each  of  them. 

The  CL/1  Server  for  VMS  is  priced  at 
$5,000,  the  VM/CMS  version  costs 
$15,000,  and  the  MVS/TSO  version  costs 
$20,000.  A  developer’s  tool  kit  for  build¬ 
ing  CL/1  applications  costs  $695. 

CL/1  is  being  touted  as  a  platform  for 
building  client/server  applications  that 
are  distributed  across  a  heterogeneous 
network  of  computers,  but  the  client  side  is 
actually  quite  homogeneous:  pure  Macin¬ 
tosh. 

There  is  currently  no  CL/1  client  sup¬ 
port  for  IBM  Personal  Computers.  Users 
that  want  to  build  distributed  applications 
incorporating  both  types  of  workstation 
environments  must  use  a  different  solu¬ 
tion  for  the  non-Macintosh  desktop. 

Vance  Hoffman,  CL/1  product  manager 
at  Apple,  said  his  group  has  actually  devel¬ 
oped  a  CL/1  client  for  DOS  but  has  not  de¬ 
cided  what  to  do  with  it  yet.  □ 


Imaging  hitting 
network  roadblock 

continued  from  page  7 

said.  “They’ve  been  playing  around  with 

this  for  quite  awhile.” 

But  at  least  one  imaging  user  inter¬ 
viewed  by  Network  World  plans  to  expand 
its  use  of  imaging  from  a  single  application 
to  multiple  applications. 

Burbank  Hospital  in  Fitchburg,  Mass.,  is 
currently  using  an  imaging  system  to  man¬ 
age  patient  medical  records.  Imaging  will 
also  be  used  to  support  the  hospital’s  pa¬ 
tient  demographic  data  base  and  a  labora¬ 
tory  test  results  application,  according  to 
Mark  Zajicek,  manager  of  patient  informa¬ 
tion  services. 

Once  the  system  is  in  use  with  these  oth¬ 
er  applications,  users  will  have  the  ability 
to  exchange  data  between  the  applica¬ 
tions.  Such  capabilities  will  require  six  to 
nine  months’  development  work,  which  is 
not  prohibitive  considering  the  benefits, 
Zajicek  said.  □ 


Systems  Center 
adds  to  Net/Master 

continued  from  page  4 
networks,  Hummel  said.  The  other  is  an 
environment  management  system  that 
monitors  such  resources  as  air  condition¬ 
ing  and  security  systems.  He  said  the  com¬ 
pany  will  announce  more  details  on  that 
product  later  this  year. 

Analysts  at  the  conference  here  last 
week  said  Systems  Center  is  also  expected 
to  announce  alliances  with  major  vendors 
such  as  Digital  Equipment  Corp.  and  Tan¬ 
dem  Computers,  Inc. 

The  alliances  will  likely  be  similar  to  the 
existing  alliance  with  AT&T,  which  result¬ 
ed  in  a  product  that  ties  Net/Master  to  the 
AT&T  Accumaster  Integrator,  said  David 
Passmore,  a  partner  with  Network  Strate¬ 
gies,  Inc.,  a  network  consulting  practice  of 
Ernst  &  Young  in  Fairfax,  Va. 

The  DEC  and  Tandem  alliances  have 
been  stalled  by  an  ongoing  lawsuit  involv¬ 
ing  SDI  and  Cincom  Systems,  Inc.,  which 
owned  Net/Master  marketing  rights  until 
Systems  Center  acquired  them  earlier  this 
month,  analysts  said. 

Duckworth  would  not  comment  on  any 
pending  agreements  with  other  vendors, 
although  she  did  say,  “We’re  talking  to  a 
lot  of  major  players  and  vendors.”  □ 
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Treasury  Dept,  bans  C&P 
from  bidding  during  probe 

Clamps  down  on  carrier  after  fraud  allegation. 

By  Ellen  Messmer 

Washington  Correspondent 


“We  want  ISDN  to  play  a  more 
dominant  role  in  COS.  We 
want  to  end  up  with  an  ISDN 
tester  that  conforms  to  the 
abstract  test  suites  developed 
by  the  North  American  ISDN 
Users  Forum.  And  then  we 
want  to  issue  COS  Marks  [for 
ISDN  gear].” 

Steve  Hudson 

Chief  Operating  Officer,  COS 

Former  principal  consultant  in  Booz,  Allen  & 
Hamilton,  Inc.’s  Government  Systems  Group. 

COS’  Hudson  lays  out 
group’s  priorities 

Consortium  to  offer  consulting/research  services, 
fund  development  of  ISDN  conformance  test  tools. 

By  Ellen  Messmer 

Washington  Correspondent 


Bell  Communications 
Research  last  week  said  it  ap¬ 
pointed  Edward  Grogan 

vice-president  of  finance  and 
administration. 

Grogan  succeeds  Donald 
Baker,  who  earlier  this  year 
was  elected  president  and 
chief  executive  officer  of 
Ameritech  Services,  Inc. 

Previously,  Grogan  served 
as  vice-president  of  human  re¬ 
sources  for  Bell  Atlantic  Corp. 

Grogan  will  oversee  BELL¬ 
CORE’S  comptrollers  group, 
corporate  personnel,  govern¬ 
ment  affairs  and  technical 
education  and  training  center. 
Grogan  will  also  serve  as  a 
nonvoting  member  of  BELL¬ 
CORE’S  board  of  directors. 

Contel  Federal  Systems 

recently  appointed  Robert 
Spearing  to  the  post  of  vice- 
president  of  space  services. 

Spearing  joined  Contel 
Federal  Systems  after  27 
years  with  the  National  Aero¬ 
nautics  and  Space  Administra¬ 
tion,  where  he  most  recently 
served  as  director  of  opera¬ 
tions  and  data  systems  at  the 
Goddard  Space  Flight  Center. 

In  his  new  role,  Spearing 
will  focus  on  ground  terminal 
operations  and  maintenance, 
space  flight  mission  opera¬ 
tions  and  services  support  of 
the  government  systems  mar¬ 
ket. 

MCI  Communications 
Corp.  rcently  named  Staun¬ 
ton  Oppenheimer  director 
of  sales  for  northern  New  En¬ 
gland.  Oppenheimer  will  be 
responsible  for  general  busi¬ 
ness  sales  in  Maine,  Massachu¬ 
setts,  New  Hampshire,  Rhode 
Island  and  Vermont.  □ 


WASHINGTON,  D.C.  —  Accus¬ 
ing  Chesapeake  &  Potomac 
(C&P)  Telephone  Co.  of  fraud, 
the  Department  of  the  Treasury 
last  week  temporarily  suspended 
C&P  Telephone  and  its  Bell  At¬ 
lantic  Corp.  parent  from  bidding 
on  all  federal  contracts,  pending 
an  investigation. 

The  Treasury  Department  al¬ 
leged  that  C&P  Telephone  en¬ 
gaged  in  “fraud  and  material  mis¬ 
representation”  in  its  bid  to 
supply  the  department  with  a 
$100  million  digital  switching 
system.  The  procurement  calls 
for  a  digital  system  to  serve  16 
Treasury  Department  locations 
with  20,000  lines  in  the  Washing¬ 
ton  area.  The  Treasury  Depart¬ 
ment  declined  to  detail  what  ele¬ 
ments  in  the  C&P  Telephone  bid 
it  considers  to  be  fraudulent. 

Bell  Atlantic  officials  charged 
that  the  Treasury  Department  is 
trying  to  eliminate  C&P  Tele¬ 
phone  from  the  bidding  contest 
by  alleging  that  the  Northern 
Telecom,  Inc.  Integrated  Services 
Digital  Network  handsets  that 
C&P  Telephone  offered  are  com¬ 
mercially  unavailable  and,  there¬ 
fore,  constitute  a  misrepresenta¬ 


tion.  Federal  regulations  require 
that  equipment  presented  in  bids 
already  be  market  tested. 

Bell  Atlantic  declined  to  re¬ 
lease  the  model  number  of  the 
handset  in  question  but  said  it  will 
contest  the  fraud  charges  and  em¬ 
phasized  that  the  IDSN  handsets 
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misrepresentation.” 
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meet  the  Treasury  Department’s 
requirements. 

Tony  Murray,  vice-president 
of  the  Federal  Systems  Division 
for  Bell  Atlantic,  said  his  compa¬ 
ny  would  fight  the  suspension. 

Bell  Atlantic  will  appeal  the 
action  to  the  Treasury  Depart¬ 
ment’s  procurement  section.  A 
Treasury  Department  spokesman 
said  that  if  Bell  Atlantic  “can  pro¬ 
duce  any  convincing  evidence 
( continued  on  page  11) 


McLEAN,  Va.  —  Three  months 
after  stepping  into  the  newly  cre¬ 
ated  post  of  chief  operating  offi¬ 
cer  at  the  Corporation  for  Open 
Systems  International  (COS), 
Steve  Hudson  says  he’s  laid  a  new 
course  to  steer  the  consortium 
out  of  turbulent  financial  waters. 

Last  year,  COS  overestimated 
sales  of  its  OSI  performance  test 
tools  by  about  $3  million,  result¬ 
ing  in  the  layoff  of  40%  of  its  staff 
in  August. 

Last  year’s  cash  crunch  also 
forced  COS  to  sell  the  rights  to  its 
test  system  products  to  settle  an 
outstanding  debt  with  the  Nation¬ 
al  Computer  Centre  in  England. 

According  to  Hudson,  COS 
only  earned  roughly  $  1  million  in 
sales  out  of  the  still  young  Open 
Systems  Interconnection  test  sys¬ 
tems  market  and  does  not  expect 
to  exceed  that  level  of  revenue 
this  year  either. 

Consequently,  COS  has  low¬ 
ered  its  sights  on  developing  OSI 
test  tools,  choosing  to  cut  costs 
by  farming  out  development  of 
test  systems  to  third  parties. 

COS  is  instead  trying  to  drum 
up  new  income  by  securing  re¬ 
search  and  consulting  contracts 
with  government  and  commer¬ 
cial  users.  This  should  help  the 
organization  boost  revenue  to 
fund  new  projects.  Currently, 
80%  of  its  income  is  still  generat¬ 
ed  from  membership  dues,  Hud¬ 
son  said. 

In  addition  to  its  work  on  the 
OSI  front,  COS  will  attempt  to 
branch  out  into  the  Integrated 
Services  Digital  Network  market 
by  marketing  an  ISDN  test  sys¬ 
tem.  It  will  also  complete  the  in¬ 
tegration  of  the  North  American 
MAP/TOP  Users  Group  into  the 
COS  organization. 

While  COS  will  continue  to 
market  OSI  test  systems,  it  hopes 


to  win  contracts  from  govern¬ 
ment  and  private  organizations 
for  research  expertise  and  con¬ 
sulting  services  relating  to  OSI. 

“We’re  going  to  be  very  care¬ 
ful  about  every  bid.  We’re  going 
to  be  sure  they  fall  within  the  COS 
mission,”  Hudson  told  Network 
World  in  a  recent  interview.  Un¬ 
der  the  legal  framework  in  which 
COS  operates,  all  work  per¬ 
formed  must  be  publicly  avail¬ 
able. 

Making  GOSIP  a  priority 

High  on  the  organization’s  pri¬ 
ority  list  is  its  desire  to  provide 
Government  Open  Systems  Inter¬ 
connection  Profile  (GOSIP)  test¬ 
ing  services  in  time  to  meet  the 
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Aug.  1 5  deadline,  after  which  all 
federal  agencies  will  be  required 
to  acquire  GOSIP-compliant 
products. 

There  are  no  accredited  GO¬ 
SIP  labs  yet,  but  COS  hopes  to  be 
the  first.  The  organization,  which 
plans  to  begin  testing  GOSIP 
products  in  the  near  future,  is 
working  to  earn  accreditation 
from  the  National  Institute 
for  Standards  and  Technology 
(NIST)  as  a  GOSIP-accredited 
lab. 

“The  abstract  test  suites  that 
cover  the  accreditation  process 
are  under  evaluation  by  NIST,” 
Hudson  said.  “We  believe  the  in- 
( continued  on  page  10 ) 


INDUSTRY  BRIEFS 


Bell  Atlantic  Corp.  last  week  said  its  Bell  Telephone  Co. 
of  Pennsylvania  subsidiary  has  agreed  to  pay  $42  million  in 
fines  to  settle  a  lawsuit  in  which  it  was  charged  with  using 
deceptive  techniques  to  sell  services. 

The  settlement  ends  a  two-year  lawsuit  brought  by  Pennsyl¬ 
vania’s  attorney  general  and  consumer  rights  groups  that 
accused  the  carrier  of  selling  services  —  such  as  call  waiting 
and  speed  dialing  —  without  informing  users  of  the  charges  or 
the  fact  that  the  services  were  extra-cost  options. 

Under  terms  of  the  settlement,  Pennsylvania  Bell  agreed  to 
pay  $36.4  million  to  about  1.5  million  residential  customers,  $5 
million  to  establish  a  telephone  education  fund  and  $450,000 
to  the  state  in  penalties. 

Novell,  Inc.  last  week  said  it  has  licensed  its  FastPath 
AppleTalk-to-Transmission  Control  Protocol/Internet  Protocol 
gateway  to  Shiva  Corp.,  a  Cambridge,  Mass. -based  local-  and 
wide-area  networking  company. 

FastPath  is  a  gateway  that  links  Apple  Computer,  Inc. 
Macintosh  networks  to  TCP/IP  nets.  The  product  was  acquired 
by  Novell  last  year  when  it  bought  Excelan,  Inc. 

Novell  is  giving  Shiva  manufacturing,  distribution,  service 
and  support  rights  for  FastPath  as  part  of  an  ongoing  effort  to 
refocus  on  software  and  divest  itself  of  hardware  products. 
Novell  will  retain  the  technology  rights  to  the  product  and  may 
license  it  to  other  vendors. 

Shiva  is  planning  to  market  the  product  as  Shiva  FastPath 
later  this  summer. 

Novell  will  receive  undisclosed  royalties  from  Shiva  for  the 

(continued  on  page  10) 
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COS’  Hudson  lays  out 
group’s  priorities 

continued from  page  9 
formation  we’ve  submitted  will  be  accept¬ 
ed.”  . 

Concerning  its  COS  Mark  Program,  the 
organization  said  it  hopes  to  accredit  ven¬ 
dor  labs  to  perform  OSI  compliance  test¬ 
ing. 

Under  that  scenario,  COS  will  review 
the  vendors’  tests  and  award  COS  Marks 
based  on  those  results .  This  would  be  a  rad¬ 
ical  departure  from  its  original  intentions, 
which  were  to  set  up  independent  test  cen¬ 
ters. 

On  another  OSI  front,  COS  is  working 
with  the  Japanese  group  Promoting  Con¬ 
ference  for  OSI  (POSI)  and  the  European 
organization  Standards  Promotion  and 
Application  Group  (SPAG)  to  orchestrate 
development  of  a  common  set  of  OSI  test 
systems. 

Rather  than  having  a  vendor  recertify 
its  OSI  gear  in  foreign  countries,  COS 
hopes  to  establish  a  single  set  of  test  proce¬ 
dures  that  would  enable  products  previ¬ 
ously  granted  OSI  certification  in  one 
country  to  be  cleared  for  use  in  another 
without  extensive  retesting. 

The  three  groups  will  push  user  organi¬ 
zations  and  government  agencies  to  sup¬ 
port  this  effort. 

“Our  mission  is  one-stop  testing,”  Hud¬ 
son  said. 

As  part  of  their  effort,  COS,  POSI  and 
SPAG  are  also  planning  what  is  called  the 
Open  Integrated  Tool  Set.  Under  this  pro¬ 
gram,  OSI  test  systems  already  under  de¬ 
velopment  would  be  adopted  for  use  in 
North  American,  European  and  Asian  mar¬ 
kets,  rather  than  reinventing  the  same  ap¬ 
plication  for  each  region. 

In  addition,  COS,  POSI  and  SPAG  will  di¬ 
vide  up  responsibility  for  developing  the 
remaining  test  systems. 

The  Open  Integrated  Tool  Set  is  sched¬ 
uled  to  be  released  in  September. 

Looking  to  ISDN 

Hudson  said  that  COS  intends  to  fund 
development  of  a  COS  Mark  Conformance 
tester  for  ISDN  that  should  be  released  dur¬ 
ing  the  first  quarter  of  1 99 1  •  IDACOM  Elec¬ 


Industry  Briefs 

continued  from  page  9 

sale  of  FastPath  products. 

Novell  also  said  it  signed  an  agreement 
with  Dayna  Communications,  Inc.  to 
supply  Apple  LocalTalk  interfaces  for  No¬ 
vell’s  NetWare  for  Macintosh.  Dayna’s 
DL2000  and  DL/2  LocalTalk  adapters  will 
replace  Novell’s  NL1000  and  NL/2,  re¬ 
spectively. 

The  DL2000  and  DL/2  will  provide 
Macintosh  users  with  full  access  to  all  Net¬ 
Ware  features,  including  print  spooling 
and  administration. 

The  North  American  Telecom¬ 
munications  Association  last  week  an¬ 
nounced  support  for  an  AT&T  motion  that 
would  require  public  disclosure  and  scruti¬ 
ny  of  certain  regional  Bell  holding  compa¬ 
ny  investments. 

In  a  March  16  motion  filed  with  the  U.S. 
District  Court  in  Washington,  D.C.,  AT&T 
asked  the  court  to  establish  a  procedure  in 
which  outside  parties  would  be  informed  in 
advance  whenever  an  RBHC  moves  to  in¬ 
vest  in  firms  engaged  in  manufacturing  or 
other  lines  of  business  prohibited  to  them 
under  the  Modified  Final  Judgment.  □ 


tronics,  Ltd.,  based  in  Edmonton,  Alberta, 
is  “providing  the  engine”  for  the  ISDN 
conformance  tester,  Hudson  noted.  “They 
will  provide  a  tester  that  conforms  to  the 
abstract  test  suites  that  we  are  provided 
out  of  the  North  American  ISDN  Users 
Group.” 

Hudson  said  the  group  is  scheduled  to 
release  the  abstract  test  suites  by  this  Octo¬ 
ber.  The  test  system  will  gauge  confor¬ 
mance  of  carrier  services  to  the  ISDN  Basic 
Rate  Interface.  It  will  also  test  a  variety  of 
hardware  interfaces  to  those  services. 

More  user  voice 

Of  major  importance  for  COS  this  year 
is  the  planned  merger  of  the  MAP/TOP  Us¬ 
ers  Group  into  COS.  Details  are  scheduled 
to  be  finalized  in  May.  The  melding  of 


MAP/TOP  Users  Group  members  into  COS 
would  greatly  add  to  the  user  representa¬ 
tion  COS  now  has.  COS  comprises  roughly 
16  users  and  about  38  vendor  companies. 
The  merger  will  add  such  users  as  Aetna 
Life  and  Casualty  Co.,  Aluminum  Co.  of 
America,  Bechtel  Corp.,  Deere  &  Co.,  Gen¬ 
eral  Dynamics  Corp.  and  General  Foods, 
Inc. 

COS  “has  been  largely  a  vendor  organi¬ 
zation  up  to  now,”  said  Michael  Kaminski, 
manager  of  the  MAP  program  at  General 
Motors  Corp. 

Kaminski  said  that  joining  COS  would 
be  a  good  opportunity  for  users  to  work  in 
partnership  with  vendors. 

“It  gives  us  a  substantial  user  base  to 
push  our  requirements  for  communica¬ 
tions,”  he  said.  □ 


COS’  1990  priorities 

0  Vie  for  government  and  industry  contracts 
for  public  domain  research  and  consulting. 

0|  Receive  official  status  as  a  GOSIP- 

accredited  lab  from  the  National  Institute 
for  Standards  and  Technology. 

0  Sponsor  development  of  a  COS  Mark 
Conformance  Test  System  for  ISDN  for 
release  by  the  first  quarter  of  1991. 

O  Finalize  arrangements  by  May  to  fold 

MAP/TOP  members  into  COS. 

O  Accredit  vendor  labs  for  COS  Mark  tests. 

0  Farm  out  actual  development  of  confor¬ 
mance  test  products. 

O  Work  with  Europe's  Standards  Promotion 
and  Applications  Group  and  Japan’s 
Promoting  Conference  for  OSI  group  to 
coordinate  development  of  the  “Open 
Integrated  Tool  Set”  for  OSI  testing  by 
September.  _ 

SOURCE:  CORPORATION  FOR  OPEN  SYSTEMS  INTERNATIONAL, 

MCLEAN,  VA. 

_ GRAPHIC  BY  SUSAN  J.  CHAMPENY 
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INDUSTRY  UPDATE 


Treasury  Dept,  bans 
C&P  from  bidding 

continued  from  page  9 

that  we  have  made  a  mistake,  a  hearing  will 

be  held.” 

The  procurement,  valued  at  $60  million 
to  more  than  $  100  million,  has  been  a  bit¬ 
terly  contested  contract  and  a  source  of  in¬ 
tense  struggle  since  the  original  request 
for  proposal  for  the  system  was  issued  in 
1985.  The  Treasury  Department  twice 
awarded  the  contract  to  AT&T,  but  the 
General  Services  Administration’s  Board 
of  Contract  Appeals  twice  upheld  protests 
from  C&P  Telephone  claiming  that  the 
ISDN  handsets  AT&T  bid  were  not  com¬ 
mercially  available. 

Now,  Bell  Atlantic  said,  the  Treasury 


Department  is  turning  that  claim  against 
C&P  Telephone  in  the  latest  round  of  bid¬ 
ding,  a  move  calculated  to  eliminate  the 
carrier  from  the  running. 

Murray  called  the  Treasury  Depart¬ 
ment’s  suspension  letter  “part  of  a  con¬ 
tinuing  effort  by  lower  level  employees  to 
award  the  contract  to  AT&T.”  Murray  not¬ 
ed  that  AT&T  was  never  suspended  from 
government  bidding  when  the  GSA  Board 
of  Contract  Appeals  decided  AT&T  equip¬ 
ment  and  software  were  commercially  un¬ 
available  in  the  earlier  bids. 

Although  C&P  Telephone  and  Bell  At¬ 
lantic  are  now  shut  out  of  new  government 
bidding,  other  Bell  Atlantic  operating  com¬ 
panies  and  subsidiaries  that  have  existing 
government  contracts  will  not  be  affected 
by  the  Treasury  Department’s  action.  □ 


NET  blames  4Q 
woes  on  sales 
irregularities 


By  Bob  Brown 

Senior  Editor 


REDWOOD  CITY,  Calif.  —  Network 
Equipment  Technologies,  Inc.  (NET)  last 
week  cited  improprieties  regarding  certain 
orders  and  shipments,  and  said  the  actions 
will  have  a  negative  impact  on  fourth-quar¬ 
ter  results. 

NET  said  it  expects  to  post  fourth-quar¬ 
ter  revenue  of  $44  million,  a  smaller-than- 


expected  increase  over  the  $38.8  million 
in  revenue  reported  for  last  year’s  fourth 
quarter.  NET  reported  revenue  of  $52  mil¬ 
lion  in  its  fiscal  third  quarter. 

In  addition,  the  company  said  it  expects 
to  report  earnings  per  share  of  1 0  cents  for 
the  quarter,  down  sharply  from  the  earn¬ 
ings  of  33  cents  per  share  it  reported  for 
the  corresponding  quarter  a  year  ago. 

The  sales  improprieties,  which  led  to  a 
reduction  in  profit  margins  and  expected 
revenue,  were  described  by  an  NET  spokes¬ 
man  as  the  result  of  “overaggressiveness 
in  one  region.”  NET  would  not  elaborate 
further,  but  analysts  said  that  in  a  confer¬ 
ence  call  with  NET  President  Bruce  Smith, 
he  attributed  it  to  salespeople  offering  un¬ 
authorized  discounts  to  customers. 

Separately,  NET  disclosed  that  it  is  in¬ 
vestigating  an  order  that  it  termed  as  “not 
valid.  ’ ’  Analysts  said  the  probe  centers  on  a 
product  shipment  made  to  a  customer  that 
never  placed  an  order.  NET  would  not  dis¬ 
close  the  name  of  the  customer.  Analysts 
pegged  the  invalid  order  to  be  worth  be¬ 
tween  $3-5  million  and  $4.5  million. 

Smith  told  analysts  the  problems  were 
localized  and  were  cleared  up  by  shifting 
some  personnel. 


NET  relying  less  on  IBM 
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In  a  related  move,  Roger  Hobbs  re¬ 
signed  as  NET’S  vice-president  of  national 
marketing.  He  was  replaced  by  Craig  Tys- 
dal,  previously  NET’S  vice-president  of 
product  marketing. 

NET’S  revelations  last  Monday  sent  the 
company’s  stock  tumbling  almost  25%  on 
Monday  to  close  at  $  1 5  Vs. 

“People  have  such  high  confidence  in 
NET’S  management  team,”  said  George 
Kelly,  vice-president  at  Morgan  Stanley  & 
Co.,  Inc.  in  New  York.  “I  see  their  problems 
as  nonrecurring.” 

The  announcements  followed  an  ad¬ 
mission  two  weeks  ago  by  NET  that  its  re¬ 
sults  for  the  fourth  quarter,  ended  March 
3 1 ,  would  be  “significantly  less  than  antic¬ 
ipated,”  due  in  large  part  to  a  drop  in  sales 
of  its  products  through  IBM. 

Michel  Guite,  vice-president  at  the  in¬ 
vestment  firm  of  Salomon  Brothers,  Inc.  in 
New  York,  estimated  that  Integrated  Digi¬ 
tal  Network  Exchange  (IDNX)  sales  by  IBM 
fell  from  about  31%  of  NET’S  total  IDNX 
sales  for  the  first  quarter  of  fiscal  1990,  to 
about  1 2%  for  the  fourth  quarter,  and  are 
expected  to  stabilize  at  about  10%  (see 
graphic). 

This  drop-off  should  be  offset  by  an  ex¬ 
pected  jump  in  NET’S  direct  sales  from 
some  $33.1  million  in  the  just-completed 
fourth  quarter  to  roughly  $48  million  pre¬ 
dicted  for  the  fourth  quarter  a  year  from 
now,  Guite  said. 

NET  expects  to  report  final  fourth-quar¬ 
ter  results  on  April  25.  □ 


“That  rally  made  me  a  hero  around  hero.” 


problems  from  your  point 
of  view'. 

Using  our  broad  telecommunica¬ 
tions  experience,  we  can  wrork  with 
your  in-house  staff  to  mix  and  match 
equipment  from  virtually  any  manu¬ 
facturer  to  give  you  exactly  the  net¬ 
work  you  need.  We  ll  handle  all  the 
details  of  systems  integration.  So  you 
can  concentrate  on  your  real  job— 
using  your  system  to  help  you  gain  a 
competitive  advantage. 

Tell  us  exactly  what  you  need. 
1-800-553-1500. 

Westinghouse  Communications  has 
the  comprehensive  design  and  inte¬ 
gration  expertise  to  help  you  build  a 
state-of-the-art  telecommun  ications 
system  with  the  flexibility7  to  grow  and 
change  with  your  business.  So  call  us, 
toll-free,  and  tell  us  exactly  w'hat 
you’re  looking  for.  We’ll  make  sure 
that  you  get  it 

d7t\  You  can  be  sure... 
\£-J  if  it’s  Westinghouse 


Unlike  other  vendors,  W'estinghouse 
approaches  system  design  from  an 
applications  viewpoint,  not  just  a 
technology  perspective.  This  way,  we 
can  help  you  meet  both  your  current 
and  future  needs,  ensuring  the  great¬ 
est  possible  return  on  your  invest¬ 
ment  in  a  voice  and  data  communica¬ 
tions  system.  And  in  today's  rapidly 
changing  global  marketplace,  that’s 
essential  if  your  business  is  to  grow7 
and  prosper.  Because  even7  business 
has  its  own  special  requirements  — 
and  off-the-shelf  solutions  just 
don’t  work. 

Our  cost-conscious  approach  to 
telecommunications  evaluates  all 
your  options,  including  lease  versus 
buy,  public  versus  private  networks, 
and  whether  or  not  to  manage  your 
own  network. 


Custom-tailor  your  network  from 
your  choice  of  the  world’s  most 
advanced  technologies. 


Most  vendors  approach  telecom¬ 
munications  from  the  limited  per- 


Westinghouse  Network 
Design  Benefits 

•  Vendor-independent 
approach 

•  True  network  management 

•  Comprehensive  systems 
integration 

•  Access  to  the  world’s  best 
technologies 

•  Experienced 
telecommunications  staff 

•  Application-oriented 
approach  to  problems 


spective  of  their  particular  hardware 
or  software.  They  simply  can’t  offer 
complete  systems  integration.  This 
often  forces  users  to  integrate  their 
own  systems.  But  only  a  select  few 
can  do  it  because  many  companies 
lack  the  staff  needed  to  design,  build, 
and  manage  these  increasingly 
sophisticated  networks. 

The  Westinghouse  vendor- 
independent  approach  can  help  you 
design  a  dedicated  system  tailored  to 
your  specific  needs.  Our  user’s  per¬ 
spective  allows  us  to  approach  your 
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Telecommunications 
for  the  world  of  tomorrow. 


It  isn’t  the  same  world  that  it  used  to  be. 
And  for  today’s  businesses,  advanced  tele¬ 
communications  is  no  longer  a  nicety  . . .  it’s 
a  strategic  necessity. 

With  a  sophisticated  fiber-optic  network 
stretching  from  coast  to  coast  and  border  to 
border,  Williams  Telecommunications  Group 
(WilTel® )  provides  advanced  private-line 
services  to  thousands  of  business  customers 


across  the  country.  We  offer  a  total  package  of 
voice,  data,  video  and  imaging  services,  from 
DS-0  to  DS-3  -  -  plus  enhanced  management 
services  that  give  you  more  control  over 
your  network. 

So  when  you  need  a  private  network  to 
help  you  keep  pace  with  the  changing  world 
around  you,  call  WilTfel  at  1-800-642-2299. 
We’ll  give  you  tomorrow’s  technology  today. 


WILLIAMS 

TELECOMMUNICATIONS 

GROUP 

ONE  OF  THE  WILLIAMS  COMPANIES,  INC. 


See  the  FAXNeT  Form  on  Page  #61 


TELECOMMUMCATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


“T, 


here  are  no 
neutral  messages. 
What  telemarketing 
agents  tell  customers 
either  enhances  or 
erodes  the  image  of 
the  company  and  its 
products.” 


C.  Joseph  Atteridge 

President 
American  Airlines 
Direct  Marketing  Corp. 
A  Dallas-based  subsidiary  of 
American  Airlines,  Inc. 


arrier 

Watch 


Indiana  Bell  Telephone 

Co.  recently  announced  avail¬ 
ability  of  four  Custom  Lo¬ 
cal  Area  Signaling  Services 
(CLASS)  in  the  Indianapolis 
metropolitan  area.  The  ser¬ 
vices  are  automatic  callback, 
call  screening,  distinctive 
ringing  and  repeat  dialing.  In 
Ameritech’s  five-state  re¬ 
gion,  Indianapolis  is  the  sec¬ 
ond  city,  after  Cleveland, 
where  CLASS  is  available. 

Automatic  callback  dials 
the  number  of  the  last  call  re¬ 
ceived,  even  if  the  phone  was 
not  answered.  If  the  number  is 
busy,  the  phone  redials  the 
number  for  up  to  30  minutes 
and  sounds  a  special  ring 
when  and  if  the  call  can  be 
completed.  Automatic  call¬ 
back  costs  $3-75  a  month  per 
line. 

Call  screening  enables  sub¬ 
scribers  to  block  calls  from 
certain  telephone  numbers. 
People  dialing  from  these 
numbers  receive  a  message 
saying  that  the  caller  is  not  re¬ 
ceiving  calls  at  that  time.  The 
subscriber’s  telephone  does 
not  ring.  Call  screening  costs 
$4.50  a  month  per  line. 

Distinctive  ringing  enables 
subscribers  to  program  the 
phone  system  to  sound  a  dif¬ 
ferent  ring  for  calls  from  each 
of  up  to  10  telephone  num¬ 
bers.  It  costs  $3-75  a  month 
per  line.  Repeat  dialing  auto¬ 
matically  redials  a  busy  num¬ 
ber  for  up  to  30  minutes.  A 
special  ring  announces  when 
the  call  can  be  completed.  Re- 
( continued  on  page  16 ) 


Centrex  group  champions 
need  for  caller  ID  services 

Stresses  benefits  to  assuage  privacy  concerns. 

By  Bob  Wallace 

Senior  Editor 


Long-haul  price  flux 
costs  users  money 

Report  says  users  must  reevaluate  options  every 
six  months  to  capitalize  on  changing  carrier  deals. 


By  Anita  Taff 

Washington  Bureau  Chief 


NOVI,  Mich.  —  In  the  stron¬ 
gest  show  of  user  support  for  call¬ 
er  identification  service  to  date, 
the  National  Centrex  Users  Group 
(NCUG)  recently  sent  a  position 
paper  explaining  the  need  for  the 
service  to  state  public  service 
commissions. 

The  715-member  company 
NCUG  hopes  that  promoting  the 
benefits  of  caller  ID  will  help  pla¬ 
cate  privacy  advocates  concerned 
about  the  deployment  of  the  ser¬ 
vice  option. 

“We’re  the  first  major  users 
group  to  take  a  stand  on  caller 
identification,  and  we  think  oth¬ 
ers  will  follow,”  said  NCUG  Vice- 
President  Daniel  Gonos,  store 
systems  director  for  Domino’s 
Pizza,  Inc.  in  Ann  Arbor,  Mich. 

“Those  who  oppose  caller  ID 
have  been  very  vocal  and  aggres¬ 
sive  in  their  efforts,  but  users  that 


NicilG  argues  that 
most  concerns  about 
privacy  can  be  overcome 
by  proper  regulation. 

▲  ▲▲ 


advocate  the  service  have  been 
relatively  quiet,  until  now,” 
Gonos  said. 

With  caller  ID,  the  telephone 
number  of  the  calling  party  is  dis¬ 
played  to  the  called  party  before 
the  call  actually  arrives.  Although 


the  controversial  service  prom¬ 
ises  much  to  businesses,  oppo¬ 
nents  argue  the  service  compro¬ 
mises  caller  privacy. 

NCUG  argues  in  its  paper  that 
most  consumer  concerns  about 


NcUG  “stands 

opposed  to  the  blanket 
provision  of  blocking 
services  on  demand.” 

AAA 


privacy  can  be  overcome  by  im¬ 
posing  proper  regulation.  The 
group  suggested  that  the  phone 
numbers  of  customers  with  un¬ 
listed  numbers  not  be  forwarded 
to  the  called  party  and  that  busi¬ 
nesses  say  in  phone  listings  that 
they  use  the  service. 

According  to  NCUG,  “Adop¬ 
tion  of  the  technology  is  inevita¬ 
ble  and  implementation  under 
the  guidance  of  prudent,  but  not 
excessive,  regulation  should  take 
place  as  soon  as  possible.” 

Antiblocking 

The  group,  for  example,  does 
not  want  to  see  telephone  compa¬ 
nies  being  forced  to  offer  a  block¬ 
ing  option  to  users  who  want 
to  remain  anonymous.  NCUG 
“stands  opposed  to  the  blanket 
provision  of  blocking  services  on 
demand  since  this  defeats  many 
of  the  security  advantages  of  the 
service,”  the  paper  said. 

(continued  on  page  16) 


WASHINGTON,  D.C.  —  Small 
companies  and  branch  offices  of 
larger  corporations  that  procure 
their  own  services  should  review 
their  long-distance  options  every 
six  months  to  capitalize  on  carri¬ 
er  deals,  according  to  a  study  by  a 
consumer  group  here. 

The  Telecommunications  Re¬ 
search  and  Action  Center 
(TRAC),  a  nonprofit  group  that 
tracks  communications  rates, 
said  users  are  not  reevaluating 
their  buying  plans  often  enough 
to  keep  pace  with  the  market. 

“As  a  result  of  price  changes 
and  the  introduction  of  new  [dis¬ 
count]  plans,  none  of  the  plans 
that  were  the  least  expensive  six 
months  ago  continue  to  be  the 
best  buys,”  said  David  Wagen- 
hauser,  executive  director  of 
TRAC. 

In  addition  to  the  rapid  rate  of 
change  in  telecommunications 
pricing,  users  must  also  sort 
through  a  huge  volume  of  infor¬ 
mation.  “Unfortunately,  busi¬ 
nesspeople  today  are  besieged  by 
conflicting  [advertisements], 


pushy  salesmen  and  all-promis¬ 
ing  glossy  brochures  and  other 
lures  that  do  little  but  create  con¬ 
fusion,”  the  report  said. 

Despite  the  effort  involved, 
users  that  carefully  monitor  their 
carrier’s  discount  plans  and  those 
offered  by  rival  carriers  can  save 
as  much  as  20%  on  telecommuni¬ 
cations  bills,  according  to  TRAC. 

The  TRAC  report  analyzes  ser¬ 
vices  for  business  customers 
spending  between  $200  and 
$8,000  per  month.  According  to 
the  group,  all  three  carriers  have 
introduced  virtual  WATS  service 
plans  that  offer  savings  over 
more  traditional  plans. 

For  example,  virtual  WATS 
services  are  available  over  stan¬ 
dard  1  +  dialing  access  lines  that 
do  not  require  special  installa¬ 
tion.  Traditional  WATS  lines,  on 
the  other  hand,  which  require 
special  installation,  can  be  used 
only  for  WATS  and  carry  a 
monthly  line  charge. 

Virtual  WATS  services  are  also 
appealing  because  they  do  not 
typically  carry  a  termination 
charge,  making  it  inexpensive  to 
( continued  on  page  16 ) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

Users,  carriers  support  MFS  plan.  Users  and  alternative 
carriers  banded  together  recently  to  support  a  request  from 
Metropolitan  Fiber  Systems,  Inc.  (MFS)  to  open  the  local 
exchange  to  competition  in  switched  access  services.  MFS  filed 
a  petition  with  the  Federal  Communications  Commission  last 
year  asking  that  it  be  allowed  to  collocate  equipment  in  central 
offices  to  consolidate  and  route  switched  traffic  to  long-haul 
carriers.  MFS  also  asked  that  access  services  be  unbundled  so 
that  alternative  carriers  could  buy  only  what  they  needed. 

The  regional  Bell  holding  companies  have  expressed 
negative  opinions  about  the  proposal,  claiming  it  would  allow 
alternative  carriers  to  skim  off  the  most  profitable  business 
accounts  from  the  local  carriers.  If  the  FCC  allows  this,  the 
local  carriers  say  they  could  be  forced  to  raise  rates  for 
residential  users  to  remain  profitable.  But  MFS  and  users  filed 
comments  disputing  that  argument.  MFS  commissioned  an 
economic  analysis  it  says  shows  that  alternative  carriers  would 
only  be  competing  for  a  percentage  of  traffic  growth  in  cities 
and  wouldn’t  cut  into  the  RBHCs’  current  revenue  base. 

FMR  Corp.,  parent  company  of  Fidelity  Investments  in 
Boston  and  part  owner  of  an  alternative  carrier,  Boston-based 
Teleport  Technologies,  Inc.,  claims  that  opening  the  local 
exchange  to  competition  will  drive  prices  down.  Finding  in 
favor  of  MFS’  request  “would  further  the  public  interest  by 
loosening  the  limiting  effects  of  the  local  bottleneck  and  by 
providing  needed  reliability,  improving  quality,  eliminating 
unnecessary  costs  and  increasing  flexibility  of  telecommunica¬ 
tions  services,”  FMR  stated  in  its  filing.  Ei 
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In  order  to  beat  your  competition,  check  out  our  powerful  new  additions. 

Find  out  what  these  new  broadband  networking 
systems  can  do  for  your  enterprise's  productivity 
efficiency  profitability  and  competitive  edge. 

Timeplex  offers  powerful  new  FDDFbased  routers 
and  concentrators  and  T-3  networking  systems  that  offer 
tremendous  advantages  in  bandwidth  capacity,  connec¬ 
tivity,  privacy  and  price/performance. 

TIME/LAN™  100  FDDI  Routers  allow  both  local  and 
wide  area  internetworking  while  providing  high  security, 
high  performance  local  and  remote  TCP/IP  routing. 

TIME/LAN  FDDI  Concentrator +  allows  the  attach¬ 
ment  of  up  to  8  workstations  to  an  FDDI  LAN  cutting 
the  connection  costs  by  up  to  50%. 

TX3/SuperHub™  is  the  industry's  highest  capacity 
commercial  T-3  networking  system.  It  terminates 
up  to  10  T-3s,  adheres  to  public  T-3  and  T-l  standards 
and  is  designed  to  migrate  to  SONET. 

Our  competitors  said  these  capabilities  were 
years  away.  They're  only  one  telephone  call  away. 

Call  Timeplex  at  (201)  930-4600. 

When  it  comes  to  broadband  connectivity,  no  one 
can  even  come  close  to  Timeplex. 


The  Connectivity  Leader 


Timeplex  Corporate  Headquarters  Timeplex  Australia  Timeplex  Canada  Timeplex  Europe  Timeplex  Far  East  Timeplex  Latin  America  Timeplex  Ltd.  Timeplex  New  Zealand 

4(30  Chestnut  Ridge  Rd.  Sydney  Ontario  Brussels  Hong  Kong  Wbodcliff  Lake,  NT  United  Kingdom  Wellington 

Wbodcliff  Lake.  N|  07675  61/2/957/1660  (4161886-6100  32/2/762/1696  852/833/6848  (2011930-4666  44/753/43559  64/4/711/287 

12011930-4600 


Come  see  us  at  SUPERCOMM  ’90,  Booth  3812-3912. 

See  the  FAXNeT  Form  on  Page  #61 


Compare  what  we  have... with  what  they  have. 


TIMEPLEX  WAN  Vendor  LAN  Vendor 

TIME/LAN™  FDDI  Routers 

l/ 

Data  Privacy 

l/ 

Network  Management 

SNMP 

Cost 

$22,500* 

Availability 

Now 

TIME/LAN™  FDDI  ConcentratorT 

1/  _  _ 

Self-contained  fiber  LAN 

1/ 

Network  Management 

SNMP 

MACS 

2 

Data  Privacy 

1/  _  __  _ 

Cost 

$30,700* 

Availability 

Now 

TX3/SuperHub™ 

1/ 

Capacity 

10T-3S  ...  . 

Public  Network  Compatibility 

1/ 

T-l  Vendor  Independence 

1/  _ 

SONET  Migration 

1/  _  _  _ 

Cost 

$29,950*  _ _  _ 

Availability 

June '90 

Worldwide  Service  and  Support 

1/ 

*  Suggested  U.S.  list  price 

When  you  add  it  all  up,  only  one  company  has  it  all. 
Call  Timeplex  at  (201)  930-4600. 


The  Connectivity  Leader 


TELECOMMUNICATIONS 


Volume  buying  plan  helps  AT&T 
win  PBX  pact,  keep  other  business 


By  Bob  Wallace 

_ Senior  Editor _ 

LOS  ANGELES  —  AT&T’s  volume  pur¬ 
chasing  plan  for  the  Catholic  Hospitals  As¬ 
sociation  (CHA)  helped  the  carrier  land  a 
contract  for  a  1,200-line  Definity  Generic 
2  PBX  at  the  Queen  of  Angels/Hollywood 
Presbyterian  Medical  Center  here  and  re¬ 
tain  the  center’s  long-distance  business. 

A  CHA-distributed  booklet  detailing  its 
arrangement  with  AT&T  arrived  in  the  cen¬ 
ter’s  mailbox  at  the  eleventh  hour  and 
saved  AT&T,  which  was  about  to  lose  the 
private  branch  exchange  project  to  NEC 
America,  Inc.  and  the  center’s  outbound 


WATS  business  to  MCI  Communications 
Corp.  or  US  Sprint  Communications  Co. 

Surprisingly,  the  chance  mailing  of  the 
booklet,  not  the  AT&T  account  team  bid¬ 
ding  on  the  business,  alerted  the  medical 
center  to  the  volume  purchasing  plan. 

But  Sonja  Green,  director  of  telecom¬ 
munications  for  the  medical  center,  said 
she  was  glad  to  hear  the  news,  regardless 
of  its  source.  “It  was  an  incredible  stroke 
of  luck  for  us,”  Green  said. 

The  center  was  ready  to  award  the  busi¬ 
ness  to  NEC,  which  had  underbid  five  rivals 
by  offering  a  NEAX  2400  switch  for 
$300,000. 


The  CHA  bulk  buying  agreement,  how¬ 
ever,  slashed  a  third  off  the  cost  of  the  De¬ 
finity  —  which  AT&T  had  offered  for 
$500,000  —  and  gave  the  center  an  addi¬ 
tional  5%  discount  for  moving  from  a  com¬ 
petitor’s  switch,  an  overtaxed  NEC  NEAX 
22F.  “We  couldn’t  have  afforded  the  [Ge¬ 
neric]  2  any  other  way,”  Green  said. 

Even  with  the  CHA  discounts,  the  Defin¬ 
ity  was  more  expensive  than  the  NEAX 
2400,  but  Green  rated  the  AT&T  switch 
higher,  primarily  because  of  its  self-diag¬ 
nostic  capabilities.  Other  bidders  included 
Centel  Business  Systems,  which  bid  a 
Northern  Telecom,  Inc.  SL-1,  and  Pacific 
Bell,  which  offered  digital  Centrex. 

The  medical  center  signed  the  contract 
with  AT&T  in  December  and  cut  over  the 
Definity  without  event  on  March  27.  The 
Generic  2  now  serves  1,100  stations,  and 
at  some  point  in  the  future,  it  will  be  used 


to  switch  data,  Green  said. 

Medical  center  employees  are  using  ba¬ 
sic  PBX  features,  including  call  waiting, 
call  forwarding,  call  hold,  conference  call¬ 
ing  and  speed  dialing,  according  to  Green. 

The  medical  center  put  the  Generic  2’s 
battery  backup  system  to  the  test  three 
days  after  the  switch  was  cut  over  when  the 
hospital  lost  power.  “The  Definity  just 
kept  on  running,”  Green  said.  “And  that 
fact  won  it  praise  from  our  employees.” 

On  the  long-distance  side,  MCI  and  US 
Sprint  were  attempting  to  lure  the  medical 
center  away  from  AT&T,  its  longtime  pri¬ 
mary  carrier.  But  the  arrival  of  the  CHA 
booklet,  which  offered  members  a  10% 
discount  on  AT&T  long-distance  services, 
again  spelled  trouble  for  its  rivals. 

“After  taking  a  good  look  at  the  CHA 
discount,  we  decided  to  stay  with  AT&T,” 
Green  said.  □ 


Long-haul  price  flux 
costs  users  money 

continued  from  page  13 
switch  carriers,  the  report  said. 

Another  advantage  of  virtual  WATS  ser¬ 
vices  is  that  they  are  billed  in  six-second 
increments  rather  than  rounded  up  to  the 
next  full  minute  like  many  standard  busi¬ 
ness  calling  plans.  Businesses  that  primar¬ 
ily  make  calls  under  six  minutes  in  length 
benefit  most  from  six-second  increment 
billing,  TRAC  said. 

TRAC’s  report  compares  rates  of  Allnet 
Communications  Services,  Inc.,  AT&T,  Ca¬ 
ble  &  Wireless  Communications,  Inc.,  MCI 
Communications  Corp.,  Metromedia/ITT 
and  US  Sprint  Communications  Co.  All 
calls  included  in  the  comparison  were  be¬ 
tween  five  and  seven  minutes  in  length. 

TRAC’s  report  said  that  Metrome- 
dia/ITT’s  new  discount  plan  for  virtual 
WATS,  dubbed  Six  Second  Billing,  moved 
from  one  of  the  most  expensive  services 
six  months  ago  to  the  least  expensive  now. 

Metromedia/ITT’s  plan  costs  about 
20%  less  than  its  most  expensive  competi¬ 
tor,  AT&T.  For  example,  for  customers 
spending  about  $700  per  month  on 


AT&T’s  Pro  WATS  —  the  most  expensive 
plan  in  the  category  —  Metromedia/ITT’s 
plan  would  cost  14%,  or  $656,  less. 

As  monthly  spending  increases,  the  dis¬ 
counts  get  bigger.  For  customers  spending 
$1,700  per  month  on  AT&T,  Metrome¬ 
dia/ITT’s  plan  costs  16%  less;  for  custom¬ 
ers  spending  $3,200  per  month,  the  sav- 

M 

IT  JLCI  generally  ranked  as  the 
third  least  expensive,  followed 
by  Cable  &  Wireless’  and 
Allnet’s  plans. 

▲  ▲▲ 


ings  is  17%;  and  for  customers  spending 
more  than  $6,200  per  month,  the  savings 
is  15%  over  AT&T. 

After  Metromedia/ITT,  the  next  least 
expensive  service  was  US  Sprint’s  Dial  1 
WATS,  except  for  customers  spending  be¬ 
tween  $3,200  and  $6,200  per  month.  At 


that  spending  level,  MCI’s  Prism  Plus  was 
the  least  expensive  service. 

MCI  generally  ranked  as  the  third  least 
expensive,  followed  by  Cable  &  Wireless’ 
Focus  II  and  Focus  III  plans,  and  Allnet’s 
Premier  Elite  and  Vantage  plans. 

In  addition  to  price  differences,  the  var¬ 
ious  virtual  WATS  plans  are  often  struc¬ 
tured  differently  in  terms  of  volume  dis¬ 
counts  and  charges  for  features  such  as 
account  codes,  which  are  dialed  by  corpo¬ 
rate  callers  for  identification  purposes. 
TRAC  said  AT&T  recently  added  an  ac¬ 
count  code  feature,  at  no  charge,  to  its  Pro 
WATS  plans.  This  brings  the  carrier  in  line 
with  competitors,  all  of  which  offered  ac¬ 
count  codes  previously,  the  report  said. 

Three  of  the  carriers,  AT&T,  MCI  and 
Allnet,  offer  account  codes  at  no  charge  to 
users.  Metromedia/ITT  and  US  Sprint  each 
charge  $5  per  month  for  99  codes.  Cable  & 
Wireless  has  a  graduated  charge  depend¬ 
ing  on  the  amount  of  codes  used.  Under  its 
Focus  II  plan,  the  carrier  charges  $25  per 
month  for  the  first  250  codes  and  $  1 5  per 
month  for  each  additional  250  codes.  Un¬ 
der  its  Focus  III  plan,  Cable  &  Wireless 
charges  $  1 5  per  month  for  each  group  of 
100  codes  used.  □ 


Carrier  Watch 

continued  from  page  13 

peat  dialing  costs  $3-50  a  month  per  line. 

The  Williams  Companies,  Inc.,  a 

$3  9  billion  corporation  known  for  its 
pipeline  transportation  of  natural  gas  and 
petroleum  products,  is  getting  increasing 
recognition  for  the  performance  of  its 
long-haul  subsidiary  Williams  Telecom¬ 
munications  Group,  Inc.  (WTG). 

WTG,  one  of  five  units  of  The  Williams 
Companies,  accounted  for  25.5%  of  its 
parent’s  profits  in  1989-  WTG  outearned 
Williams  Natural  Gas  Co.  (19  9%),  Wil¬ 
liams  Pipe  Line  Co.  (15.4%)  and  Williams 
Gas  Marketing  Group,  Inc.  (2.6%).  Only 
Northwest  Pipeline  Corp.  outperformed 
WTG,  netting  36.6%  of  the  firm’s  earnings. 

WTG  transformed  itself  from  a  regional 
carrier  to  a  nationwide  carrier  last  year 
with  the  acquisition  of  Lightnet  for  $365 
million  in  April  1989-  Lightnet  operated  a 
3,500-fiber-mile  network  serving  35  cit¬ 
ies.  WTG  operates  a  nationwide  network 
with  11,400  route  miles  —  10,500  fiber 
route  miles  and  a  900-mile  digital  micro- 
wave  system.  □ 


Account-A-Call  Corporation 

has  acquired 

MTC  Systems  Ltd. 

of  Toronto,  Canada 


MTC  is  one  of  the  premier  providers  of  ACD  software.  The  MTC 
product  will  be  sold  in  the  United  States  by  Account- A-Call’s  sales 
and  distribution  network.  MTC  will  continue  to  sell  its  product  in 
Canada  and  will  also  represent  Account-A-Call’s  telemanagement 
products  in  Canada. 


MTC  SYSTEMS 

An  Account-A-Call  Company 

895  Don  Mills  Road 
Suite  2-708 
Toronto,  Ont. 

Canada  M3C1W3 
(800)  387-0264 


Centrex  group 
champions  caller  ID 

continued  from  page  13 

Sherwin-Williams  Co.,  a  large  Centrex 
user  and  NCUG  member,  supports  the 
group’s  stand. 

“We  do  not  feel  that  the  objections  to 
caller  [ID]  are  legitimate  enough  to  re¬ 
strict  or  block  delivery  off  ANI],”  said  John 
LeSueur,  corporate  manager  of  telecom¬ 
munications  for  the  Cleveland-based  com¬ 
pany. 

Nonetheless,  NCUG  strongly  recom¬ 
mends  blocking  for  certain  customers  in 
sensitive  positions,  including  shelters  for 
battered  spouses,  community  mental 
health  workers  and  undercover  police  offi¬ 
cers.  Identifying  these  callers  could  en¬ 
danger  them. 

The  NCUG  paper  went  on  to  argue  that 
many  groups,  ranging  from  residential 
customers  to  medical  facilities,  stand  to 
benefit  from  caller  ID  services. 

Caller  ID  “provides  customers  plagued 
by  annoyance  calls  with  the  ability  to  iden¬ 
tify  the  source  of  the  problem  and  aid  ap¬ 
propriate  enforcement  officials  to  elimi¬ 
nate  it,”  the  paper  said. 

NCUG  said  caller  ID  provides  the  ability 
to  screen  calls  and  return  calls  without  an¬ 
swering  them.  “This  provides  an  advan¬ 


tage  both  to  the  called  party,  since  discre¬ 
tion  is  preserved,  and  the  calling  party, 
since  a  message  unit  is  not  incurred  to 
leave  a  message,”  the  paper  said. 

“I  have  the  right  to  know  who’s  calling 
me  and,  with  caller  ID,  I  can  screen  out  the 
five  to  ten  calls  a  week  I  get  from  people 
trying  to  sell  me  things  I  don’t  need,”  Le¬ 
Sueur  said. 

NCUG  also  argued  that  caller  ID  “can 
serve  as  an  inexpensive  substitute  for  En¬ 
hanced  91 1  service  for  public  safety  agen¬ 
cies  and  can  provide  delivery  [companies] 
with  a  means  to  improve  accuracy  of  or¬ 
ders  and  to  control  potentially  fraudulent 
orders.” 

Domino’s  Gonos  said  the  company’s 
5,000  stores  nationwide  received  462,000 
undeliverable  orders  in  1989-  The  bad  or¬ 
ders  —  most  of  which  are  fraudulent  — 
cost  the  company  $4.62  million.  With  call¬ 
er  ID,  an  order  taker  could  match  the  ANI 
against  the  residential  telephone  number 
in  the  customer’s  profile.  If  the  two  don’t 
match,  Domino’s  could  recheck  or  hold  the 
order. 

Two  Domino’s  stores  in  New  Jersey 
have  realized  a  90%  decrease  in  undeliver¬ 
able  orders  in  the  six  months  since  they  be¬ 
gan  using  caller  ID,  Gonos  said.  “A  big  part 
of  that  decrease  is  attributable  to  [auto¬ 
matic  number  identification].”  □ 
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DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Retailer  peddles  software 
linking  POS  terminals,  host 

Package  lets  stores  upload  sales,  inventory  data. 

By  Jim  Brown 

Senior  Editor 


Modem  net  management  techniques 


There  are  two  ways  to  send  network  management  information 
from  modems  during  data  transmission: 


Network  control  codes  are  embedded  With  side-band  signaling,  a  small 
in  data  flowing  through  a  single  data  portion  of  the  bandwidth  is  reserved 
channel.  for  net  management  data. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 

Theories  vary  about 
modem  net  mgnit. 

Whether  users  opt  for  side  channel  or  inband 
methods,  they  must  contend  with  shortcomings. 

By  Paul  Desmond 

Senior  Writer 


Worth  Noting 


“\f 

1 X  etwork 
management  should 
be  an  integral  part  of 
planning  a  network 
architecture.  All  too 
often,  it’s  an 
afterthought.” 

Jerry  McDowell 

Communications  consultant 
The  Meta  Group 
Carmel,  Calif. 


D 


Packets 

The  Boston  Globe  last 
week  announced  plans  to  in¬ 
stall  a  three-node  StrataCom, 
Inc.  IPX  FastPacket  T-l  net¬ 
work  this  summer  that  will 
eventually  include  the  frame 
relay  interface  now  under  de¬ 
velopment  by  StrataCom,  Dig¬ 
ital  Equipment  Corp.  and  Vita- 
link  Communications  Corp. 

The  Boston  Globe  network 
will  support  voice  and  data 
among  the  paper’s  three  Mas¬ 
sachusetts  sites,  which  include 
its  editorial  office,  customer 
service  center  and  production 
facility.  The  Globe  uses  DEC 
VAXes  to  drive  its  production 
machines  and  Vitalink  bridges 
to  link  Ethernets  at  the  three 
sites. 

StrataCom  is  developing 
frame  relay  interfaces,  which 
provide  a  high-speed  data  link 
to  a  net  backbone,  for  its  IPX 
with  both  of  those  vendors. 

The  telecommunications 
and  information  management 
committee  of  the  Securi¬ 
ties  Industry  Association 
(SIA)  has  recommended  that 
its  members  use  Systems  Cen¬ 
ter,  Inc.’s  Network  DataMover 
VTAM  software  for  trading-re¬ 
lated  batch  data  transmissions 
on  transaction  processors 
from  Tandem  Computers, 
Inc.,  Digital  Equipment  Corp. 
and  other  vendors. 

The  SIA  made  the  recom¬ 
mendation  because  the  soft¬ 
ware  runs  on  a  range  of  hosts 
and  has  superior  security  fea¬ 
tures,  according  to  Gary  Hege- 
dus,  vice-president  of  systems 
services  at  New  York-based 
Shearson  Lehman  Hutton, 
Inc.  □ 


HIGHLAND  HEIGHTS,  Ohio 
—  Retail  giant  Cole  National 
Corp.’s  network  and  data  pro¬ 
cessing  subsidiary  recently  said  it 
will  begin  selling  internally  de¬ 
veloped  software  that  links  point- 
of-sale  terminals  to  retail  store 
data  centers. 

Cole  Management  Services 
Co.  will  market  its  Remote  Data 
Capture  software,  which  will  en¬ 
able  POS  terminals  in  remote 
stores  to  call  into  an  IBM  main¬ 
frame  via  CompuServe,  Inc.’s 
X.25  public  packet  network  to 
upload  sales  and  inventory  data 
and  download  price  changes. 

With  the  software,  retailers 
will  no  longer  have  to  program  a 
host  to  poll  each  store  at  night  via 
dial-up  links. 

The  move  is  the  latest  step  in 
Cole  National’s  effort  to  turn  its 
MIS  organization  into  a  money¬ 
making  operation.  The  company, 
formed  in  early  1989,  currently 
provides  network  and  data  pro¬ 
cessing  services  for  several  of  its 
parent  company’s  retail  outlets, 
including  Child  World,  Inc., 
Things  Remembered,  Cole  Key 
Corp.  and  Cole  Vision  Corp., 
which  operates  the  optical  de¬ 
partment  in  Sears,  Roebuck  and 
Co.  stores. 


AMARILLO,  Texas  —  A  risk 
management  services  provider 
recently  announced  that  it  will 
build  a  120-site  VSAT  network 
that  will  reduce  the  cost  of  linking 
clients  to  an  insurance  risk  man¬ 
agement  system  here. 

The  new  very  small  aperture 
terminal  network  will  also  deliv¬ 
er  data  to  clients  faster  than  exist¬ 
ing  AT&T  leased  lines  and  allow 
the  company,  Corporate  Sys¬ 
tems,  to  add  new  sites  more 
quickly  to  the  network. 

“[The  VSAT  network]  is  going 
to  keep  our  costs  down  over  the 
years,  provide  faster  data  trans¬ 
mission  and  enable  us  to  install 
new  sites  on  the  net  quicker  than 
AT&T  can  put  in  leased  lines,” 
said  Gary  Huff,  network  opera¬ 
tions  manager  at  the  company. 

Corporate  Systems  runs  IBM 
mainframe  applications  that  ana¬ 
lyze  a  company’s  insurance  claim 
records  and  insurance  policies. 


In  addition  to  marketing  its 
own  software,  Cole  Management 
is  offering  network  consulting 
services  and  reselling  excess  ca¬ 
pacity  on  its  AT&T  Software-De¬ 
fined  Network  (SDN).  “Our  char¬ 
ter  is  to  go  to  the  outside  world 
and  bring  in  revenue  for  our  par¬ 
ent,”  said  James  Haklik,  a  tele¬ 
communications  manager  at  the 
company. 

Point  of  capture 

Currently,  the  Remote  Data 
Capture  software  runs  on  IBM 
3684  or  IBM  Personal  Computer- 
based  POS  terminals  in  about  500 
Cole  National  stores.  Those  POS 
terminals  are  also  equipped  with 
modems  operating  at  1,200  and 
2,400  bit/sec.  About  350  other 
Cole  National  stores  will  soon  be 
equipped  to  support  the  software. 

At  a  specified  time  each  night, 
the  POS  terminals  dial  into  the 
nearest  CompuServe  node  and 
upload  sales  and  inventory  data. 
CompuServe  aggregates  traffic 
from  the  stores  and  transmits  it 
over  a  dedicated  9-6K  bit/sec  and 
a  14.4K  bit/sec  leased  line  to  an 
IBM  3725  front-end  processor 
here  running  Network  Control 
Program  Packet  Switching  Inter¬ 
face  software.  The  dedicated 
links  can  support  up  to  30  simul- 
(continued  on  page  19) 


Clients  linked  to  its  host  can  ac¬ 
cess  recommendations  that  will 
help  them  trim  insurance  costs. 

The  company  recently  signed 
a  $3-5  million  contract  with 
Houston-based  Nova-Net  Com¬ 
munications,  Inc.  to  install  VSATs 
at  client  locations  that  currently 
have  leased  lines.  Sites  served  by 
dial-up  facilities  will  be  unaffect¬ 
ed  by  the  VSAT  network. 

Currently,  286  clients  are 
linked  to  Corporate  Systems’ 
mainframe  via  4.8K  or  9-6K  bit/ 
sec  analog  leased  lines.  Approxi¬ 
mately  1,000  smaller  clients  are 
linked  to  the  company  via  dial-up 
lines  at  speeds  up  to  2,400  bit/ 
sec. 

Warren  Cornelius,  Corporate 
Systems’  director  of  telecom¬ 
munications,  said  he  expects  the 
VSAT  network  will  slash  costs 
from  $  2 . 5  million  to  $  1 . 5  million 
a  year.  Once  the  VSAT  equipment 
is  paid  off  in  five  years,  VSAT  ser¬ 
vice  costs  will  range  between 
(continued  on  page  19) 


Although  there  has  long  been 
debate  over  the  merits  of  compet¬ 
ing  modem  network  manage¬ 
ment  techniques,  users  would  be 
wise  to  consider  the  differences 
as  they  install  digital  links  in 
some  portions  of  their  networks. 

No  matter  which  technique 
network  managers  adopt  for  use 
in  their  networks,  they  will  be 
forced  to  deal  with  drawbacks. 

The  modem  management 
scheme  subscribed  to  by  most 
vendors,  called  the  side-channel 
technique,  requires  users  to  em¬ 
ploy  additional  devices  to  sup¬ 
port  the  transmission  of  modem 
net  management  data  through 
the  digital  portions  of  their  nets. 

Another  technique  favored  by 
IBM  to  manage  its  modems, 
called  inband  signaling,  supports 
the  transmission  of  net  manage¬ 
ment  data  through  digital  links. 
Opponents  argue,  however,  that 
it  raises  the  risk  of  interrupting 
the  primary  data  transmission. 

Transmission  techniques 

The  inband  technique  sub¬ 
scribed  to  by  IBM  and  a  handful  of 
other  vendors  that  want  to  oper¬ 
ate  in  NetView-controlled  net¬ 
works  calls  for  mixing  net  man¬ 
agement  data  with  regular  user 
data  over  a  single  line. 

The  other  school  of  thought  is 
to  establish  a  second  low-speed 
data  channel  outside  the  frequen¬ 
cy  spectrum  used  as  the  regular 
data  channel.  This  sideband  is  es¬ 
tablished  somewhere  on  the  low 
end  of  the  usable  frequency  spec¬ 
trum,  typically  between  about 
300  and  500  Hz,  and  uses  only 
about  150  bit/sec  of  bandwidth 
or  less  (see  graphic). 

“Out-of-band  was  a  good  idea 
when  everything  was  analog,  but 


it  takes  some  monkeying  around 
to  get  it  to  work  when  you’re  try¬ 
ing  to  migrate  toward  digital  cir¬ 
cuits,”  said  James  Herman,  prin¬ 
cipal  with  Northeast  Consulting 
Resources,  Inc.  in  Boston. 

That’s  because  when  an  ana¬ 
log  line  is  digitized,  the  net  man¬ 
agement  data  w  ill  be  merged  with 
the  regular  data  flow  in  an  incom¬ 
prehensible  pattern,  if  indeed  it 
gets  digitized  at  all. 

Therefore,  a  user  with  remote 
locations  supported  by  analog 
lines  and  modems  that  must  feed 
data  from  those  sites  into  digital 
links  has  to  devise  a  way  to  ac¬ 
commodate  the  sideband  net¬ 
work  management  data.  One  way 
to  do  that  is  to  use  a  multiplexer 
to  accept  net  management  data 
from  a  number  of  modems  and 
multiplex  it  over  it^own  channel 
on  the  digital  link,  separate  from 
the  other  user  data. 

None  of  that  is  necessary  with 
modems  that  support  the  inband 
technique  because  network  man¬ 
agement  data  is  interspersed  with 
all  other  data  and  is  designated  by 
special  headers. 

But  proponents  of  the  side¬ 
band  technique  say  the  inband 
scheme  interrupts  the  flow  of 
user  data  through  the  modem. 
That  means  the  modem  cannot  si¬ 
multaneously  support  the  trans¬ 
mission  of  user  data  and  net  man¬ 
agement  data. 

“That’s  an  argument  our  com¬ 
petitors  use,”  said  Francois  de 
Saint  Michel,  product  planner  of 
connectivity  nodes  for  IBM  in  La 
Gaude,  France.  “It’s  either  a  lie  or 
they  don’t  understand  how  it 
works.” 

According  to  de  Saint  Michel, 
IBM’s  Network  Control  Program 
(NCP),  which  runs  in  its  front- 
end  processors,  will  send  a  com- 
(continued  on  page  19) 
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A  chilling  history  lesson  for  companies 
without  the  adaptability  of  FastPacket. 


As  the  dinosaur  proved,  it’s  not  necessarily  the  strongest  who 
survive.  It’s  those  who  best  adapt  to  changing  times. 

And  that’s  something  you  should  bear  in  mind  as  you  enter  the 
information  environment  of  the  1990s.  Because  the  digital  networking 
system  you  choose  today  will  play  a  crucial  role  in  the  success  of  your 
company  tomorrow. 

You  can’t  afford  to  gamble  your  company’s  future  with  extinct 
circuit  switch  technology.  Which  is  why  you  should  install  the  FastPacket 
IPX®  from  StrataCom. 

FastPacket®  is  the  most  adaptable  system  available  today. 

Which  means  it’s  the  only  system  you  should  trust  with  your 
company’s  future  growth.  Because  as  you  grow,  your  needs  and  oppor¬ 
tunities  will  change. 

You’ll  need  to  distribute  large  transaction  processing  applications 
to  intelligent  workstations.  You’ll  need  to  manage  even  larger  global 
LAN/WAN  networks.  And  you’ll  not  only  have  to  be  concerned  about 
voice,  high-speed  data  and  fax  transmissions,  but  also  with  video, 
image  and  multimedia  desktop  applications. 


FastPacket  is  the  only  system  positioned  to  address  these  needs  in 
a  cost-effective  and  reliable  manner. 

Which  means,  no  matter  how  much  your  needs  grow,  you’ll  be 
able  to  adapt  quickly  and  easily.  Enabling  you  to  bring  new  products  to 
market  faster,  preempt  your  competition  and  gain  a  larger  share  of 
the  marketplace. 

Which  is  after  all,  what  business  is  all  about. 

At  StrataCom,  we  pioneered  FastPacket  technology.  We’re  shipping 
our  second  generation  product  while  our  competitors  are  still  struggling 
to  bring  their  first  generation  offering  to  market.  But  can  you  afford 
to  wait?  The  time  to  think  about  your  company’s  future  is  today.  So  call 
1-800-537-7707.  Or  visit  us  at  the  SUPERCOMM  Show  in  Atlanta, 
Georgia,  April  17-19th  in  booth  #1527.  And  get  ready  to  make  a  little 
history  of  your  own. 


The  FastPacket  Company.™ 


©  1990  StrataCom.  Inc.  3175  Winchester  Boulevard.  Campbell  California  95008-6557.  StrataCom,  the  StrataCom  logo.  FastPacket  and  IPX  are  registered  trademarks  and  The  FastPacket  Company  is  a  trademark  of  StrataCom,  Inc. 
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Theories  vary  about 
modem  net  mgmt. 

continued  from  page  17 
mand  at  a  user-defined  interval  —  typical¬ 
ly  around  20  minutes  —  to  check  line  con¬ 
ditions.  It  takes  about  one  second  to  send 
the  command  and  receive  an  acknowledg¬ 
ment,  an  interruption  that  is  imperceiv- 
able  to  the  user,  he  said.  For  other  types  of 
network  management  functions  such  as  a 
loop-back  test,  an  IBM  modem  would  have 
to  interrupt  the  user,  but  so  would  a  mo¬ 
dem  managed  via  the  sideband  technique 
due  to  the  nature  of  the  test. 

Vendors  that  subscribe  to  the  sideband 
technique  also  claim  that  their  method  en¬ 
ables  net  management  data  to  get  through 
under  adverse  line  conditions. 

“If  you  look  at  a  communications  line, 
better  than  90%  or  95%  of  the  time,  the  de¬ 
terioration  starts  at  the  high  end  of  the  fre¬ 
quency  spectrum  and  works  its  way  to  the 
low  end,”  said  Bill  Victoria,  director  of  net¬ 
work  management  systems  marketing  at 
General  DataComm  Industries,  Inc.  Since 
sideband  network  management  data  rides 
at  the  low  end  of  the  frequency  spectrum, 
it  can  survive  poor  line  conditions  longer 
than  inband  net  management  data  can. 
The  latter  type  of  data  rides  in  the  middle 
of  the  spectrum,  Victoria  said. 

Sideband  net  management  data  is  also 
traveling  at  a  relatively  slow  speed,  typi¬ 
cally  less  than  150  bit/sec,  said  Tom 
Hayes,  director  of  modem  marketing  at 
Codex  Corp.  Therefore,  it  uses  a  simple 
modulation  technique  that  can  withstand 
poor  line  conditions.  “You'd  almost  have 
to  lose  the  line  to  disrupt  it,”  Hayes  said. 

Supporters  of  the  inband  technique 
counter  that  their  scheme  provides  a  more 
accurate  representation  of  the  line  condi¬ 
tions  to  which  the  user’s  data  is  subjected. 
Under  the  side-channel  scheme,  the  net 
management  data  is  reporting  on  the  con¬ 
ditions  of  the  side  channel,  not  the  main 
data  channel,  said  Karl  Nordling,  vice- 
president  of  marketing  for  Nokia  Data 
Communications  Corp.,  which  recently  in- 


Corporate  Systems 
to  build  VSAT  net 

continued  from  page  1 7 
$600,000  and  $700,000  a  year. 

Additionally,  the  VSAT  network  will  im¬ 
prove  response  times  between  Corporate 
Systems’  host  and  IBM  3174  or  3274  clus¬ 
ter  controller-attached  terminals  in  client 
offices.  Response  times  are  expected  to 
drop  from  the  current  level  of  six  seconds 
to  between  two  and  three  seconds. 

VSATs  at  client  sites  will  relay  data  via 
satellite  to  a  Nova-Net  shared  hub  in  Hous¬ 
ton  at  56K  bit/sec.  Nova-Net  concentra¬ 
tors  at  the  hub  will  multiplex  data  from  up 
to  30  VSATs  onto  a  single  56K  bit/sec  data 
channel  on  a  T-l  circuit.  That  T-l  circuit 
links  the  hub  and  Corporate  System’s  data 
center,  which  is  some  650  miles  away. 

Cornelius  said  response  times  will  dic¬ 
tate  how  many  sites  are  actually  put  on 
each  channel.  “If  we  get  past  four  seconds, 
that  channel  will  be  considered  saturated 
and  the  data  will  be  routed  to  another 
channel.” 

Currently,  Corporate  Systems  has  a  pi¬ 
lot  test  linking  VSATs  in  Amarillo  and  Chi¬ 
cago  to  the  Houston  shared  hub.  A  56Kbit/ 
sec  AT&T  Dataphone  Digital  Service  cir¬ 
cuit  links  the  shared  hub  to  the  data  center. 
VSATs  will  be  installed  at  20  sites  by  June, 
and  all  1 20  sites  are  expected  to  be  opera¬ 
tional  by  the  end  of  1991  •  t2 


troduced  a  modem  that  supports  the  in- 
band  technique. 

That  means  it  is  possible  to  get  an  indi¬ 
cation  of  an  outage  because  the  side  chan¬ 
nel  or  the  equipment  that  creates  the  side 
channel  is  impaired,  even  though  the  pri¬ 
mary  channel  is  working,  Nordling  said. 

One  area  that  neither  technique  ad¬ 
dresses  is  standards  compliance  because 
Open  Systems  Interconnection  network 
management  standards  do  not  specify  the 
manner  in  which  modems  should  talk  to 
one  another  or  to  a  modem  network  man¬ 
agement  system. 

“It’ll  be  a  long  time  before  we  get  to 
that  level,”  Victoria  said.  “At  this  point, 
[we  think]  it’s  better  left  the  way  it  is,”  with 
each  vendor  using  proprietary  manage¬ 
ment  protocols.  □ 


Retailer 

peddles  software 

continued from  page  17 
taneous  calls.  However,  Haklik  said,  “we 
average  around  22  simultaneous  calls  dur¬ 
ing  our  peak  period.” 

Previously,  six  teams  of  automatic  call¬ 
ing  units  and  modems  attached  to  the 
front-end  processor  established  1 ,200  bit/ 
sec  links  to  POS  terminals  in  the  compa¬ 
ny’s  stores.  This  limited  Cole  Management 
to  reaching  six  sites  at  a  time. 

Haklik  said  Cole  Management  devel¬ 
oped  the  software  to  increase  the  number 
of  stores  that  can  be  reached  each  night. 
“With  polling,  the  number  of  POS  termi¬ 
nals  that  are  not  contacted  each  night  is 
higher  than  with  Remote  Data  Capture.” 


The  software  has  also  helped  Cole  Na¬ 
tional  reduce  costs.  Polling  each  store  via 
SDN  dial-up  circuits  costs  about  14  cents 
per  minute.  With  the  Remote  Data  Capture 
software  and  CompuServe’s  X.25  net,  that 
cost  drops  to  between  9Vi  and  10  cents  a 
minute. 

Pricing  for  Remote  Data  Capture  is  bro¬ 
ken  down  into  two  components.  RDC/PC, 
which  runs  on  the  POS  devices,  costs  $295 
for  each  POS  device  for  installations  with 
up  to  55  locations.  Cole  National  dropped 
the  price  of  the  POS  software  to  $245  per 
POS  device  for  installations  that  support 
more  than  550  devices. 

RDC/Host,  which  resides  on  IBM  Sys¬ 
tem/370  class  mainframes,  is  priced  at 
$80,000.  It  costs  $100,000  for  users  sup¬ 
porting  more  than  550  POS  devices.  □ 


Dear  Reader: 

Network  World  is  proud  to  announce  that  with  LanQuest  Group's  recent 
acquisition  of  the  testing  facilities  of  Infonetics,  one  of  the  country's  largest 
independent  LAN  test  labs  will  now  be  preparing  Network  World's  LAN 
testing  feature  section. 

LanQuest  Group’s  LAN  testing  facilities  include  over  70  ATbus  and  micro 
channel  machines  dedicated  solely  for  network  compatibility,  interoperability 
certification,  performance  benchmarks  and  QA/alpha  testing. 

The  LanQuest/Infonetics  test  lab  merger  will  improve  the  quality  of  the 
Network  World  LAN  testing  feature  program  by  expanding  testing  capabilities 
in  terms  of  capacity,  technical  expertise  and  breadth  of  LAN  environments. 
Their  experience  base  now  covers  a  wider  variety  of  LAN  operating  systems, 
servers,  adapter  cards,  concentrators,  bridge/routers,  analyzers  and  cabling 
than  available  from  any  other  independent  source  in  North  America. 

Network  World's  editorial  mission  is  to  strive  to  be  your  most  useful 
newsweekly  week  in  and  week  out. 

I'm  confident  the  forthcoming  LanQuest  Group  LAN  test  reports  will  make 
Network  World  even  more  useful  to  you. 


Cordially, 


Gary  J.  Beach 
President 

Network  World ,  Inc. 


The  Meadows,  161  Worcester  Road,  Framingham,  MA  01701-9172,  (508)  875-6400 
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talk  data. 


MCI  Digital  Data  Network. 

MCI®  has  invested  over  $7  billion  to  build  the  world's 
most  modem  telecommunications  network.  And  the  MCI 
Digital  Data  Network  (DDN)  is  an  elite  part  of  it.  It's  an 
exclusive,  all-digital  network  engineered^ and  maintained 
to  the  most  exacting  standards  in  the  world. 

MCI  built  reliability  into  every  mile  of  the  DDN. 
Digital  Cross  Connects  automatically  choose  the 
most  efficient  path  possible  for  your  traffic.  So  | 
you're  assured  of  99.7%  availability  end  to 
end.  And  Extended  Superframe  Format 
monitoring  lets  MCI  specialists  correct 
problems  before  they  affect  your 
data  communications.  So  you're 


guaranteed  99.5%  error-free  seconds. 

The  intelligence  designed  into  the  DDN  lets  MCI  offer 


mtemgc 

xnizeds 


ou  customized  services  tor  any  application  you  have, 
m  high  volume  batch  data  transfers  to  time-sensitive 
database  updates.  At  speeds  up  to  45  Mbps. 

What's  more,  our  network  offers  unmatched 
flexibility  MCI  supports  more  than  900  makes  and  models 
of  data  equipment.  And  everything  is  backed  by  MCI 
servrce  people,  whom  independent  research  rates  as 
the  most  responsive  in  the  industry 

The  MCI  Digital  Data  Network. 

When  you  want  to  talk  data,  talk  to  us. 

Contact  your  MCI  Account  Representative  or 


MCI 

t  ,  t  c^ontacT  your  ivicjl  /\cc< 

Let  us  show  you?  caii  i-soo-sss-osoo. 


©  MCI  Communications  Corporation.  1990. 
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PC  AND  TERMINAL-TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


“T, 


he  Lotus/ 
Novell  merger 
certainly  shakes 
Microsoft  to  the  core. 
As  if  it  didn’t  have 
enough  problems  with 
lackluster  OS/2  sales 
and  LAN  Manager’s 
slow  start,  the 
company  now  has  to 
face  a  $1  billion 
industry  giant  whose 
main  purpose  is  to 
sink  Microsoft.” 

Mary  Modahl 

Analyst 

Forrester  Research,  Inc. 

Cambridge,  Mass. 


etnotes 


Wang  Laboratories,  Inc. 

last  week  demonstrated  imag¬ 
ing  applications  running  un¬ 
der  Novell,  Inc.’s  NetWare  net¬ 
work  operating  system  on 
Ethernet  and  16M  bit/sec  to¬ 
ken-ring  networks  at  the  1990 
Association  for  Information 
and  Image  Management  con¬ 
ference  in  Chicago. 

The  local-area  networks 
were  linked  to  a  Wang  VS  mini¬ 
computer  running  Wang’s  In¬ 
tegrated  Image  Systems  soft¬ 
ware,  according  to  David  Mac- 
Whorter,  director  of  world¬ 
wide  image  marketing  at  the 
company.  The  software  previ¬ 
ously  supported  only  worksta¬ 
tions  linked  directly  to  the  VS 
minicomputers. 

Wang  also  demonstrated 
image  transfers  between  VSs 
over  an  Integrated  Services 
Digital  Network  Basic  Rate  In¬ 
terface  (BRI)  connection. 
MacWhorter  said  Wang  will  be 
shipping  token-ring  products 
by  late  summer. 

The  software  currently 
supports  BRI  transmission  be¬ 
tween  VSs. 

Nuvotech  recently  an¬ 
nounced  the  availability  of 
NetPack  12,  the  company’s 
new  LocalTalk  network  pack¬ 
age  that  allows  users  to  con¬ 
nect  as  many  as  12  nodes  on 
an  AppleTalk  network  using 
unshielded  twisted-pair  tele- 
( continued  on  page  23 ) 
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Racal  InterLan  pares  price 
of  1 6-bit  Ethernet  adapter 

Low  cost  could  give  it  edge  over  competitors. 


By  Laura  DiDio 
and  Walter  Sweet 

Network  World  Staff 

BOXBOROUGH,  Mass.  —  Ra¬ 
cal  InterLan  last  week  dropped 
the  price  of  its  NI6510  1 6-bit 
Ethernet  interfaces  20%  to  $395, 
the  same  price  as  its  older  eight- 
bit  Ethernet  adapters. 

The  NI6510  16-bit  interface  is 
a  bus  master  adapter  for  IBM  Per¬ 
sonal  Computer  ATs  and  sup¬ 
ports  both  thick-  and  thin-wire 
Ethernet. 

“The  vast  majority  of  systems 
being  networked  today  are  1 6-bit 
PC  AT-class  machines,  but  artifi¬ 
cially  high  prices  on  1 6-bit  adapt¬ 
ers  prevents  many  users  from 
buying  them,”  said  Frederic 
Gluck,  Racal  InterLan’s  product 
line  manager  of  personal  com¬ 
puter  products. 

The  $395  price  tag  on  the 
NI6510  makes  it  one  of  the  least 
expensive  1 6-bit  interfaces  on 
the  market  today.  The  average 
wholesale  volume  price  of  1 6-bit 
Ethernet  bus  master  adapters  is 
currently  around  $430,  and  the 
average  list  price  is  around  $475, 
according  to  Doug  Gold,  manager 


T 

A  he  $395  price  tag  on 
the  NI6510  makes  it  one 
of  the  least  expensive 
1 6-bit  interfaces. 

▲  ▲▲ 


of  communications  industry  re¬ 
search  for  local-area  networks  at 
International  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

Novell,  Inc.’s  1 6-bit  adapter, 
the  NE2000,  currently  lists  for 
$495;  BICC  Data  Networks,  Inc.’s 


comparable  offering  also  costs 
$495,  and  Tiara  Systems,  Inc.’s 
16-bit  adapter  costs  $595. 

Racal  InterLan’s  prices  could 
give  it  an  edge  over  its  rivals, 
Gold  said.  “There’s  no  question 
that  Racal  InterLan’s  aggressive 
pricing  is  going  to  help  it  win  a  lot 


-R^acal  InterLan’s 
agressive  pricing  is 
going  to  help  it  win  a  lot 
of  new  customers. 
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of  new  customers.  The  NI6510 
has  significantly  better  perfor¬ 
mance  and  lower  data  error  rates 
than  comparable  adapters.” 

Declining  prices  are  being 
driven  by  increased  competition 
and  lower  manufacturing  costs  in 
the  Pacific  Rim,  where  most  of 
the  adapters  are  made.  “We’re 
expecting  that  adapter  prices  will 
fall  1 0%  to  1 5%  per  year  through 
1993.  The  16-bit  bus  master 
cards  will  be  the  last  ones  to  expe¬ 
rience  the  price  declines,  but  they 
will  also  follow  the  same  down¬ 
ward  trajectory,”  Gold  said. 

Racal  InterLan  also  intro¬ 
duced  software  drivers  that  allow 
the  NI6510  adapter  to  be  used 
with  additional  network  operat¬ 
ing  systems.  They  include  No¬ 
vell’s  NetWare  386  and  NetWare 
286;  Apple  Computer,  Inc.’s  Mac¬ 
intosh  Value  Added  Process;  and 
Digital  Equipment  Corp.’s  DEC- 
net  DOS/Personal  Computer  Sys¬ 
tem  Architecture. 

For  more  information,  contact 
Racal  InterLan  at  155  Swanson 
Road,  Boxborough,  Mass.  01719, 
or  call  (508)  263-9929.  □ 


LAN  expert  system 
a  boon  for  insurers 

Network-based  software  can  reduce  staffing 
needs,  provide  equable  underwriting  assessment. 


By  Tom  Smith 

New  Products  Editor 

Customers  of  Co-Gen-Sys 
Corp.’s  local-area  network-based 
expert  system  for  automating  in¬ 
surance  underwriting  say  the  sys¬ 
tem  reduces  staffing  needs  and 
provides  uniformity  in  risk  evalu¬ 
ation. 

Alexander  Hamilton  Life  In¬ 
surance  Co.  of  America  has  used 
the  Personal  Insurance  Under¬ 
writing  System  (PIUS)  for  more 
than  two  years,  and  Franklin  Life 
Insurance  Co.  plans  to  imple¬ 
ment  the  system  this  summer. 

Users  say  PIUS  can  reduce  per¬ 
sonnel  costs  by  underwriting  pol¬ 
icies  without  human  intervention 
and  that  it  can  provide  uniformity 
by  judging  policies  against  a  sin¬ 
gle  judgment  base.  Human  under¬ 
writers  can  come  to  different  con¬ 
clusions. 

PIUS,  which  is  application 
software  that  runs  on  LAN-based 
personal  computers,  is  compati¬ 
ble  with  a  variety  of  network  op¬ 
erating  systems,  including  No¬ 
vell,  Inc.’s  NetWare  and  Banyan 


Systems,  Inc.’s  VINES. 

Michael  Wilson,  vice-presi¬ 
dent  of  technical  development 
for  Alexander  Hamilton  Life,  said 
his  company  was  the  first  to  im¬ 
plement  an  expert  system  for  life 
insurance  underwriting,  which  is 
the  process  of  approving  or  deny¬ 
ing  an  insurance  applicant  based 
on  risk. 

“This  is  a  real  hot  item  now  in 
the  insurance  industry,”  Wilson 
said.  “We’ve  got  a  couple-year 
jump  on  the  industry,  so  we  think 
we’ve  seized  a  real  competitive 
advantage.” 

Although  PIUS  can  be  used  to 
assist  professional  underwriters 
in  evaluating  risks,  Wilson  said 
his  firm  has  achieved  greater  pro¬ 
ductivity  gains  by  using  the  sys¬ 
tem  to  underwrite  insurance  poli¬ 
cies  that  do  not  require  medical 
information  such  as  blood  tests. 

An  underwriter  at  Alexander 
Hamilton  Life  used  the  expert 
system’s  judgment  processor  to 
record  situations  that  would  be 
encountered  and  responses  that 
( continued  on  page  23 ) 


Altos  steps  into  LAN  mart 
with  first  series  of  servers 


By  Walter  Sweet 

West  Coast  Correspondent 

SAN  JOSE,  Calif.  —  Altos 
Computer  Systems,  a  vendor  of 
Unix-based  multiuser  microcom¬ 
puters,  recently  made  its  first  for¬ 
ay  into  the  local-area  network 
server  market  with  the  announce¬ 
ment  of  a  high-performance  file 
server. 

The  Ethernet-compatible 
80486-based  Altos  Power  Serv¬ 
er/5000  (APS/5000)  supports  a 
version  of  Novell,  Inc.’s  Portable 
NetWare  running  on  top  of  Unix 
and  lets  DOS-based  personal 
computers  and  Unix  workstations 
coexist  on  the  same  LAN  and 
share  files  and  applications. 

According  to  Altos,  the 
APS/5000  is  the  first  in  a  family 
of  servers  the  company  plans  to 
introduce.  Previously,  Altos  sup¬ 
plied  only  multiuser  computer 
systems  and  application  software 
based  on  Unix. 

“We’re  trying  to  expand  our 
market  to  provide  connectivity 
and  compatibility  with  a  fairly 
large  networking  market  —  the 
Novell  installations  in  particu¬ 
lar,”  said  Roland  Icard,  product 


marketing  manager  for  Altos. 

As  released,  the  server  sup¬ 
ports  Transmission  Control  Pro¬ 
tocol/Internet  Protocol;  Novell’s 
Internetwork  Packet  Exchange/ 
Sequenced  Packet  Exchange 
(IPX/SPX);  Microsoft  Corp.’s 
Server  Message  Block  protocols; 
Sun  Microsystems,  Inc.’s  Network 
File  System;  and  AT&T’s  Remote 
File  Sharing  distributed  file  sys¬ 
tems. 

The  APS/5000  can  also  sup¬ 
port  up  to  200  users  on  a  LAN 
running  the  same  application 
that  supported  only  80  users  on 
the  company’s  previous  mul¬ 
tiuser  systems.  The  server  is  tar¬ 
geted  at  users  in  the  accounting, 
medical,  dental  and  distribution 
fields. 

The  80486-based  server  pro¬ 
vides  1 5  million  instructions  per 
second  worth  of  horsepower  and 
includes  16M  bytes  of  memory 
that  can  be  expanded  to  64M 
bytes,  two  440M-byte  hard  disks 
expandable  to  29G  bytes,  eight 
Extended  Industry  Standard  Ar¬ 
chitecture  (EISA)  slots,  a  Small 
Computer  System  Interface 
( continued  on  page  23 ) 


NETWORK  WORLD  •  APRIL  16,  1990 

21 


Even  though  your  private  network  is  already  using  electronic 
mail  and  your  different  office  systems  are  already  connected, 
you'll  never  be  able  to  extend  your  communications  reach  to 
the  rest  of  the  world  without  a  universal  messaging 
network. 

Imagine  if  someone  were  able  to  communicate  with  your 
SNA,  Bisync  or  OSI  network;  exchange  messages  with 
PROFS,  DISOSS  and  SNADS;  emulate  a  variety  of  environ¬ 
ments  through  gate¬ 
ways;  and  provide 
access  to  X.25  packet¬ 
switching  facilities  and 
X.400  messaging  so 


every  system  could  reach  every  network. 

Imagine  if  someone  were  able  to  give  you  these  capabil¬ 
ities  without  having  to  buy  a  single  new  piece  of  hardware 
or  software. 

Imagine  if  someone  could  make  it  possible  for  your  end- 
users  to  send  a  fax,  EasyLink®  e-mail,  telegram,  telex,  cable¬ 
gram,  or  Mailgram®  message  to  anyone  in  the  world  right  from 
their  desktop  terminal.  Whether  it  be  a  simple  text  message, 


One  of  the  Only  Communications 
Systems  Western  Union  Can’t 
Hook  Un  With  Your  Network. 


document,  spreadsheet,  binary  file  or  EDI  format. 

With  Western  Union  you  don't  have  to  imagine.  Because  we 
are  that  someone.  And  our  NetworkAccessSM  service  can  give 
you  all  these  things  without  having  to  retrain  your  staff  or  dis¬ 
rupt  your  present  network.  In  short,  we're  the  link  that  literally 
puts  the  world  at  your  desktop. 

For  more  information  on  Western  Union's  NetworkAccess, 
call  1-800-779-1111  Dept.  930.  Once  you  see  how  much  more 

efficient  it  can  make 
your  business  it'll  be 
hard  to  imagine  how 
you  ever  managed 
without  it. 


LOCAL  NETWORKING 


LAN  expert  system 
a  boon  for  insurers 

continued  from  page  21 
should  be  given.  The  system  draws  on  its 
judgment  base  to  approve  or  decline  appli¬ 
cations.  It  can  also  choose  to  refer  more 
complex  cases  to  a  human  underwriter. 

An  application  manager  component  of 
PIUS  controls  the  flow  of  information  from 
the  product’s  data  entry  component  to  the 
judgment  processor,  said  Don  Solie,  divi¬ 
sion  vice-president  for  insurance  industry 
sales  at  San  Diego-based  Co-Gen-Sys. 

Clerical  staff  in  Alexander  Hamilton’s 
Farmington  Hills,  Mich.,  office  enter  life 
insurance  application  data  from  their 
Ethernet-attached  personal  computers  us¬ 
ing  a  PIUS  data  entry  component. 

Users  can  hot-key  from  PIUS  into  3270 
terminal-emulation  mode  for  communica¬ 
tions  with  a  mainframe  that  stores  data 
about  insurance  premiums. 

Between  40%  and  50%  of  all  the  com¬ 
pany’s  underwritten  business  is  being  ap¬ 
proved  by  the  system  without  the  interven¬ 
tion  of  the  company’s  underwriters, 
Wilson  said. 

The  system,  which  handles  policies 
worth  up  to  $500,000,  has  enabled  Alex¬ 
ander  Hamilton  to  cope  with  a  1 5%  growth 
in  sales  over  the  last  two  years  without 
adding  underwriters,  Wilson  said. 

When  the  system  encounters  a  situation 
it  has  not  experienced  in  the  past,  it  will 
make  a  decision,  but  its  decision  must  be 
validated  by  an  underwriter. 

“To  my  knowledge,  we  haven’t  found 
any  instances  where  it’s  made  a  bad  evalu- 

Altos  steps  into  LAN 
mart  with  first  server 

continued  from  page  21 

(SCSI)  controller  card  and  an  Ethernet 

controller  card. 

The  heart  of  the  new  file  server  is  the 
high-performance  file  processor  card, 
which  gives  the  server  twice  the  disk  I/O 
performance  of  a  Pyramid  Technology 
Corp.  MIS  12/1  superminicomputer,  ac¬ 
cording  to  Altos. 

The  server  also  has  disk  striping  and 
disk  mirroring  to  improve  performance 
and  reliability.  Disk  striping  allows  files  to 
be  spread  across  mulitiple  disk  drives  or 
SCSI  channels  to  improve  performance. 
Disk  mirroring  maintains  a  set  of  updated 
files  and  switches  to  the  second  disk  in  the 
event  of  a  failure  on  the  primary  disk. 

The  APS/5000  is  available  now  and 
costs  $40,000.  □ 


Netnotes 

continued  from  page  21 

phone  wire.  Apple  Computer,  Inc.  Local- 
Talk  networks  currently  do  not  support 
unshielded  twisted  pair. 

The  NetPack  1 2  TurboNet  and  TurboNet 
ST  can  be  used  to  build  an  AppleTalk  net¬ 
work  spanning  up  to  5,000  feet  in  daisy 
chain,  trunk  or  star  topologies. 

TurboNet  is  a  standard  AppleTalk  con¬ 
nector,  while  TurboNet  ST  has  a  noise  re¬ 
duction  component  that  helps  minimize 
error  rates.  TurboNet  ST  also  has  LEDs  that 
notify  a  user  if  data  is  being  transmitted. 

The  NetPack  12  is  available  now  and 
sells  for  $395  for  the  TurboNet  version 
and  $495  for  the  TurboNet  ST  version. 

Nuvotech  can  be  reached  at  2015 
Bridgeway,  Suite  204,  Sausalito,  Calif. 
94965,  or  call  (415)  331-7815.  □ 


ation  in  those  types  of  cases,”  Wilson  said. 
In  other  cases,  such  as  when  additional 
medical  tests  are  involved  or  more  infor¬ 
mation  must  be  obtained  from  the  appli¬ 
cant,  the  system  refers  the  application  to 
an  underwriter. 

Franklin  Life  plans  to  implement  PIUS 
in  much  the  same  way  as  Alexander  Hamil¬ 
ton,  with  one  exception:  Data  entry  will 
take  place  on  a  mainframe  system,  which 
will  communicate  with  the  token-ring  net¬ 
work-based  expert  system  through  LU  6.2 
program-to-program  sessions. 

Franklin  Life  plans  to  use  the  system  to 
review  applications  that  do  not  require 
medical  exams  or  more  information  than 
is  contained  in  the  application. 

The  company  expects  that  up  to  30%  of 
its  applications  will  be  handled  by  the  sys¬ 


tem,  according  to  John  Perks,  assistant 
vice-president  of  administrative  systems  at 
the  Springfield,  Ill. -based  insurer.  The 


PIUS  system  will  also  be  used  to  determine 
which  applications  require  review  by  an 
underwriter. 

PIUS  assures  greater  consistency  in  ap¬ 
proving  or  denying  potential  customers 


because  it  draws  on  one  judgment  base, 
whereas  multiple  underwriters  will  be  us¬ 
ing  their  own  different  judgment  bases.  “If 


those  30%  approved  by  PIUS  had  been 
handled  by  10  or  15  underwriters,”  Perks 
said,  “there’s  a  greater  likelihood  there 
may  be  a  difference  in  the  decisions  made 
by  those  people.”  □ 


SIX  QUESTIONS  ABOUT 
BRIDGES  AND  ROUTERS 
NO  ONE  ELSE  HAS  THE  GUTS 

TO  ANSWER. 


A  lot  of  companies  offer  you  bridging  and  rout¬ 
ing.  But  they  can’t  answer  the  kinds  of  ques¬ 
tions  Wellfleet  can  answer.  Why? 

Because  Wellfleet  has  developed  a  revolu¬ 
tionary  internetworking  platform  that  goes 
beyond  conventional  routers  and  bridges.  It 
answers  your  need  for  real  world  — 
connectivity  today,  while  also 
responding  to  the  constant  growth 
and  change  of  tomorrow. 

Before  you  buy  another  bridge  or 
router  product,  ask  these  six  ques¬ 
tions.  Then  see  if  anyone  besides 
Wellfleet  can  give  you  the  answers. 


ICan  you  support 
multiple  network 
standards...  all  at  the  same 
time?  You  need  a  solu¬ 
tion  for  all  your  users.  So 
Wellfleet  handles  all  the 
important  networking  stan¬ 
dards,  offering  both  bridging 
and  multiprotocol  routing 
in  an  advanced,  symmetric 
multiprocessor  platform. 
With  the  industry’s  highest 
performance  for  all  your 
network  applications. 

o 

Will  you  meet  my 
MMMk  growth  needs? 
Since  new  applications  and 
users  are  interconnecting 
everyday,  Wellfleet’s  plat¬ 
form  is  designed  to  deliver 
consistently  high  perform¬ 
ance...  regardless  of  the 
number  of  LANs  and  proto¬ 
cols  supported.  A  single 
Wellfleet  node  can  grow  to 
support  26  LANs  and 
26  wide  area  links...  all 


field- 

expandable 
by  simply  add¬ 
ing  Intelligent 
Link  Interface  boards  to  our 
high  performance  VMEbus 
architecture. 

o 

Can  you  help 
control  my  wide 
area  costs?  As  your  appli¬ 
cations  become  more  dis¬ 
tributed,  your  wide  area 
costs  increase.  Wellfleet  lets 
you  control  these  costs  by 
supporting  Fractional  77, 
Tl/CEPT,  X.25  and  high 
speed  private  line  services.  So 
you  can  select  the  mix  of 
services  that  best  meets 
your  network  cost,  perform¬ 
ance  and  reliability  needs. 

4  Do  you  provide 

integrated  man¬ 
agement  tools?  Rapid  fault 
isolation  and  service  restoral 


are  critical  to  network 
success.  Wellfleet’s  SNMP- 
based  Network  Management 
System  offers  integrated 
router,  bridge  and  circuit 
monitoring...  a  single 

standards-based 
management 
station  with  an 
integrated  view  of 
the  entire  network. 
And 
with 
24-  hour 
access 


assured  full  support  during 
any  network  outage. 

5-— 

Your  users  are  already  plan¬ 
ning  applications  based  on 
new  high-speed  devices  and 


evolving  network  standards. 
Wellfleet  meets  these 
changing  needs  with  the 
highest  performance  inter¬ 
networking  platform  in  the 
industry  today.  And  with 
an  advanced  architecture 
designed  to  migrate  easily  to 
emerging  standards  like 
FDDI  and  OSI. 

ML 

| Are  you  ready  to 
start  today?  Call 
617-275-2400.  Wellfleet  is 
ready  when  you  are.  Our 
advanced  internetworking 
platform  is  already  proven 
with  hundreds  of  units 
installed  worldwide.  Just 
call  us  or  send  the  coupon 
below.  Wellfleet  is  the  one 
company  that  won’t  just  sell 
you  routing  and  bridging. 
We’ll  offer  you  the  complete 


Mail  coupon  to: 

Wellfleet  Communications 
15  Crosby  Drive 
Bedford,  MA  01730-1401 


G  Please  send  me  complete  information  on  the  Wfellfleet 
internetworking  platform. 

Name _ 


Tide 


Company_ 

Address 


City_ 


State 


ZIP 


Phone 


See  the  FAXNeT  Form  on  Page  #61 
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JL  he  company  expects  that  up  to  30%  of  its  applications  will  be 
handled  by  the  system,  according  to  John  Perks. 
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When  we  set  out  to 
develop  the  industry’s  first 
flleserver  dedicated  to  Novell' 
high  performance  networks,  we 
designed  it  to  be  fast.  Starting  with  a 
386  GPU  running  at  33  MHz,  we  added  a 
16.5  MHz,  high  speed  bus.  Then  came  our 
proprietary  AISA™  storage  architecture 
that  actually  increases  FileMaster  speed 
as  memory  and  drives  are  added. 

How  fast  is  it?  In  head-to-head 
competition  against  the  biggest  names  in 
the  business— AST,  ACER  and  ALR— 
FileMaster  won  going  away,  with 
system  throughput  that  measured 
almost  twice  that  of  the  nearest 
NetWare®  286/386  competitor. 


Now  we  are  offering  qualified  sys¬ 
tems  integrators  an  opportunity  to  take 
FileMaster  for  a  30-day  Test  Drive  on 
their  own  Novell  tracks.  See  for  yourself 
just  how  much  faster— and  farther— a 
server  can  take  you  when  it’s  designed 
for  only  one  job:  optimum  Novell 
network  throughput. 

It’s  not  often  a  LAN  speed  record 
is  broken.  Or  a  chance  like  this  is 
offered.  So  contact  one  of  our 
participating  FileMaster  distrib¬ 
utors  listed  below.  Or  call  us 
directly  at  (408)  879-0300. 
Storage  Dimensions,  2145 
Hamilton  Avenue,  San  Jose, 
CA  95125. 


--- - - 


LAN  Speed  Record. 


STORAGE  DIMENSIONS 


U.S./Gates/FA:  (800)  332-2222  Microware:  (800)  777-2589  Micro  Wholesalers:  (800)  462-6002  MP  Systems:  (800)  854-8885  Tech  Data:  (800)  237-8931  Vitek:  (800)  366-6655; 
CANADA/Star  Peripherals:  (800)  387-9772;  UNITED  KINGDOM/Ambar  Systems,  Ltd.:  0296-435511;  BELGIUM/Computer  2000  NV/SA:  053-786125; 

FRANCE/Omnilogic:  01-40052800;  WEST  GERMANY/Computer  2000  AG;  089-76990161 

FileMaster  and  AISA  are  trademarks  of  Storage  Dimensions  ©  1990  Storage  Dimensions  NW-FM2 


See  the  FAXNeT  Form  on  Page  #61 
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Are  companies  imple¬ 
menting  adequate  infor¬ 
mation  security  mea¬ 
sures? 

Isil  No.  People  are  basically 
ignoring  it,  hoping  the  problem 
will  correct  itself.  There  are  an 
amazing  number  of  people  who 
think  just  because  they  are 
sending  something  over  a  regu¬ 
lated  common  carrier,  they  are 
somehow  secure. 

“They  also  think  security 
adds  overhead  and  is  somehow 
superfluous.  People  who  are 
busy  keeping  these  nets  running 
are  looking  at  it  as  an  addition¬ 
al  burden  and  saying,  ‘You  want 
me  to  secure  this  thing  too?’  ” 
Beldun  Menkus 
Executive  editor 
Association  for  Systems 
Management  Journal 
Hillsboro,  Tenn. 

H  Probably  not.  They’re 
probably  doing  pretty  well  with 
access  control  to  their  main¬ 
frame  computer  systems  and 
not  so  well  with  their  personal 
computer  networks. 

“That’s  because  there  really 
weren’t  that  many  options 
available  until  recently.  Also, 
people  who  got  used  to  the 
free-and-easy  access  [to  local- 
area  networks]  are  resisting  the 
change  to  tighter  systems. 

Hal  Tipton 
Manager  of  information 
systems  security 
Rockwell  International  Corp. 
Los  Angeles,  Calif. 

fifi  It  depends.  For  main¬ 
frames,  I  think  security  is  very 
good.  But  I  think  you’ve  got 
much  bigger  security  problems 
when  you  get  to  the  personal 
computer  networks  because  the 
technology  is  newer.  I  think 
that  will  get  taken  care  of  as 
more  people  work  with  the 
technology.” 

Guy  Coniglio 

Director  of  computer  services 
Bausch  &  Lomb,  Inc. 
Rochester,  N.Y. 

fill  No.  It’s  going  to  get  worse 
as  more  companies  install  a 
greater  number  of  network  in¬ 
terconnections  than  they  are 
able  to  put  their  arms  around. 
Budgets  are  tight  and  [informa¬ 
tion  services]  execs  are  more 
likely  to  spend  their  resources 
on  applications  than  security.” 

Harry  De  Maio 
National  Senior  Manager 
Information  Protection  Services 
Deloitte  Touche,  Inc. 

New  York 


IS  faces  growing  threat 
from  outsourcing  vendors 

Departments  must  beef  up  marketing  to  survive. 


By  Joe  Panepinto 

Staff  Writer 


Xerox’s  quality  improvement  model 

As  part  of  Xerox's  Leadership  Through  Quality  program,  every  Xerox  employee 
is  taught  and  expected  to  apply  the  following  model  to  improve  work  processes 
and  to  achieve  the  company’s  goal  of  enhancing  customer  satisfaction. 


Planning 

□  Identify  the  desired  results  of  the  service  or  manufacturing  process. 

Q  Identify  all  potential  customers,  both  internal  and  external. 

□  Define  customer  requirements  through  face-to-face  discussions  and 
negotiation. 

□  Translate  customer  requirements  into  in-house  specifications. 

Organizing 

Q  Identify  all  steps  needed  in  the  work  process  to 
achieve  customer  requirements. 

Q  Determine  whether  the  process  will  produce  the 
desired  output. 

□  Select  measurement  tools  for  evaluating  the 
effectiveness  of  the  process. 

Monitoring 

□  Evaluate  the  output  of  the  process. 

□  If  the  process  fails  to  produce  the  desired 
output,  repeat  the  above  steps. 


GRAPHIC  BV  SUSAN  J.  CHAMPENY 
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Total  quality  mgmt. 
paying  off  for  users 

‘Living’  the  philosophy  helps  net  departments  cut 
costs  and  improve  level  of  service  to  customers. 


By  Wayne  Eckerson 

Senior  Writer 


NEW  YORK  —  Network  man¬ 
agers  are  facing  a  growing  threat 
from  outsourcing  companies  and 
will  have  to  become  better  at  mar¬ 
keting  their  services  to  in-house 
customers  if  they  are  to  survive  in 
the  1990s. 

Speakers  at  the  recent  1990 
Information  Management  Con¬ 
ference  here  said  information 
systems  (IS)  departments  have 
to  build  corporate  support  and 
end-user  loyalty  to  compete  suc¬ 
cessfully  against  outsourcing 
firms.  The  conference  was  spon¬ 
sored  by  The  Conference  Board, 
Inc.  based  in  New  York. 

“IS  managers  don’t  own  the 
internal  market  anymore,”  said 
Don  Arnoudse,  vice-president  of 
the  Index  Group,  Inc.,  a  consul¬ 
tancy  based  in  Cambridge,  Mass. 
“Outsourcing  is  a  reality.  In- 
house  IS  departments  that  don’t 
market  their  sendees  run  the  risk 
of  becoming  less  relevant  to  their 
businesses,  encouraging  corpo¬ 
rations  to  turn  elsewhere.” 

According  to  Arnoudse,  net¬ 
work  managers  need  to  listen  bet¬ 
ter  to  users  in  order  to  provide 
applications  that  meet  the  needs 
of  diverse  units,  maintain  a  high 
level  of  service  and  support,  and 
above  all,  let  the  company  know 
the  value  of  their  services. 

In  short,  IS  executives  have  to 
treat  in-house  users  the  same  way 


vendors  treat  their  customers. 

“I’m  not  saying  in-house  IS 
departments  are  dinosaurs  and 
companies  should  get  rid  of  us,” 
said  Richard  Koeller,  vice-presi¬ 
dent  of  information  technology 
at  Whirlpool  Corp.  in  Benton 
Harbor,  Mich.  “But  there  are 
things  we  can  do  to  market  the 
services  we  offer  [that  would]  en¬ 
hance  our  reputation,  and  we 
should  do  them.” 

According  to  Koeller,  the  most 
important  thing  an  IS  department 
can  do  to  polish  up  its  reputation 
is  to  act  more  like  a  vendor. 
Koeller  said  net  managers,  like 
vendors,  must  help  users  by  being 
patient  and  persistent  in  imple¬ 
menting  new  technologies  and  by 
accepting  the  notion  that  users 
should  be  allowed  to  dictate  what 
applications  they  need. 

In-house  marketing  can  also 
improve  the  quality  of  business 
applications  the  IS  department 
develops,  Koeller  said. 

According  to  Koeller,  the  mar¬ 
keting  process  begins  with  an 
analysis  of  the  business  goals  of 
the  corporation.  Network  manag¬ 
ers  then  have  to  develop  an  IS 
strategy  to  meet  those  goals,  and 
they  must  communicate  their  IS 
strategy  to  the  rest  of  the  organi¬ 
zation.  That  will  improve  the  visi¬ 
bility  of  IS  within  the  corpora¬ 
tion,  he  said. 

Departmental  visibility  is  ben- 
( continued  on  page  28 ) 


An  emphasis  on  total  quality 
management  is  paying  big  divi¬ 
dends  for  network  departments 
at  many  major  corporations. 

These  departments  have  cut 
communications  costs,  improved 
customer  service  and  boosted  de¬ 
partmental  morale  by  using  total 
quality  management  principles 
to  improve  the  effectiveness  of 
internal  work  processes. 

While  total  quality  manage¬ 
ment  involves  a  variety  of  tech¬ 
niques  and  tools  —  such  as  pro¬ 
cess  improvement  methodol¬ 
ogies  (see  graphic,  this  page), 
quality  circles  and  cross-func¬ 
tional  work  groups  —  it  essen¬ 
tially  refers  to  building  a  commit¬ 
ment  among  workers  and  man¬ 
agers  to  improve  the  quality  of 
products  and  services. 

“You  don’t  implement  total 
quality  management,  you  live  it,” 
said  Lionel  Gillerman,  manager 
of  network  technology  at  McDon- 
nell-Douglas  Aerospace  Informa¬ 
tion  Services  Co.  in  Cypress, 
Calif.  “It’s  a  philosophy,  a  way  of 
approaching  work,  that  is  an  inte¬ 
gral  part  of  the  corporate  culture. 

“Total  quality  management 
means  you  build  quality  into  a 
product  or  sendee  up  front,  in¬ 
stead  of  employing  a  quality  in¬ 
spector  to  catch  errors  or  defects 
at  the  back  end,”  he  added. 

Xerox  quality 

Since  applying  total  quality 
management  principles  four 
years  ago,  Xerox  Corp.’s  corpo¬ 
rate  telecommunications  depart¬ 
ment  has  cut  an  average  of  $8.5 
million  annually  from  its  budget, 
which  now  stands  at  $90  million. 
At  the  same  time,  it  has  improved 


the  quality  of  service  it  provides 
to  more  than  100  Xerox  field  of¬ 
fices  around  the  nation,  accord¬ 
ing  to  Fred  Bolton,  manager  of 
telecommunications  at  Xerox  in 
Rochester,  N.Y. 

These  cost  savings  are  the  re¬ 
sult  of  efforts  made  by  more  than 
30  cross-functional  quality  teams 
to  address  specific  problems,  im¬ 
prove  work  processes  or  manage 
major  projects,  such  as  Tariff  12 
negotiations. 

Bolton  said  the  work  groups 


Why  market 
IS  internally? 

To  prevent  the  outsourcing 
of  in-house  IS  functions 


To  ensure  that  technological 
innovations  match  business 
goals 


To  foster  internal  support  for 
new  projects 


To  enhance  appreciation  for 
IS  functions 


To  serve  more  sophisticated, 
demanding,  fickle  users 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


are  effective  because  they  draw 
on  the  expertise  of  individuals 
from  many  different  functional 
areas  within  telecommunications 
or  the  company. 

For  example,  one  work  group, 
referred  to  as  the  quality  tele¬ 
communications  support  group, 
was  formed  in  1987  to  improve 
the  process  of  providing  commu¬ 
nications  support  to  the  compa¬ 
ny’s  district  offices.  It  consists  of 
telecommunications  analysts,  fi¬ 
nancial  representatives,  systems 
analysts,  carrier  representatives 
and  programmers.  The  group  de- 
( continued  on  page  28 ) 


EXECUTIVE  BRIEFS 


BY  WAYNE  ECKERSON 

Searching  for  the  value  of  information.  All 

companies  recognize  the  need  to  protect  data,  but  few  know  the 
value  of  their  information  or  how  much  money  they  should 
spend  to  protect  it. 

Fortunately,  a  committee  of  the  Information  Systems  Securi¬ 
ty  Association,  an  international  association  of  information 
security  professionals,  is  working  to  develop  a  set  of  guidelines 
that  will  help  companies  put  a  dollar  value  on  their  data  and 
justify  expenditures  on  information  security  systems  and 
programs. 

According  to  Will  Ozier,  chairman  of  the  Information 
Valuation  Committee,  a  set  of  draft  guidelines  will  be  released 
early  this  summer  for  public  comment.  After  reviewing  com¬ 
ments,  the  committee  will  publish  a  final  version  later  in  the 
year,  Ozier  said. 

The  guidelines  will  help  companies  identify  their  information 
security  concerns  using  a  decision  matrix  that  weighs  issues 
such  as  confidentiality,  integrity  and  availability.  The  guidelines 
will  also  help  companies  select  a  method  for  determining  the 
value  of  their  information  from  a  variety  of  alternatives, 
including  questionnaires  and  interviews,  statistical  analyses  and 
accounting  procedures. 

For  more  information,  contact  Ozier  at  (415)  989-9092.  □ 
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©  1990  AT&T 


AT&T 

Network  Systems 


eal-World 

ISDN. 

As  an  idea,  ISDN  technology  ranks  right  up  there  with 
sliced  bread.  But  what  can  it  do  for  you  in  the  real  world? 
The  U.S.  Army’s  strategic  research  and  development 
facility  at  Redstone  Arsenal  found  the  answer  at 
their  local  phone  company  South  Central  Bell  showed 
them  how  to  enlist  ISDN 


South  Central  Bell 
and  the  U.S.  Army 


technology  to  help  them 
perform  their  crucial 
communications  tasks. 

Faster.  More  efficiently  Using  the  AT&T  Network  Systems 
5ESS*  Switch.  No\y  guided  by  ISDN  technology  Army 
researchers  and  engineers  can  use  a  single  telephone 
line  to  deploy  simultaneous  voice  and  data  transactions. 
At  speeds  up  to  64Kbs.  A  mission  that  used  to  require 
special  conditioned  private  lines  can  now  be 
accomplished  on  ordinary  telephone  lines  over  the 
public  switched  network.  Call  your  local  telephone 
company  marketing  representative  to  find  out  how 
ISDN  technology  can  help  you  win  in  the  real  world 
or  call  1 800  638-7978,  ext.  3010. 
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MANAGEMENT  STRATEGIES 


IS  faces 
growing  threat 

continued  from  page  25 
eficial  at  budget  time,  when  man¬ 
agers  who  run  high-profile  de¬ 
partments  critical  to  achieving 
business  goals  receive  more  con¬ 
sideration  than  others  who  are 
less  visible. 

Koeller  and  Arnoudse  agreed 
that  good  marketing  will  not 


make  up  for  poor  service  but  that 
marketing  will  play  an  increas¬ 
ingly  important  support  role  in 
the  coming  decade. 

Arnoudse  said  that  by  moni¬ 
toring  the  internal  market  for  IS, 
network  managers  can  identify 
opportunities  to  take  the  lead  in 
reengineering  business  practices. 
What  may  look  like  disruptions  to 
business  on  the  surface  —  such  as 
mergers,  acquisitions  or  reorga¬ 


nizations  —  may  in  fact  be  out¬ 
standing  opportunities  for  the  IS 
department  to  step  out  in  front  by 
offering  business  advantages 
through  technology. 

But  an  IS  manager  can  only  do 
that  if  his  department  has  sur¬ 
veyed  the  internal  market  and 
kept  tabs  on  changes.  Only  then 
can  an  IS  manager  lay  out  a  dis¬ 
tinct  marketing  strategy  and  start 
selling.  □ 


Total  quality 
mgmt.  pays  off 

continued  from  page  25 
veloped  a  system  for  reviewing 
all  carrier  invoices  to  the  district 
offices,  preventing  overcharges 
and  redundant  billing. 

The  support  group  alone  has 
produced  cost  savings  of  between 
$  1  million  and  $  2  million  annual¬ 
ly  since  it  was  formed  and  has  sig¬ 


nificantly  improved  the  quality  of 
service  to  district  offices,  Bolton 
said. 

The  key  to  making  quality 
teams  work,  according  to  Giller- 
man,  is  to  have  managers  who  are 
willing  to  relinquish  ownership 
of  a  problem  or  project  to  a  work 
group. 

“My  job  is  to  coordinate  the 
activities  of  quality  teams  and 
help  them  any  way  I  can,  rather 
than  do  the  work  for  them,”  Gil- 
lerman  said.  “Managers  of  quali¬ 
ty  teams  must  be  leaders  and  fa¬ 
cilitators  rather  than  dictators.” 

Quality  management  empow¬ 
ers  work  groups  to  make  deci¬ 
sions  on  their  own  with  limited 
supervision.  This  enhances  work¬ 
er  participation  and  morale,  and 
tends  to  flatten  management  hi¬ 
erarchies. 

Besides  hands-off  managers, 
education  plays  a  critical  role  in 
the  success  of  quality  manage¬ 
ment  initiatives,  Gillerman  said. 

Like  Xerox,  McDonnell-Doug- 
las  puts  all  its  employees  through 
classes  that  explain  the  impor¬ 
tance  of  a  commitment  to  quality 
and  teach  cooperation  and  team¬ 
work.  This  training  is  essential 
for  making  quality  an  integral 
part  of  a  corporate  culture,  he 
said. 

Gillerman  said  McDonnell- 
Douglas  plans  to  build  on  this  ini¬ 
tial  training  by  teaching  key  em¬ 
ployees  to  use  statistical  mea¬ 
sures  to  control  the  level  of 
quality  in  products  and  services. 

The  use  of  statistics  will  help 
work  groups  determine  the  ap¬ 
propriate  degree  of  quality  to 
build  into  a  product  or  service  in 
relation  to  customer  expecta¬ 
tions  and  costs.  Too  much  or  too 
little  quality  can  be  detrimental 
to  the  company’s  and  customers’ 
interests,  Gillerman  said.  Over- 
zealous  work  groups,  for  exam¬ 
ple,  may  give  customers  a  higher 
quality  product  than  they  really 
need  or  are  willing  to  pay  for,  he 
said. 

Gillerman  said  he  recognizes 
that  education  may  not  be 
enough  to  persuade  skeptical  or 
cynical  employees  to  embrace 
total  quality  management. 

“The  challenge  of  total  quality 
management  is  eradicating  histo¬ 
ry,”  Gillerman  said.  “People  re¬ 
member  other  management  tech¬ 
niques  —  such  as  quality  circles 
and  zero  defects  —  that  never 
really  succeeded  because  they 
were  carried  out  in  a  vacuum,  and 
they  treat  total  quality  manage¬ 
ment  as  just  another  manage¬ 
ment  buzzword.” 

But  Gillerman  said  he  believes 
that  the  skeptics  and  cynics  at 
McDonnell-Douglas  will  come  on 
board  once  the  quality  manage¬ 
ment  concept  begins  to  yield 
some  tangible  benefits.  After  one 
year,  quality  management  has  al¬ 
ready  boosted  teamwork  and  ca¬ 
maraderie  in  the  company’s  tele¬ 
communications  department. 

“Quality  management  is  the 
way  to  go,”  Gillerman  said.  “It’s 
the  best  way  to  satisfy  customers 
and  lower  costs.”  □ 


With  more  than  200  stocking  locations 
nationwide,  Graybar  provides  quick 
delivery  of  all  the  voice  and  data 
networking  parts  you  need.  So  there’s 


no  need  to  go  to  the  ends  of  the  earth. 
Just  call  1-800-982-0030  to  find  the 
Graybar  *  ■■ .  !■■■■■■■■■■  i  ■ 

nearest  you.  I 


The  local 


local  area  network  supplier. 
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See  the  FAXNeT  Form  on  Page  #61 
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INTERNATIONAL  NETWORKS 


Worth  Noting 


“W. 


e  believe  it’s 
much  better  to 
use  satellite 
communications  for 
peaceful  purposes  than 
for  Star  Wars.” 


Igor  Yershov 

Deputy  director  for 
administration, 
telecommunications  and  finance 
Telegraph  Agency  of  the 
Soviet  Union 
Moscow 

Speaking  about  the  recent  Tass 
purchase  of  very  small  aperture 
terminal  satellite  equipment  from 
Rockville,  Md.-based  Contel  ASC 


■■■■■■■■■■■■ 
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News 

MCI  International,  Inc. 

last  week  announced  the  sign¬ 
ing  of  a  letter  of  intent  to  in¬ 
terconnect  its  Vnet  virtual  net¬ 
work  service  with  planned 
virtual  networking  services 
from  the  Belgian  carrier  Re¬ 
gie  des  Telegraphes  et  des 
Telephones  (RTT). 

An  MCI  spokesman  said 
RTT  has  not  yet  detailed  when 
its  domestic  virtual  network 
service  will  debut,  nor  when 
the  interconnection  with  Vnet 
will  occur. 

Also,  details  about  pricing 
and  service  features  are  not 
available  yet;  however,  the 
spokesman  said  those  details 
are  expected  to  be  released 
within  a  few  months. 

The  only  other  foreign  car¬ 
rier  with  which  MCI  said  it 
plans  to  interconnect  its  Vnet 
service  is  British  Telecom¬ 
munications  PLC. 

That  interconnection  is 
scheduled  for  the  fourth  quar¬ 
ter  of  this  year. 

MCI  also  signed  an  agree¬ 
ment  calling  for  the  intercon¬ 
nection  of  MCI  Mail  with  RTT’s 
DCS  Mail  service  via  X.400. 

That  interconnection  will 
occur  on  a  trial  basis  begin¬ 
ning  in  the  second  quarter, 
with  commercial  service  be¬ 
coming  available  later. 

The  agreement  will  allow 
DCS  Mail  customers  to  have 
electronic  mail  messages  sent 
to  MCI  Mail,  printed  out  by 
MCI  printers  in  the  U.S.  and 
mailed  to  a  final  destination  in 
the  U.S.  □ 


USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 


Network  changes  south  of  the  border 


Recent  regulatory  and  administrative 
initiatives  by  the  Mexican  government. 


Date  Change 


Early  1989  The  government  moves  to  lessen  the  power  of  the 
Telecommunications  Workers  Union  over  TelMex. 

Late  1989  Mexico’s  regulatory  authority  spins  off  its  microwave  and 
satellite  operations  into  a  separate  unit,  dubbed  Telecomm. 

Dec.  1989  The  government  asks  vendors  to  bid  on  purchasing  a 
portion  of  its  51%  ownership  stake  in  TelMex. 

Jan.  1990  Switched  service  rates  are  adjusted  to  better  reflect  costs. 

International  rates  are  reduced  an  average  of  40%,  local 
calling  rates  are  increased  an  average  of  5%,  and  daytime 
long-distance  rates  are  increased  an  average  of  36%. 


▼'re’<r,'eTT'riv| 
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Infrastructure  investments  planned 


From  1990  to  1994,  $10  billion  will  be  allotted  for  digital  switching 
systems,  digital  microwave  systems,  fiber-optic  trunks,  upgraded 
satellite  facilities,  ISDN,  digital  access  and  cross-connect  systems. 
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Mexico  network  upgrade  to 
improve  quality,  cut  costs 

Public  net  to  get  $10b  infusion  for  new  facilities. 


By  Barton  Crockett 

Senior  Editor 


Customs  seeks  new 
laws  governing  EDI 

Asks  Congress  to  rule  on  validity  of  electronic 
filings  and  go-ahead  for  signature  replacement. 


CAMBRIDGE,  Mass.  —  The 
Mexican  government  in  the  past 
year  has  embarked  on  a  series  of 
initiatives  aimed  at  improving  the 
country’s  public  net  services. 

These  initiatives  include 
planned  investment  of  $10  bil¬ 
lion  in  public  network  facilities, 
reductions  averaging  40%  in  in¬ 
ternational  calling  rates  and  a 
loosening  of  the  union  strangle¬ 
hold  over  operations  of  the  domi¬ 
nant  domestic  carrier,  Telefonos 
de  Mexico  S.A.  (TelMex). 

These  changes  should  help 
U.S.  businesses  trying  to  support 
operations  in  the  country  by  im¬ 
proving  the  quality  of  public  net¬ 
work  services  and  reducing  costs, 
according  to  Maria  Monnes,  an 
associate  with  Pyramid  Research, 
Inc.,  a  consultancy  based  here. 

“The  Mexican  government  has 
realized  that  telecommunica¬ 
tions  can  be  a  tremendous  source 
of  revenue,  and  they’re  moving  to 
capitalize  on  that,”  she  said. 

Monnes  recently  completed  a 
report  titled  “Mexico’s  Telecom 
Strategy,”  which  is  based  on  18 
months  of  interviews  with  offi¬ 
cials  and  vendors  in  Mexico. 

Investment  of  $10  billion 

According  to  Monnes,  among 
the  most  ambitious  of  the  efforts 
to  improve  Mexico’s  public  net¬ 
work  is  the  $10  billion  to  be  in¬ 
vested  in  new  facilities  between 
now  and  1994.  Monnes  said  Tel¬ 
Mex  officials  plan  to  use  the  mon¬ 
ey  to  add  five  million  digital  and 
500,000  analog  local  access  lines 
to  the  public  network.  The  net¬ 
work  currently  has  a  total  of  1 . 1 
million  digital  and  4.4  million  an¬ 
alog  access  lines. 

TelMex  also  plans  to  greatly 


expand  its  Overlay  Network, 
which  currently  consists  of 
broadband  digital  microwave  fa¬ 
cilities  in  and  around  Mexico  City 
used  to  provide  private-line  ser¬ 
vices  to  business  users.  Monnes 
said  TelMex  will  expand  the  Over¬ 
lay  Network  to  23  cities  by  1993 
using  140M  bit/sec  digital  micro- 
wrave  facilities. 

Monnes  said  TelMex  plans  to 
use  the  Overlay  Network  to  pro¬ 
vide  nationwide  Integrated  Ser¬ 
vices  Digital  Network  services. 
TelMex  began  experimenting 
with  ISDN  in  1988  in  Mexico  City 
during  a  series  of  pilot  tests  with 
Digital  Equipment  Corp.,  GTE 
Corp.,  IBM,  Ing.  C.  Olivetti  &  Co., 
S.p.A.  and  Siemens  AG. 

Monnes  said  TelMex  plans  to 
have  a  total  of  1,500  Basic  Rate 
Interface  access  lines  supported 
by  the  Overlay  Network  and  via 
local  exchanges  in  Mexico  City 
and  in  the  Mexican  cities  of  Mon¬ 
terrey  and  Guadalajara  by  the 
end  of  next  year.  Commercial  ser¬ 
vice  is  scheduled  to  begin  on  a  tri¬ 
al  basis  in  1992  or  1993. 

But  funding  for  these  projects 
may  be  a  problem.  Even  though 
the  carrier  is  healthy,  earning 
profits  of  $633  million  on  reve¬ 
nue  of  $1.51  billion  in  1988, 
Monnes  said  it  may  have  difficul¬ 
ties  raising  the  money.  TelMex 
says  it  plans  to  fund  70%  of  the 
network  investments  itself. 

Other  efforts  are  also  reshap¬ 
ing  Mexico’s  public  network.  Ear¬ 
ly  this  year,  TelMex  moved  to  re¬ 
adjust  switched  service  prices  to 
reflect  costs  better.  In  the  past, 
Monnes  said,  TelMex  charged 
among  the  world’s  highest  rates 
for  international  calling  services, 
in  part  to  subsidize  local  service. 

At  the  beginning  of  this  year, 
( continued  on  page  30 ) 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D  C.  —  The 
U.S.  Customs  Service  is  going  to 
Capitol  Hill  this  spring  to  ask 
Congress  to  change  the  laws  gov¬ 
erning  the  use  of  electronic  data 
interchange  in  import  declara¬ 
tions  and  record  keeping. 

Customs  officials  say  the  rec¬ 
ommendations  in  the  Customs 
Modernization  Act  of  1990  would 
wipe  out  archaic  laws  that  are  not 
applicable  to  EDI  and  that  leave 
users  in  legal  limbo. 

The  60-year-old  Tariff  Act  de¬ 
mands  that  importers  sign  cus¬ 
toms  declarations.  In  addition, 
The  Statute  of  Frauds  stipulates 
that  a  written  signature  is  neces¬ 
sary  to  enforce  a  contract  in  court 
for  the  purchase  of  goods  worth 
more  than  $  500,  legal  experts  ex¬ 
plained.  EDI  poses  particular  le¬ 
gal  problems  for  importers,  bro¬ 
kers  and  the  Customs  Service 
because,  as  a  paperless  transmis¬ 
sion  medium,  it  does  not  bear  a 
written  signature. 

The  Customs  Service  said  it 
wants  Congress  to  affirm  the  va¬ 
lidity  of  electronic  filings  in  gen¬ 
eral  and  allow  the  Secretary  of 
the  Treasury  to  establish  a  substi¬ 
tute  for  the  written  signature.  In 
lieu  of  signatures,  Customs  is  sug¬ 
gesting  that  it  establish  a  certifi¬ 
cation  program  in  which  import- 


NEW  YORK  —  Bear,  Stearns  & 
Co.,  Inc.  recently  installed  a 
package  of  international,  high¬ 
speed  fiber-optic  and  satellite 
links  to  improve  communications 
with  its  operations  in  Europe  and 
the  Far  East. 

The  international  investment 
firm,  based  here,  said  the  192K 
and  128K  bit/sec  links  will  re¬ 
place  two  existing  64K  bit/sec 
links  to  Asia  and  supplement  an 
existing  T-l  link  to  London. 

The  facilities  —  provided  by 
Overseas  Telecommunications, 
Inc.  (OTI),  MCI  Communications 
Corp.  and  Cable  and  Wireless  PLC 
—  will  also  improve  network 
management  capabilities  and  of¬ 
fer  enough  capacity  to  support 
growing  demand  for  internation¬ 
al  voice  and  data  services,  accord- 


ers  and  brokers  would  be 
registered. 

Clearing  up  the  legal  haze  of 
contradictions  is  important  to 
Customs  because  it  plans  to  bring 
on-line  an  EDI  for  Administra¬ 
tion,  Commerce  and  Transport 
(EDIFACT)  network  in  the  fall  to 
supplement  the  Automated  Bro¬ 
ker  Interface  (ABI)  system, 
which  has  been  in  place  since 
1984. 

ABI,  based  on  Customs’  pro¬ 
prietary  standard  for  EDI,  is  used 
by  brokers  and  importers  to  elec¬ 
tronically  file  documents  in  order 
to  expediate  Customs'  release  of 
goods.  Use  of  ABI  is  widespread; 
in  1988  alone,  Customs  cleared 
more  than  8.4  million  electronic 
entries  through  ABI. 

Fueling  the  EDI  fire 

The  availability  of  EDIFACT  is 
expected  to  further  accelerate  the 
use  of  electronic  filing  of  trade 
documents,  in  part  because  Cus¬ 
toms  is  encouraging  traders  to 
use  a  new  message  set  called  Cus¬ 
toms  Declaration.  The  message 
set,  designed  in  cooperation  with 
trade  and  standards  organiza¬ 
tions,  will  simplify  trade  by  elimi¬ 
nating  the  need  for  many  of  the 
different  documents  currently 
used  in  customs  declarations. 

Benjamin  Wright,  a  Dallas- 
( continued  on  page  30) 


ing  to  Ken  Starkey,  associate  di¬ 
rector  of  communications  for 
Bear,  Stearns. 

The  facilities  to  Europe  in¬ 
clude  two  OTI  192Kbit/sec  links, 
one  of  which  runs  to  Paris  over 
the  Trans-Atlantic  Telecommuni- 
cations-8  transatlantic  fiber  ca¬ 
ble.  The  other  is  a  satellite  link  to 
London  that  supports  64K  bit/sec 
traffic  to  Amsterdam  and  Geneva. 

The  Asian  links  include  an  OTI 
128K  bit/sec  satellite  link  from 
Bear,  Stearns’  Los  Angeles  office 
to  Tokyo,  and  a  second  link  from 
MCI  and  Cable  and  Wireless  to 
Hong  Kong,  both  of  which  re¬ 
place  64K  bit/sec  lines. 

As  part  of  the  package  deal 
with  OTI,  the  investment  firm 
also  gave  the  carrier  its  T-l  cir¬ 
cuit  business  between  New  York 
and  London.  OTI  will  support 
( continued  on  page  30 ) 


Firm  revamps  global  net 
using  fiber,  satellite  links 

By  Paul  Desmond 

Senior  Writer 
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Customs  seeks  new 
laws  governing  EDI 

continued  from  page  29 
based  attorney  who  has  written  a  book  on 
the  legality  of  EDI,  says  the  proposed 
changes,  if  approved  by  Congress,  would 
only  apply  to  the  use  of  EDI  in  Customs  ap¬ 
plications,  not  to  EDI  applications  in  gen¬ 
eral.  “It  won’t  be  a  precedent,”  Wright 
said.  “But  it  does  help  set  the  tone  and  di¬ 
rection  of  the  law.” 

Vicki  Hodziewich,  director  of  the  Office 
of  Trade  Initiatives,  said  the  agency’s  law¬ 
yers  are  working  on  the  final  wording  of 
the  Customs  Modernization  Act. 

The  Secretary  of  the  Treasury  and  the 
Office  of  Management  and  Budget  still 
have  to  approve  the  initiative  before  it’s 


presented  to  Congress. 

At  this  point,  Customs  said  it  is  not  com¬ 
fortable  discussing  the  legal  vulnerabili¬ 
ties  raised  in  its  request  for  change.  But 
Hodziewich  emphasized  that  the  change  is 
needed  to  support  present  and  future  oper¬ 
ations. 

Waiting  for  a  blessing 

Wright  hailed  the  initiative  from  Cus¬ 
toms,  saying  the  service  is  trying  to  ad¬ 
dress  the  fundamental  EDI  question  of 
what  replaces  the  signature  on  paper. 

“They  want  some  kind  of  blessing  from 
Congress  to  allow  electronic  filing,”  he 
said.  “The  wording  of  the  law  as  it  stands 
now  raises  some  question  whether  Con¬ 
gress  actually  intended  to  permit  electron¬ 
ic  filings.”  He  observed  that  the  confusion 


goes  back  to  the  overall  gray  area  in  the 
law  regarding  EDI. 

Wright  said  another  U.S.  agency,  the  In¬ 
ternal  Revenue  Service,  uses  EDI  to  inter¬ 
act  with  the  public  and  takes  the  signature 
into  account  through  measures  of  its  own. 

When  a  taxpayer  goes  to  a  third  party 
qualified  to  file  tax  forms  electronically, 
the  third  party  has  the  taxpayer  sign  a  re¬ 
lease  stating  responsibility  for  that  tax 
filing. 

But  Wright  speculated  that  if  Congress 
legislates  the  changes  that  Customs  wants, 
a  different  system  of  controls  will  emerge. 
Some  250  million  taxpayers  present  dif¬ 
ferent  legal  risks  than  the  smaller  number 
of  well-organized  businesses,  mainly  im¬ 
porters,  that  use  Customs  EDI  services,  he 
said.  □ 


Firm  revamps  net 
using  fiber,  satellite 

continued  from  page  29 
that  link  in  conjunction  with  British  Tele¬ 
communications  PLC. 

With  the  new  international  circuits, 
Bear,  Stearns  has  extended  to  its  overseas 
locations  the  features  offered  on  its 
10,000-line  New  York  Telephone  Co.  Cen¬ 
trex  service,  he  said.  The  network,  for  ex¬ 
ample,  now  supports  an  international  five¬ 
digit  dialing  plan. 

The  foreign  sites  are  configured  as  off- 
premises  extensions  and  get  a  dial  tone 
generated  from  New  York,  which  means 
they  use  the  same  dialing  schemes  and  get 
the  same  line  quality  as  they  would  if  they 
were  located  in  this  country,  Starkey  said. 

Bear,  Stearns  previously  had  accessed 
international  circuits  through  MCI’s  Vnet. 

Network  management  for  data  circuits 
has  also  been  improved  with  the  new  high¬ 
speed  links  because  Bear,  Stearns  has  in¬ 
stalled  its  own  Newbridge  Networks  Corp. 
3600  MainStreet  multiplexers  at  sites  in 
Amsterdam,  Geneva,  Hong  Kong,  Paris 
and  Tokyo.  Besides  data  channels,  those 
devices  support  8K  and  16K  bit/sec  voice 
circuits,  Starkey  said. 

Previously,  Bear,  Stearns  supported 
data  communications  to  those  sites  via  a 
4. 8K  bit/sec  analog  multidrop  circuit.  The 
modems  used  did  not  support  net  manage¬ 
ment  capabilities. 

By  contrast,  the  Newbridge  3600s  are 
supported  by  the  4602  MainStreet  network 
management  system,  which  Starkey  said 
gives  network  managers  here  a  complete 
view  of  the  remote  multiplexers,  including 
information  concerning  individual  inter¬ 
face  cards  in  the  remote  multiplexers.  □ 


Mexico  net  upgrade 
to  improve  quality 

continued  from  page  29 
TelMex  cut  standard  international  calling 
prices  an  average  of  40%  while  raising 
standard  daytime,  domestic  long-distance 
charges  an  average  of  36%  and  increasing 
local  calling  charges  an  average  of  5%. 

Early  last  year,  Mexico  President  Carlos 
Salinas  de  Gortari  initiated  a  series  of  re¬ 
forms  aimed  at  reducing  the  control  of  the 
Telecommunications  Workers  Union  over 
public  network  projects. 

Monnes  said  union  workers,  who  con¬ 
stitute  90%  of  TelMex’s  work  force,  are 
thought  to  have  slowed  network  projects 
by  exercising  veto  power  over  implemen¬ 
tation  plans  and  frequently  taking  bribes. 
She  said  Salinas  de  Gortari  successfully 
moved  to  lessen  union  control  over  proj¬ 
ects,  which  should  enable  TelMex  to  re¬ 
spond  to  service  requests  more  rapidly. 

The  Mexican  government  also  re¬ 
vamped  its  regulatory  regime  late  last  year 
by  spinning  off  satellite  and  some  micro- 
wave  operations  from  the  national  regula¬ 
tory  agency,  the  Secretaria  de  Communi- 
caciones  y  Transportes,  into  a  separate 
carrier  organization.  Monnes  said  conflicts 
of  interest  that  arose  by  having  regulators 
and  operators  working  in  the  same  organi¬ 
zation  should  be  reduced  now. 

Finally,  Monnes  said  that  last  Decem¬ 
ber,  the  Mexican  government  invited  in¬ 
vestors  to  purchase  a  portion  of  its  51% 
controlling  stake  in  TelMex.  Such  foreign 
investment  could  help  TelMex  upgrade  fa¬ 
cilities  by  providing  much  needed  capital. 
Monnes  added  that  delays  in  the  bidding 
process  have  made  investors  skeptical 
about  whether  the  sale  will  go  through.  □ 
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PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


Modem  lets  cellular 
phones  communicate 

ZeBryk  Engineering  Corp. 

recently  introduced  a  full-du¬ 
plex  asynchronous  modem 
that  enables  mobile  cellular 
telephones  to  communicate  at 
speeds  up  to  1 2K  bit/sec. 

The  modem,  the  VCM- 
12000,  supports  Microcom, 
Inc.’s  Microcom  Network  Pro¬ 
tocol  (MNP)  Class  10  for  data 
transmission  over  low-quality 
connections  (“Microcom  in¬ 
troduces  first  modem  to  sup¬ 
port  MNP  10,”  NW,  Nov.  13, 
1989).  The  VCM- 12000  also 
supports  Bell  103  and  212A 
standards  for  communica¬ 
tions  at  300  and  1,200  bit/ 
sec,  as  well  as  CCITT  V.22  and 
V.22bis  for  operation  at  1 ,200 
and  2,400  bit/sec. 

The  modem  can  connect  to 
cellular  telephones  from  a  va¬ 
riety  of  manufacturers,  in¬ 
cluding  AT&T  and  Fujitsu,  Ltd. 

VCM-12000  is  expected  to 
be  available  in  June  1 990  for 
$1,195. 

ZeBryk  Engineering 
Corp.,  149  Chapin  St.,  South- 
bridge,  Mass.  01550;  (508) 
764-3855. 


Cisco  announces  support 
for  IBM  source  routing 

Cisco  Systems,  Inc.  last 
week  announced  a  software 
enhancement  to  its  internet¬ 
working  routers  that  enables 
them  to  support  IBM’s  source 
routing  bridging  protocol  over 
a  variety  of  remote  links  in 
wide-area  networks. 

Previously,  the  routers 
could  act  as  source  routing 
bridges  only  across  token-ring 
local-area  networks. 

According  to  cisco  Sys¬ 
tems,  the  new  software  gives 
its  routers  the  capability  to 
bridge  remote  token-ring  net¬ 
works  via  a  complex  WAN 
rather  than  just  over  point-to- 
point  serial  lines. 

The  source  routing  bridg¬ 
ing  software  operates  concur¬ 
rently  with  the  network  proto¬ 
cols  the  routers  already  sup¬ 
port. 

The  remote  source  routing 
bridging  software  is  available 
now.  Prices  range  from  $925 
to  $1,800  per  router,  depend¬ 
ing  on  the  size  of  the  unit. 

cisco  Systems,  Inc.,  1525 
O’Brien  Drive,  Menlo  Park, 
Calif.  94025;  (415)  326- 
1941.  □ 


Ameritech  joins  integrated 
net  management  market 

ANM  service  draws  upon  three  vendors’  offerings. 


By  Tom  Smith 

New  Products  Editor 

CHICAGO  —  Ameritech  Infor¬ 
mation  Systems  (AIS)  recently 
announced  plans  to  offer  an  inte¬ 
grated  network  management  ser¬ 
vice  by  tailoring  net  control  tools 
from  three  other  vendors  to  man¬ 
age  users’  voice,  data  and  video 
networks. 

The  service,  called  Ameritech 
Network  Management  (ANM), 
enables  users  to  perform  real¬ 
time  event  tracking  and  fault  iso¬ 
lation,  in  addition  to  handling 
less  critical  operations  such  as  re¬ 
source  usage  tracking. 

The  service  will  be  based  on  an 
unnamed  product  from  Applied 
Computing  Devices,  Inc.,  as  well 
as  TelWatch,  Inc.’s  NetExec  and 
Westinghouse  Communication 
Software,  Inc.’s  Communications 
Management  System  (CMS)  II. 
AIS  is  the  exclusive  distributor  of 
these  products  in  its  region  and 
will  tailor  any  combination  of  the 
products  into  a  custom  network 
management  system. 

AIS  will  analyze  a  user’s  net¬ 
work  configuration  to  determine 
which  of  the  three  systems  is  best 
suited  to  that  user’s  network,  ac¬ 
cording  to  Cheryl  Gidley,  market 
analyst  for  ANM.  The  vendor  will 


install,  configure  and  customize 
the  net  management  system  by 
setting  alert  and  alarm  priorities, 
for  instance. 

NetExec  and  the  Applied  Com¬ 
puting  Devices  system  both  offer 
real-time  data  management  with 
interfaces  to  a  variety  of  network 
elements  such  as  private  branch 
exchanges  and  central  office 
switches.  Both  of  those  products 
also  support  network  manage¬ 
ment  subsystems  —  called  ele¬ 
ment  managers  —  that  monitor 
and  control  products  such  as  mo¬ 
dems  and  multiplexers. 

This  type  of  functionality 
would  enable  ANM  service  to 
compete  against  bigger  name  en¬ 
terprisewide  management  sys¬ 
tems,  according  to  John  Hess, 
ANM  marketing  manager.  Such 
systems  include  AT&T’s  Accu- 
master  Integrator  and  IBM’s  Net- 
View  when  it  is  configured  with 
NetView/PC,  which  enables  the 
host-based  management  system 
to  manage  third-party  element 
managers  and  hardware  devices. 

The  Applied  Computing  De¬ 
vices  system,  which  runs  on  a 
Unix-based  mainframe,  covers  all 
five  levels  of  Open  Systems  Inter¬ 
connection  management:  ac- 
/ continued  on  page  35 ) 


ESCO  System’s  fax  board 
merges,  sends  documents 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SAN  FRANCISCO  —  ESCO  Sys¬ 
tems,  Inc.  recently  unveiled  a  fac¬ 
simile  board  that  can  merge  data 
from  Ashton-Tate  Corp.’s  dBase 
files  with  other  documents  and 
transmit  them  to  other  faxes. 

Demonstrated  at  DB/Expo  ’90 
here  late  last  month,  SkyFax  can 
pull  data  from  dBase  files,  merge 
it  with  memos,  quotations,  in¬ 
voices,  billing  reminders  or  other 
customized  documents,  and 
broadcast  the  result  to  facsimile 
machines  around  the  world. 

SkyFax  is  a  facsimile  add-on 
board  that  plugs  into  an  industry- 
standard  personal  computer  and 
can  transmit  documents  at  9-6K 
bit/sec  to  any  Group  III  fax  ma¬ 
chine.  The  board  also  comes  with 
software  that  lets  it  access  dBase 
files. 

When  using  SkyFax,  users 
specify  which  records  in  a  dBase 
data  base  are  to  be  extracted  for 
merging  and  faxing.  After  the  re¬ 
sulting  document  is  broadcast,  a 
marker  is  attached  to  the  records 


in  the  data  base  that  were  extract¬ 
ed,  thus  providing  an  audit  trail. 

The  product  also  has  a  “print- 
to-fax”  feature  that  lets  users 
take  electronic  files  created  in 
any  DOS  application  and  fax 
them  directly,  without  first  print¬ 
ing  out  a  hard  copy.  The  files  can 
be  any  type:  word  processing 
documents,  spreadsheets  or  even 
graphics  files  such  as  computer- 
aided  design  drawings. 

The  board  can  be  programmed 
to  schedule  document  broadcasts 
at  night  when  telephone  rates  are 
lowest.  The  product  also  includes 
a  character  font  editor  and  a  fax 
image  editor  for  making  changes 
to  the  graphical  elements  of  a 
document. 

It  also  supports  dynamic  in¬ 
sertion  of  graphical  data  —  such 
as  logos  or  signatures  —  into  text 
files. 

The  complete  product,  includ¬ 
ing  software,  is  priced  at  $399- 

ESCO  Systems  can  be  reached 
by  writing  to  540  Weddell  Drive, 
Suite  2,  Sunnyvale,  Calif.  94089, 
or  by  calling  (408)  744-9001 .  □ 


FlexiPlexer’s  voice/data  support 

Advanced  Compression  Technology’s  SDM-T  FlexiPlexer 
mux  melds  voice,  data  and  fax  at  sub  T-1  speeds. 
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ACT  to  intro  sub  T-1 
voice/data/fax  mux 

SDM-T  will  support  data  rates  up  to  64K  bit/sec 
and  compress  voice  signals  by  as  much  as  8-to-1 . 


By  Tom  Smith 

New  Products  Editor 

WESTLAKE  VILLAGE,  Calif.  — 
Advanced  Compression  Technol¬ 
ogy,  Inc.  (ACT)  said  it  plans  to  in¬ 
troduce  next  month  a  time-divi¬ 
sion  multiplexer  that  combines 
voice,  data  and  facsimile  traffic 
over  digital  lines  at  speeds  up  to 
128K  bit/sec. 

The  point-to-point  multiplex¬ 
er,  called  SDM-T  FlexiPlexer,  sup¬ 
ports  data  rates  up  to  64K  bit/sec 
and  compresses  voice  signals  so 
they  only  require  between  8K  and 
16K  bi^sec,  instead  of  the  tradi¬ 
tional  64K  bit/sec  of  bandwidth. 

SDM-T  FlexiPlexer  is  primarily 
targeted  at  users  in  small  and 
midsize  offices  who  need  to  send 
voice,  data  and  fax  traffic  to  a 
central  office  but  do  not  require 
T-1  bandwidth,  according  to  Mar¬ 
tin  Shum,  president  and  chief  ex¬ 
ecutive  officer  of  ACT. 

SDM-T  FlexiPlexer  is  a  stand¬ 
alone  unit  with  a  motherboard 
that  sports  six  data  interfaces  and 
comes  with  eight  add-on  slots 
that  accommodate  six  voice  chan¬ 
nel  interfaces  and  two  facsimile 
interfaces. 

SDM-T  FlexiPlexer’s  mother¬ 
board  has  six  RS-232  data  ports. 
One  can  be  converted  to  a  V.  1 1  or 
a  V. 3 5 port  for  data  transmissions 
up  to  64 K  bit/sec.  The  other  five 
ports  support  synchronous  or 
asynchronous  data  at  speeds  up 
to  19- 2K  bit/sec. 

The  V.  1 1  /V.  3  5  port  is  primari¬ 
ly  intended  for  local-area  net¬ 
work  bridging  applications, 
Shum  said,  while  the  lower  speed 
ports  are  better  suited  for  traffic 
such  as  IBM  Systems  Network  Ar¬ 
chitecture,  terminal-to-host  or 


minicomputer-to-terminal  traf¬ 
fic.  ACT’s  proprietary  framing 
format  for  encapsulating  data 
makes  the  SDM-T  FlexiPlexer 
protocol-independent,  he  said. 

The  motherboard  also  pro¬ 
vides  a  V.l  1  or  V. 3 5  port  to  con¬ 
nect  the  unit  over  56K,  64K  bit/ 
sec  or  fractional  T-1  lines  to  oth¬ 
er  SDM-T  FlexiPlexers.  The  multi¬ 
plexer  can  also  transmit  data 
over  digital  microwave  connec¬ 
tions  and  very  small  aperture  ter¬ 
minals. 


Users  can  also  insert 
up  to  six  single-channel 
voice  cards  into  the 
SDM-T  FlexiPlexer. 

AAA 


Finally,  the  motherboard  has 
an  asynchronous  RS-232  port 
that  connects  a  DOS-based  per¬ 
sonal  computer  running  ACT’s 
Personal  Computer  Network 
Management  System  (PCNMS) 
software.  That  package  enables 
users  to  configure  the  SDM-T 
FlexiPlexer  on  a  local  or  remote 
basis  and  to  allocate  time  slots 
within  the  available  bandwidth 
for  voice  and  data  channels. 

Users  can  also  insert  up  to  six 
single-channel  voice  cards  into 
the  SDM-T  FlexiPlexer.  Those 
cards  offer  E&M,  two-wire  loop- 
start,  and  two-wire  loop-start  or 
ground-start  telephone  inter- 
( continued  on  page  35 ) 
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It  seemed  so  simple.  You  had  to  connect  two  LANs 
so  you  put  in  a  repeater.  Then  more  LANs  cropped 
up,  and  more  network  traffic  appeared,  so  you  put  in 
a  bridge  to  improve  response  times.  And  then  you 
breathed  easier  because  the  network  was  segmented 
and  under  control  again.  Until  other  networks 
sprang  up  in  other  cities.  Dallas.  New  York.  L.A. 
Paris.  With  each  running  different  protocols.  What 
began  as  a  simple  project  is  now  a  geo-strategic 
headache. 

It  doesn’t  have  to  be  this  way.  You  can  manage 
growth  on  your  network  less  painfully.  With 


NETBuilder™  and  MultiConnectf 

NETBuilder  combines  a  bridge,  router,  or 
brouter  in  a  single  hardware  platform.  You  choose 
the  solution  you  need  by  changing  a  single  diskette. 
And  you  can  transform  NETBuilder  from  local  area 
to  wide  area  by  adding  a  single  board. 

As  your  network  grows  around  the  world, 


NETBuilder  makes  network  management  easy.  You 
can  install,  configure  and  manage  your  network  from 
any  workstation  on  your  system  worldwide.  And 
because  3Com  is  an  active  leader  in  developing  net¬ 
work  management  standards,  your  3Com®  network 
management  system  will  be  interoperable  with  the 
rest  of  your  network  products.  What’s  more,  as  you 
segment  your  network,  MultiConnect  Ethernet 
repeaters  allow  you  to  mix  and  match  virtually  any 
cabling  medium. 

The  result:  modular  internetworking  that  lets 
you  manage  your  network  growth  intelligently. 

To  learn  more,  just  call  l-800-NET-3Com  Dept. 
D6513.  You’ll  receive  a  detailed  internetworking 
tutorial,  along  with  an  introduction  to  3Com  inter¬ 


networking  solutions.  At  3Com  we  make  products 
that  network  more  types  of  systems  to  more  types  of 
systems.  Whether  it’s  network  adapter  boards,  oper¬ 
ating  systems  or  servers.  Because  what  good  is 
connectivity  along  one  part  of  the  network  if  you  can’t 
rely  on  the  rest  of  it  as  well? 

3Com 

We  network  more  types  of  systems 
to  more  types  of  systems™ 

See  the  FAXNeT  Form  on  Page  #61 

©1990  3Com  Corporation,  3165  Kifer  Road,  Santa  Clara.  CA  95052.  Telephone  (408)  562-6400.  3Com.  NETBuilder. 

MultiConnect  and  the  3Com  tagline  are  trademarks  of  3Com  Corporation. 
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DSC  offers  voice  processor, 
call  processing  software 

By  Tom  Smith 

New  Products  Editor 


SANTA  BARBARA,  Calif.  — 
Digital  Sound  Corp.  (DSC)  re¬ 
cently  unveiled  a  low-end  voice 
processing  system  that  supports 
up  to  32  telephone  trunk  lines, 
251  hours  of  storage  and  3,000 
voice  mailboxes. 

DSC  also  introduced  new  call 
processing  software  that  offers 
significantly  improved  function¬ 
ality  over  its  earlier  call  process¬ 
ing  software,  as  well  as  a  new  re¬ 
lease  of  its  voice-messaging 
software. 

The  new  VoiceServer  1 1 1 0  re¬ 
sides  at  the  low  end  of  the  compa¬ 
ny’s  second  generation  of  voice 
processors,  which  support  as 
many  as  192  trunk  lines,  900 
hours  of  storage  and  6,000  voice 
mailboxes. 

All  of  DSC’s  voice  processors, 
which  reside  between  private 
branch  exchanges  or  central  of¬ 
fice  switches  and  telephone  sta¬ 
tions,  run  the  Unix  operating  sys¬ 
tem.  Unix  enables  them  to 
support  multiple  applications,  in¬ 
cluding  voice  messaging,  call 
processing,  interactive  voice  re¬ 
sponse  and  communications  with 
hosts  and  local-area  networks. 

The  new  VoiceServer  1110  is 
targeted  at  companies  with  200 
to  3,000  employees,  as  well  as 
larger  companies  investing  in 
their  first  call  processing  system, 
according  to  Greg  Hawkins,  di¬ 
rector  of  marketing  for  DSC. 

The  company  offers  its  own 
voice-messaging  and  call  pro¬ 
cessing  software  packages,  as 
well  as  a  C  programming  inter¬ 
face  and  a  scripting  language  that 
combine  to  allow  application  de¬ 
velopers  to  build  interactive 
voice  response  applications. 

Call  processing  software  al¬ 
lows  users  to  call  individuals  or 
departments  from  their  push-but¬ 
ton  telephone  keypad.  Interac¬ 
tive  voice  response  allows  callers 
to  enter  orders  from  their  tele¬ 
phone  keypad. 

VoiceServer  1110  offers  from 
380M  to  1.5G  bytes  of  disk  stor¬ 
age.  By  compressing  stored  voice 
to  a  4-to-l  ratio,  the  1 1 10  is  able 
to  store  251  hours  of  messages. 

The  new  model  is  available  in 
configurations  supporting  either 
four  to  16  analog  trunks  or  up  to 
32  digital  trunks,  Hawkins  said. 

VoiceServer  1110  is  expected 
to  be  available  in  June.  A  configu¬ 
ration  supporting  eight  analog 
trunks  costs  $43,500.  For  24  dig¬ 
ital  trunks,  the  cost  is  $97,640. 

The  company  also  introduced 
InfoMail  1 . 1 ,  a  new  release  of  its 
voice-messaging  software,  which 
allows  up  to  72  trunks  to  be  as¬ 
signed  for  voice  mail  on  a  tempo¬ 
rary  or  permanent  basis.  The  ear¬ 
lier  release  allowed  up  to  48 
trunks  to  be  used  for  voice  mail. 

InfoMail  1 . 1  also  supports  any 
mix  of  up  to  five  PBXs  or  central 


office  switches.  The  previous  re¬ 
lease  supported  only  three 
switches  of  a  single  type.  This 
support  will  let  telephone  compa¬ 
nies  using  the  software  service  a 
variety  of  switches  without  add¬ 


ing  hardware. 

InfoMail  1.1  runs  on  the  new 
VoiceServer  1110,  as  well  as  the 
2110  and  3110  models,  which 
are  the  other  two  members  of  the 
second-generation  product  line. 
InfoMail  1.1  costs  $5,600  and  is 
expected  to  be  available  in  June. 

DSC  also  unveiled  new  call 
processing  software,  dubbed 
CallController,  which  runs  on  the 
company’s  VoiceServer  1000  and 


2000,  in  addition  to  the  newer 
VoiceServer  1110,  2110  and 
3110.  The  new  software  allows 
users  to  provide  30  levels  of  call 
administration  in  voice  process¬ 
ing  applications.  For  example,  a 
clothing  retailer  could  designate 
a  number  on  the  caller’s  keypad 
for  the  men’s  clothing  depart¬ 
ment,  another  for  outerwear,  a 
third  for  winter  outerwear  and  so 
on. 


The  company’s  earlier  call 
processing  software,  which  Call- 
Controller  will  replace,  support¬ 
ed  only  three  levels  of  adminis¬ 
tration. 

CallController  is  scheduled  to 
be  available  in  June  for  between 
$3,000  and  $5,600. 

DSC  can  be  reached  in  writing 
at  2030  Alameda  Padre  Serra, 
Santa  Barbara,  Calif.  93103,  or 
call  (805)  569-0700.  □ 


DESIGN  YOUR  OWN 

PHONE  SYSTEM. 
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Meridian  Digital  Centrex  is  a  trademark  of  Northern  Telecom 
©  1990  Northern  Telecom 
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Ameritech  joins 
integrated  mgmt. 

continued  from  page  31 
counting,  net  configuration,  fault 
isolation,  performance  monitor¬ 
ing  and  security  management.  It 
features  100  interfaces  to  third- 
party  elements  and  element  man¬ 
agement  systems,  Hess  said. 

TelWatch’s  NetExec  is  a  fault 
management  system  that  runs  on 


a  Sun  Microsystems,  Inc.  work¬ 
station  to  monitor  network  de¬ 
vices  and  net  control  subsystems 
by  examining  alarms  and  alerts. 
However,  it  lacks  sophisticated 
management  features,  such  as 
configuration  management.  Ne¬ 
tExec  offers  a  dozen  interfaces  to 
third-party  elements  and  ele¬ 
ment  management  systems. 

Applied  Computing  Devices’ 
product  and  NetExec  offer  a  di¬ 


rect  link  to  NetView  and  support 
bidirectional  control,  whereby 
they  can  send  alert  information 
to  NetView  and  receive  com¬ 
mands  from  it.  This  means  that 
not  only  can  they  bypass  Net- 
View/PC,  but  if  NetView  is  the  pri¬ 
mary  network  management  tool 
at  a  user  site,  ANM  could  be  posi¬ 
tioned  as  a  net  control  subsys¬ 
tem. 

Westinghouse’s  CMS  II  pro¬ 


vides  users  with  a  historical  data 
base  used  for  billing,  cable  man¬ 
agement,  inventory,  service  or¬ 
der  and  trouble  ticket  manage¬ 
ment,  but  it  does  not  perform 
real-time  performance  or  config¬ 
uration  monitoring.  CMS  II  runs 
on  an  IBM  mainframe. 

Each  of  the  three  systems  have 
their  own  databases. 

By  year  end,  AIS  plans  to  de¬ 
velop  an  interface  that  allows 


Some  people  think  the  only  way  to  get  a 
made-to-order  telephone  system  is  to  buy 
their  own. 

There’s  another  way.  Working  with  your 
telephone  company,  you  can  custom  design  your 
own  system  and  pay  only  for  the  services  you 
need.  Just  specify  Meridian  Digital  Centrex 
from  Northern  Telecom. 

Meridian  Digital  Centrex  gives  you  a 
powerful  portfolio  of  features  and  phones.  You 
can  mix  and  match  them,  add  and  subtract  them. 
R>r  example: 


■  Calling  Name  on  a  Centrex  Display  Set, 
to  know  who’s  calling  before  you  answer. 

■  ISDN,  when  you  want  integrated  voice 
and  data. 

■  Meridian  ACD,  for  flexible  automatic 
call  distribution. 

No  other  system,  no  matter  how  custom¬ 
ized,  is  more  flexible  than  that. 

Call  your  telephone  company  and  say 
you  want  to  design  your  own  system.  Ask  for 
Meridian  Digital  Centrex  northem 

from  Northern  Telecom.  I  W  tc,ccom 
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them  to  exchange  data. 

ANM  is  available  now.  A  sys¬ 
tem  based  on  CMS  II  ranges  in 
price  from  $50,000  to  $300,000. 
A  setup  based  on  NetExec  starts  at 
$50,000,  and  an  Applied  Com¬ 
puting  Devices  system  starts  at 
$200,000. 

AIS  can  be  reached  by  writing 
to  500  W.  Madison  St.,  Suite 
1600,  Chicago,  Ill.  60606,  or  by 
calling  (312)  906-4514.  □ 


ACT  to  intro 
sub  T-l  mux 

continued  from  page  31 
faces,  enabling  the  multiplexer  to 
support  private  branch  ex¬ 
changes,  key  systems  and  Cen¬ 
trex,  respectively. 

Each  voice  interface  digitizes 
and  compresses  voice  calls,  and 
the  motherboard  frames  the 
voice  signal  in  ACT’S  proprietary 
protocol  for  transmission  be¬ 
tween  ACT  multiplexers. 

Users  can  allot  between  8K 
and  16K  bit/sec  for  each  voice 
channel,  Shum  explained.  This 
contrasts  with  standard  pulse 
code  modulation  (PCM)  signals, 
which  require  64K  bit/sec, 
or  adaptive  differential  PCM 
(ADPCM)  signals,  which  require 
32K  bit/sec.  This  lets  the  multi¬ 
plexer  process  multiple  calls 
through  the  available  bandwidth. 

Depending  on  the  amount  of 
bandwidth  that  has  been  assigned 
to  each  voice  channel,  the  com¬ 
pression  algorithm  will  assign  as 
many  bits  as  possible  to  sounds, 
such  as  vowels,  that  need  to  be 
more  clearly  enunciated  and  a 
fewer  number  of  bits  to  less  dis¬ 
tinctive  sounds,  such  as  conso¬ 
nants. 

“At  16K,  users  won’tbe  able  to 
tell  the  difference  between  this 
and  ADPCM,’’  Shum  said.  “At  8K, 
we  have  communications-grade 
quality,  but  I  can’t  claim  toll  qual¬ 
ity.” 

By  the  fourth  quarter  of  this 
year,  the  company  will  introduce 
a  fax  interface  with  a  built-in  mo¬ 
dem.  The  modem  will  demodu¬ 
late  an  outgoing  fax  so  it  can  trav¬ 
el  over  the  network  to  another 
SDM-T  FlexiPlexer  in  its  native 
9.6K  bit/sec  digital  form  and  not 
take  up  the  64K  bit/sec  devoted 
to  a  modulated  fax  signal. 

SDM-T  FlexiPlexer  is  expected 
to  be  available  in  May.  A  basic 
configuration  with  no  voice  inter¬ 
faces  is  priced  at  $2,400.  A  voice 
interface  that  supports  a  wide  va¬ 
riety  of  phone  systems  costs 
$1,700,  and  a  voice  interface 
with  only  PBX  ports  costs 
$1,500.  The  fax  interface  is  ex¬ 
pected  to  be  available  in  the 
fourth  quarter.  Its  price  has  not 
been  determined. 

PCNMS  software  costs  $500 
and  is  expected  to  be  available  in 
May.  Software  that  allows  the 
multiplexer  to  support  a  digital 
leased  line  costs  $200. 

ACT  can  be  reached  by  writing 
to  31368  Via  Colinas,  Suite  104, 
Westlake  Village,  Calif.  91362,  or 
by  calling  (818)  889-3618.  □ 


NETWORK  SECURITY 


OPINIONS 


BY  JAMES  KOBIELUS 

Short-circuiting 
the  high-tech 
Butterfly  Effect 

Network  security  is  almost  by  definition  an  exercise  in 
frustration.  It  is  measured  more  by  its  failures  than  its 
successes.  Chances  are  those  failures  will  grow  more  visible  and 
embarrassing  over  time:  Witness  the  fabled  Robert  Morris 
Internet  worm. 

It  doesn't  help  when  the  popular  media  speak  in  grave  tones 
about  viruses,  worms  and  other  electronic  beasties.  The  net 
effect  is  to  spread  fear  and  apprehension  among  the  unin¬ 
formed  general  public,  which  has  long  suspected  that  all  this 
technology  business  is  getting  out  of  hand. 

None  of  this  is  to  imply  that  network  security  technologies 
and  procedures  are  ineffectual.  To  the  contrary,  it  seems  that 

vendors  and  users  have  every 
security  angle  covered,  from 
retina  scans  to  encryption 
schemes  of  mind-boggling  so¬ 
phistication.  Still,  it’s  one  thing 
for  the  technologies  to  be  avail¬ 
able  and  quite  another  to  make 
them  affordable  and  ensure  that 
users  will  apply  them  correctly. 

The  big  question  is,  who 
decides  which  network  security 
measures  are  appropriate  to  a 
given  situation?  One’s  first  in¬ 
stinct  is  to  take  a  laissez-faire 
approach  —  that  is,  let  the  user  decide  on  the  appropriate  use 
of  passwords,  multilevel  data  privileges,  encryption,  removable 
storage  devices,  biometrics,  antiviral  software,  fiber-optic  ca¬ 
bling  and  other  means  of  keeping  the  bad  guys  out. 

However,  a  laissez-faire  network  security  policy  only  makes 
sense  where  the  damage  from  unauthorized  access  can  be 
isolated  to  a  particular  user,  organization,  location  or  sub¬ 
network.  For  example,  I’m  only  hurting  myself  if  I  leave  the 
password  to  my  personal  data  bases  taped  to  the  office  wall. 

The  truly  scary  thing  about  networks,  however,  is  that  it’s 
getting  more  difficult  to  contain  the  damage  from  lax  security. 
In  this  age  of  distributed  computing,  users  —  the  good,  the  bad 
and  the  ugly  —  have  fingertip  access  to  a  world  of  on-line 
resources.  A  lot  of  innocent  bystanders  can  fall  victim  to  a 
sinister  hacker  or  virulent  logic  bomb. 

All  that  the  Robert  Morrises  of  this  world  need  is  a  finger¬ 
hold  —  a  pilfered  password,  which  is  a  seemingly  insignificant 
vulnerability  in  a  remote  host  operating  system  —  and  they  can 
move  mountains.  A  few  thousand  lines  of  renegade  code  can 
ricochet  far  and  wide,  and  bring  an  entire  network  crashing 
down  in  pieces. 

Chaos  theorists  call  this  the  Butterfly  Effect:  a  small  local 
disturbance  that  can  whip  up  a  catastrophe  of  global  propor¬ 
tions. 

In  a  distributed  computing  environment,  security  is  a  global, 
not  a  local,  concern.  Consequently,  network  security  standards 
should  be  established  in  a  top-down  fashion.  Perhaps  the  most 
important  services  that  can  be  provided  from  above  are  periodic 
security  audits  and  penetration  tests  spanning  the  entire 
network,  rather  than  just  keying  in  on  individual  computers  in 
isolation.  In  addition,  a  high-level  network  security  bureau  can 
function  as  a  detective  agency,  tracking  down  the  root  cause  of 
disturbances. 

Still,  we  must  resign  ourselves  to  eventual  failure.  No  one 
will  ever  be  able  to  stop  the  determined  hacker  from  waylaying 
even  the  best  designed  network  security  scheme.  But  good 
security  planning  should  allow  us  at  least  to  anticipate  and  fend 
off  the  likely  angles  of  attack.  □ 

Kobielus,  a  contributing  editor  to  Network  World,  is  a 
consultant  based  in  Alexandria,  Va. 
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Merging  of  giants  increases 
network  market  competition 


The  recent  merger  of  Lotus 
Development  Corp.  and  Novell, 
Inc.  is  a  striking  milestone  in  the 
continuing  evolution  of  the  net¬ 
working  industry.  Like  the  colli¬ 
sion  of  two  continental  masses, 
this  event  may  forever  change 
the  surrounding  landscape. 

Although  a  surprise,  the 
merger  was  destined  by  the  mat¬ 
uration  of  the  market.  For  Lotus, 
the  proliferation  of  local-area 
networks  threatens  the  demand 
for  stand-alone  microcomputer 
applications.  For  Novell,  it’s  get¬ 
ting  more  difficult  to  sell  net¬ 
works  simply  on  their  technical 
merit.  Users  want  applications, 
not  network  operating  systems. 

Applications  designed  from 
the  ground  up  to  take  advantage 
of  LANs  will  be  as  critical  to  Lo¬ 
tus’  long-term  success  as  they 
will  be  to  Novell’s.  Among  other 
things,  the  merger  will  hasten 
the  development  of  distributed 
applications  capable  of  letting 
network  devices  share  comput¬ 
ing  tasks. 


Although  the  merger  has  all 
the  makings  of  a  well-conceived 
offensive  strategy,  it’s  probably 
more  of  a  defensive  move  — 
particularly  for  Novell  —  to  gird 
against  advances  by  Microsoft 
Corp.  in  conjunction  with  IBM. 

Novell  President  and  Chief 
Executive  Officer  Ray  Noorda 
acknowledges  that  he  considers 
IBM’s  LAN  Server  product  more 
of  a  threat  than  the  Microsoft 
LAN  Manager  offering  on  which 
it  is  based.  But  last  November, 
intent  on  advancing  OS/2  as  the 
personal  computer  operating 
system  of  choice  in  the  1990s, 
IBM  and  Microsoft  agreed  to 
merge  the  two  products  and 
adopt  a  consistent  systems  soft¬ 
ware  strategy. 

This  strategy  promises  to 
make  LAN  Server/LAN  Manager 
a  more  formidable  competitor 
for  Novell’s  NetWare,  especially 
as  IBM  rolls  out  strategic  prod¬ 
ucts  for  LAN  Server. 

For  example,  IBM’s  OfficeVi- 
sion,  its  first  application  under 


its  Systems  Application  Archi¬ 
tecture,  was  originally  made 
available  for  LAN  Server  net¬ 
works  supporting  OS/2  and  DOS 
workstations,  not  for  MVS-  or 
VM-based  hosts.  As  IBM  devel¬ 
ops  still  more  advanced  network 
applications,  it  maybe  more  dif¬ 
ficult  for  Novell  to  compete. 

The  ultimate  success  of  LAN 
Manager/LAN  Server,  however, 
is  by  no  means  guaranteed.  No¬ 
vell  owns  50%  of  the  installed 
base  of  LANs,  and  Lotus’  1-2-3 
spreadsheet  is  still  one  of  the 
most  important  personal  com¬ 
puter  business  tools  out  there. 
By  tightly  coupling  their  prod¬ 
ucts  and  adding  value  through 
enhancements,  the  two  compa¬ 
nies  could  make  it  difficult  for 
IBM  and  Microsoft  to  catch  up. 

Whatever  the  marketplace 
outcome,  the  Lotus/Novell 
merger  is  an  important  step  that 
can  be  expected  to  accelerate 
competition  for  and  develop¬ 
ment  of  truly  advanced  network 
applications.  □ 
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OPINIONS 


NETWORK  MANAGEMENT 


BY  PAUL  LI 

Who’s  accepting  deposits 
in  the  repository? 


After  years  of  listening  to  us¬ 
ers’  requests  for  better  network 
management  capabilities,  major 
vendors  such  as  AT&T,  Digital 
Equipment  Corp.,  Hewlett-Pack¬ 
ard  Co.  and  IBM  have  finally  re¬ 
alized  the  need  to  integrate  the 
diverse  amount  of  information 
required  to  manage  a  network. 

These  companies  have  devel¬ 
oped  net  management  architec¬ 
tures  and  products  that  inte¬ 
grate  network  management 
information  from  diverse  net 
management  systems,  tied  to¬ 
gether  with  a  friendly  user  inter¬ 
face. 

However,  while  these  prod¬ 
ucts  integrate  diverse  network 
management  systems,  they  do 
not  integrate  all  five  of  the  Open 
Systems  Interconnection  man¬ 
agement  functions.  They  pro¬ 
vide  integration  of  fault  man¬ 
agement  and  configuration 
management  information  only. 

The  integrated  network  man¬ 
agement  products  that  users  de¬ 
sire  include  a  repository  data 
base  that  provides  a  central  data 
collection  bin  from  which  fault, 
configuration,  performance,  ac¬ 
counting  and  security  manage¬ 
ment  can  be  correlated.  A  repos¬ 
itory  makes  the  network  manag¬ 
er’s  job  of  proactively  managing 
the  network,  providing  capacity 
planning,  partitioning  the  net¬ 
work  and  verifying  service-level 
agreements  easier  to  accom¬ 
plish. 

The  repository  w'ould  aid  in 
correlating  the  fault,  configura¬ 
tion  and  performance  informa¬ 
tion  needed  to  proactively  man¬ 
age  the  network. 

Capacity  planning  involves 
the  repository’s  ability  to  corre¬ 
late  performance  and  configura¬ 
tion  information.  Network  parti¬ 
tioning,  which  allows  the  net¬ 
work  to  be  divided  into  different 
regions,  uses  the  repository’s 
ability  to  correlate  configura¬ 
tion,  accounting  and  security  in¬ 
formation.  Service-level  agree- 

Li  is  a  senior  consultant 
with  Network  Strategies,  a 
network  consulting  practice 
of  Ernst  &  Young  in  Fairfax, 
Va. 


ments  are  provided  and  main¬ 
tained  using  the  repository’s 
ability  to  correlate  fault,  config¬ 
uration  and  performance  infor¬ 
mation. 

The  successful  repository 
will  include  capabilities  some 
current  net  management  prod¬ 
ucts  already  have.  Besides  the 
fault  and  configuration  informa¬ 
tion  provided  in  the  major  ven¬ 
dors’  products,  the  successful 
repository  must  also  include  in¬ 
formation  processed  by  admin¬ 
istrative  management  products. 

For  example,  administrative 
products  such  as  Stonehouse 
and  Co.’s  Management  of  Net- 


r 

VJ  urrently,  no  single 
vendor  provides  a 
complete  repository 
capability. 

AAA 


work  Income,  Expense  and  Ser¬ 
vices  (MONIES)  and  Peregrine 
Systems,  Inc.’s  Peregrine  Net¬ 
work  Management  System 
(PNMS)  incorporate  the  ac¬ 
counting  management  informa¬ 
tion  that  the  major  vendors  do 
not  provide. 

MONIES,  which  is  voice-ori¬ 
ented,  provides  features  such  as 
billing  reconciliation  for  tele¬ 
phone  services.  PNMS  is  orient¬ 
ed  toward  collecting  data  net¬ 
work  inventory  and  cost  infor¬ 
mation.  Incorporating  these 
capabilities  into  the  repository' 
will  result  in  a  comprehensive 
and  complete  network  manage¬ 
ment  data  base. 

Currently,  no  single  vendor 
provides  a  complete  repository 
capability.  IBM’s  NetVlew  does 
not  even  provide  a  centralized 
data  base  of  the  information  it 
collects.  The  information  avail¬ 
able  from  NetView’s  Hardware 
Monitor  and  Session  Monitor  is 
independently  stored  and  ac¬ 
cessed.  And  NetView’s  informa¬ 
tion  is  not  integrated  with  other 


IBM  products  that  collect  man¬ 
agement  information,  such  as 
NetView  Performance  Monitor. 

AT&T’s  Accumaster  Integra¬ 
tor  consolidates  only  fault  and 
configuration  information.  Sim¬ 
ilarly,  DEC’S  Enterprise  Manage¬ 
ment  Architecture  and  HP’s 
OpenVlew  will  probably  inte¬ 
grate  only  fault  and  configura¬ 
tion  information  initially. 

IBM  has  recognized  the  need 
for  a  central  data  base  by  an¬ 
nouncing  the  future  release  of 
its  own  repository.  IBM’s  reposi¬ 
tory  will  eventually  be  a  source 
for  all  network  and  system  in¬ 
formation. 

AT&T  is  also  evaluating  Accu¬ 
master  Integrator’s  current  data 
base  to  see  what  is  needed  to 
provide  a  repository  capability. 
DEC  and  HP  are  still  developing 
their  integrated  network  man¬ 
agement  products  and  will  need 
to  incorporate  a  repository'  data 
base  capability. 

The  viability  of  these  future 
repository  data  bases  will  de¬ 
pend  on  their  conformance  to 
standards.  Any  repository  used 
to  manage  a  diverse,  complicat¬ 
ed  network  must  address  the 
emerging  OSI  Management  In¬ 
formation  Base  (MIB)  standard. 
MIB  support  will  greatly  aid  dis¬ 
parate  network  management 
systems  in  exchanging  consis¬ 
tent  information. 

The  repository’s  flexibility 
includes  the  data  base’s  archi¬ 
tecture,  such  as  relational  or  hi¬ 
erarchical,  and  the  data  base’s 
interfaces,  such  as  SQL.  A  rela¬ 
tional  data  base  provides  the 
user  with  greater  flexibility  in 
customizing  reports  and  corre¬ 
lating  between  data  base  fields. 
An  SQL  interface  would  provide 
a  standard  interface  for  both  the 
user  and  other  data  bases  that 
interconnect  to  the  repository’, 
which  is  important  in  a  distribut¬ 
ed  data  base  environment. 

The  winner  of  the  integrated 
network  management  war  will 
be  decided  in  the  early  1990s. 
The  vendor  that  establishes  the 
industry  standard  for  a  network 
repository  data  base  will  have 
won  the  most  important  battle 
of  all.  □ 
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TELETOONS 

BY  FRANK  AND  TROISE 


r  dnnno/  'Eddie  ,,  S>tnc-e 
they  started  calling  our  work 
'media  -feilfe"  instead  of 
* pezt  damage"  I  just  don't 
get  the  same  hi  ok  out  or  ir! 


LETTERS 


Remembering  Earth  Day 

To  all  hardware  and  soft¬ 
ware  companies  and  distribu¬ 
tors: 

With  Earth  Day  coming  up 
April  22,  what  better  way  to 
show  concern  for  our  world 
than  by  starting  to  use  recy¬ 
cled  paper  products? 

As  a  writer  and  reviewer,  I 
don’t  recall  having  seen  any 
manuals,  product  sheets, 
newsletters  or  press  kits  that 
mentioned  they  were  printed 
on  recycled  paper.  Can  you 
imagine  the  number  of  trees  it 
takes  just  to  print  the  manuals 
for  WordPerfect  Corp.’s  Word¬ 
Perfect,  Lotus  Development 
Corp.’s  1-2-3  and  Novell, 

Inc.’s  NetWare? 

Interactive  Development 
Environments,  Inc.,  a  comput¬ 
er-aided  software  engineering 
application  developer  in  San 
Francisco,  recycles  its  paper 
and  uses  some  recycled  paper. 
Kudos  to  them! 

Are  there  other  companies 
in  our  industry  using  recycled 
paper?  If  so,  let’s  find  out  who 
they  are  so  we  can  express 
our  approval. 

What  company  plans  to 
start  using  recycled  paper? 

Will  it  be  yours? 


Your  input  and  additional 
ideas  would  be  appreciated. 
Spread  the  word! 

David  Batterson 

Independent  technical  writer 
Sausalito,  Calif. 

Which  one  to  buy? 

As  was  mentioned  in  our 
recent  article  on  T-l  and  T-3 
multiplexer  vendors  (“Public 
net  compatibility  key  for  T-l, 
T-3  muxes,”  NW,  March  5), 
public  network  compatibility  is 
a  critical  factor  in  deciding 
w'hich  T-l  and  T-3  multiplex¬ 
ers  to  buy. 

Toward  this  end,  we  gath¬ 
ered  information  from  more 
than  40  vendors  on  a  number 
of  related  topics.  These  sub¬ 
jects  include  specific  standards 
supported  by  each  vendor’s 
products. 

Due  to  space  constraints, 
(continued  on  page  58) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  161 
Worcester  Road,  Box  9172, 
Framingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 
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Next  toAEST’s  enhanced  fractional  T-l  service, 
the  others  seem  like  plain  vanilla. 

Did  you  know  our  ACCUNET®  Spectrum  of  Digital  Services 
offering  is  the  most  feature  rich  fractionalT-1  available  today? 

While  the  competition  also  offers  fractional  T-l,  we’ve  added  the 
widest  array  of  new  features  to  give  you  more  flexibility  than 
you  would  have  with  any  other  fractional  T-l  service  on  the 
market. 

These  features  include  multipoint  capability  with  analog 
and  digital  access.  And  a  wider  range  of  digital  transmission 
speeds  with  the  addition  of  Digital  9.6  kbps  Service,  so  you  can 
transmit  data  end-to-end  at  9.6  kbps. 

And  ACCUNET  Spectrum  of  Digital  Services  now  gives  you 


a  Subrate  Data  Multiplexing  option.  So  you  can  multiplex  through 
an  AT&T  Central  Office  up  to  five  9.6  kbps  access  lines  into  one 
fractional  T-l  channel,  reducing  line  costs  and  simplifying  network 
configuration. 

In  addition, with  Routing  Diversity  you  can  configure 
ACCUNET  Spectrum  of  Digital  Services  over  two 
or  three  geographically  diverse  routes  to  provide 
backup  in  case  of  a  primary  line  failure.  So  the 
availability  of  your  ACCUNET  Spectrum  of  Digital 
^Services  network  is  maximized. 

The  fact  is,  any  way  you  slice  it,  our  innovative 


vide  greater  flexibility 
than  ever  before.  So  don’t 
settle  for  just  any  fractional T-l 
when  you  can  get  AT&T’s  enhanced  ACCUNET Spectrum  of  Digital 
Services.  We’ve  made  an  already  valuable  tool  for  your  business 
invaluable.  And  that’s  the  icing  on  the  cake. 

Innovation.  Another  AT&T advantage. 

For  more  information,  call  your  AT&T  Account  Executive 

or  1800  222-0400. 


AT&T 

The  right  choice. 


Getting  it 


CONTINUED  FROM  PAGE  1 
sion  to  purchasing  long-distance 
service.  Technically,  any  long¬ 
distance  provider  that  does  not 
own  all  of  its  own  facilities  could 
be  termed  an  aggregator  of  sorts, 
simply  because  the  carrier  is 
combining  customer  traffic  on 
leased  facili¬ 
ties  to  yield  the 
cost  econo¬ 
mies  that  allow 
it  to  survive. 

Thus,  there  are 
different  levels 
of  service  ag¬ 
gregation. 

Service  ag¬ 
gregators  first 
started  ap¬ 
pearing  in  re¬ 
sponse  to  the  1988  introduction 

Briere  is  president  and 
Langner  is  an  associate  of  Tele- 
Choice,  Inc.,  a  Manchester, 
Conn.,  telecommunications 
consultancy.  They  can  be 
reached  at  (203 )  645-0471. 


of  AT&T’s  Multi-Location  Calling 
Plan  for  outbound  service  and 
Revenue  Volume  Pricing  Plan 
(RVPP)  for  inbound  calling.  The 
original  intent  of  these  tariffs  was 
to  allow  customers  at  the  high 
end  of  the  market  to  combine  us¬ 
age  in  order  to  gain  discounts 
they  would  not 
be  able  to 
achieve  indi¬ 
vidually. 

When  AT&T 
filed  these  dis¬ 
count  plans,  it 
did  not  intend 
for  them  to  be 
used  by  aggre¬ 
gators.  But  in¬ 
novative  tele¬ 
communica¬ 
tions  entrepreneurs  took  advan¬ 
tage  of  these  multisite  offerings 
to  form  aggregation  groups. 

Here’s  how  it  works:  Each  of 
the  carriers  gives  users  higher 
discounts  for  greater  levels  of 
monthly  usage.  At  the  same  time, 
the  tariffs  allow  companies  with 


CHART • GUIDE 

A  Network  World  Buyer’s 
Guide  chart  comparing  the 
multisite  discount  plans  of 
long-haul  carriers  begins  on 
page  43.  A  chart  on  telecom 
service  aggregators  and 
buying  groups  starts  on 
page  45. 


together 


multiple  locations  to  group  their 
traffic  to  obtain  higher  discounts. 

In  the  past,  volume  discounts 
necessitated  carrying  traffic  over 
the  same  dedicated  facilities.  In 
this  new  environment,  however, 
such  dedicated  facilities  are  not 
required;  combined  traffic  from 
companies  with  multiple  sites 
does  not  have  to  travel  over  the 
same  facilities. 

Since  the  carriers  are  bound 
by  the  Federal  Communications 
Commission  to  make  their  prod¬ 
ucts  available  to  all  businesses  in 
a  nondiscriminatory  manner,  it  is 
difficult  to  allow  one  company  to 
aggregate  traffic  from  its  seven 
satellite  sites  under  one  plan  and 
not  allow  a  service  aggregator  to 
group  seven  unrelated  sites  un¬ 
der  that  same  plan. 

What’s  in  it  for  the  carrier? 

Service  aggregation  enables 
carriers  to  pursue  all  of  a  custom¬ 
er’s  traffic  by  bringing  all  sites 
and  traffic  under  one  pricing 
plan.  This  can  help  AT&T  in  its 


fight  to  win  back  lost  accounts. 
Service  aggregation  also  allows 
carriers  to  offer  a  more  competi¬ 
tive  sendee  option  than  what  is 
usually  available  to  a  small  or 
midsize  end  user. 

Aggregators  also  have  a  de¬ 
gree  of  expanded  market  cover¬ 
age  that  is  unrivaled  by  existing 
carrier  sales  forces. 

Long-distance  carriers  have 
relied  on  third-party  marketing 
firms  to  sell  their  products,  either 
through  reselling  or  rebilling 
agreements  or  agencies. 

For  instance,  MCI  Communi¬ 
cations  Corp.  forged  an  early  re¬ 
lationship  with  Amway  Corp., 
famous  for  its  door-to-door  sales 
force  selling  everything  from 
combs  to  water  filters.  Under 
third-party  marketing,  the  carri¬ 
er  provides  the  sendee  and  some¬ 
times  the  billing,  while  the  out¬ 
side  marketer  does  the  selling 
using  cost  margins  as  a  source  of 
revenue. 

Most  industry  observers  say 
AT&T  is  driving  the  service  aggre¬ 


gation  market,  taking  a  proactive 
stance  given  the  present  market 
environment,  al¬ 
though  AT&T  did 
not  intend  for  its 
services  to  be  ag¬ 
gregated  by  unre¬ 
lated  groups. 

Most  aggregat¬ 
ors  offer  just 
AT&T  services, 
mainly  because 
AT&T  tariffs  are 
open  to  aggrega¬ 
tion.  Also,  since 
AT&T  has  75%  or 
more  of  the  total 
network  services 
revenues,  it  makes 
sense  that  an  ag¬ 
gregator  would 
choose  AT&T’s 
sendees. 

While  MCI  and 
US  Sprint  Commu¬ 
nications  Co.  have 
been  working  in  the  legal,  sales 
and  regulatory  realms  to  prevent 
( continued  on  page  48 ) 


Telecom 
service 
aggregators 
could  be  in 


for  a  rough 
time.  But  for 


now,  they 
offer 


users  a 
cost-effective 
option. 
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Even  the  very  best  digital  service  is 
a  bit  of  a  gamble.  Because  none  can 
guarantee  100%  uptime. 

So  who  can  offer  the  digital  solution 
that’s  closest  to  perfection? 

ONLY  GDC  CAN. 

Our  new  500C  family  of  DSU’s  is 
designed  to  take  full  advantage  of  the 
cost/performance  benefits  of  digital 
service. 

Consider  our  500C/DBU.  It  incor¬ 
porates  a  V.32  compliant  Dial  Back-Up 
unit  for  the  ultimate  in  uptime  and 
reliability. 

It  also  enables  you  to  gain  the  high 
performance  of  a  private  digital  net¬ 
work  and  the  flexibility  of  the  analog 
public  network  with  the  same  product. 

The  entire  500C  family  operates  at 
multiple  speeds;  in  synchronous  or 
asynchronous  modes.  And  all  our 
DSU’s  are  upgradeable  for  full  net¬ 
work  management,  so  your  network 
won’t  ever  become  obsolete. 

Further,  GDC’s  exclusive 
DataCommonality  allows  you  to  mix 
and  match  analog  and  digital  data  sets 
(including  intelligent  T-l  CSU’s)  in  the 
same  space-saving  racks. 

But  of  course,  you’d  expect  all  this 
from  GDC,  the  one  broad-based  ven¬ 
dor  who  not  only  fully  understands  the 
digital  and  analog  marketplace,  but  also 
has  installed  more  than  150,000  digital 
terminations. 

Find  out  more.  Contact  GDC  today 
and  ask  about  our  DataComm  and 
Network  Management  versions  of 
the  500C/DBU  families. 

Call  Toll  Free  1-800-777-4005.  Or 
(203)  574-1118.  Fax:  (203)  758-8507. 
Telex:  643357.  General  DataComm, 
Middlebury,  CT  06762-1299. 

ONLY  GDC  CAN 


See  the  FAXNeT  Form  on  Page  #61 


“SEE  US  AT  TEXPO  ‘90,  MAY  2-4,  ANAHEIM 
CONVENTION  CENTER,  BOOTH  #145  AND 
TCA  ARIZONA,  MAY  10-11,  1990  SHERATON 
PHOENIX,  BOOTH  #4” 


General  DataComm 
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Company 

Plan 

Subaccount 

relationship 

requirements 

Products  covered 
by  plan 

Customer 
invoices 
billed  by/ 
sent  to 

Ultimate 

financial 

responsibility 

Entity 

remitting 

payment 

Entity 

belongs 

to 

Master 

account 

contract 

length 

required 

Plan  in¬ 
stallation 
fees 

Monthly 

subscription 

fees 

Monthly 
sub¬ 
scription 
fees 
paid  by 

Master  account/ 
subaccount  location 
monthly  minimums 

Discounts  available  (8) 

AT&T 

Basking  Ridge,  N.J. 
(800)  222-0400 

Multi- 
Location 
Calling  Plan 
(MLCP) 

None 

AT&T  Megacom, 
AT&T  Pro  WATS, 
AT&T  Pro  WATS 

III,  AT&T  WATS 

IXC/sub- 

accounts 

Master  account 

Sub¬ 

accounts 

Custom¬ 

er  of 
record 

1  year 

$10 

order  fee 

(some 

promos 

waive 

fee) 

Based  on 

number  of 
locations: 
$2,500  for  0- 
25;  $2,000 
for  26-47; 

$1 ,500  for 
48-60; 

$1 ,000  for 
61-71;  $0  for 
72+  (AT&T 
Megacom 
counts  24 
locations) 

Master 

account 

None 

Maximum  usage  discounts 

applied  regardless  of  volume; 
AT&T  WATS:  15%  for  day,  5% 
for  evening;  AT&T  Megacom: 

10%;  AT&T  Pro  WATS:  10% 

Revenue 

Volume 

Pricing 

Plan 

(RVPP) 

None 

AT&T  800  service, 
AT&T  Megacom 
800,  AT&T 
Readyline,  AT&T 
MultiQuest,  AT&T 
MultiQuest  High 
Capacity,  AT&T 
Dial-lt  900  (2) 

IXC/sub- 
accounts; 
summary 
to  master 
account 

Master  account 

Sub¬ 

accounts 

Custom¬ 
er  of 
record 

None 

$1,500 

None 

NA 

None 

Varies  by  monthly  usage 

charges:  tapered  discounts,  0% 
to  6% 

800 

Customer 
Specific 
Term  Plan 
(CSTP) 

None 

AT&T  800  service, 
AT&T  Megacom 
800,  AT&T 
Readyline,  AT&T 
800  Validator; 
customer  must 
subscribe  to  RVPP 
(2) 

IXC/master 
account  or 
subac¬ 
counts 

Master  account 

Master 
account 
or  sub¬ 
accounts 

Custom¬ 
er  of 
record  in 
RVPP 

3  years 

None 

None 

NA 

Account:  $50,000 

Highest  usage  discount  for  the 

800  service  plus  6%  for  year  1 ; 
7%  for  year  2;  8%  for  year  3 

SDN 

Expanded 

Volume 

Plan 

Multiple 

Account 

Billing 

None 

SDN 

IXC  (up  to 
6,000 
locations; 
customer 
of  record)/ 
master 
account  or 
subac¬ 
counts 

Master 
account;  with 
Location 
Account  Billing 
Option,  each 
location  is 
liable;  master 
account  liable 
for  short  fall 

Master 
account 
or  sub¬ 
accounts 

SDN 

customer 
of  record 

1  month 
to  4 
years 

Varies  by 
commit¬ 
ment:  $0 
to 

$40,000 

None 

NA 

Annual  minimum 

guarantees  of  4 
million  to  600  million 
minutes,  depending 
on  term  plan  chosen 

Varies  by  term  plan  chosen:  5% 

to  27% 

Commer¬ 

cial 

Affiliation 

Program 

Trade 

association 

membership  or 

commercial 

organizations 

with  affiliated 

franchises, 

independent 

agents  or  other 

commercial 

representatives 

Pro  WATS,  all  Pro 
WATS  where 
available  and/or 
facsimile  discounts, 
PC  discounts, 
product  financing 

IXC/subac- 

counts 

Subaccounts 

Sub¬ 

accounts 

Custom¬ 
er  of 
record 

1  year  for 
associa¬ 
tion 

contract, 

no 

contract 

for 

individual 

members 

None 

None 

None 

$75  per  member  per 
month  on  average 

Services:  varies  with  usage, 
calling  patterns,  etc.;  10%  to 

26%  average  over  basic  day 
long-distance  rates;  no  monthly 
or  service  order  charge  for 
association  members;  1 0%  for  all 
Pro  WATS;  20%  to  25%  for 
products 

Multi- 

Service 

Volume 

Pricing 

Plan 

None 

Accunet  T1.5, 
Accunet  T45, 
Dataphone  Digital 
Service,  Accunet 
Spectrum  of  Digital 
Services 

IXC/master 
account  or 
subac¬ 
counts 

Master  account 

Master 
account 
or  subac¬ 
counts 

Custom¬ 
er  of 
record 

1  to  5 
years 

None 

None 

NA 

Commitments  of 
$10,000,  $50,000, 
$100,000,  $200,000, 
$350,000,  $500,000, 
$750,000  or  $1 
million 

Varies  by  service,  revenue 
commitment  and  time;  ranges 
from  4%  to  56% 

Cable  &  Wireless 
Communications, 

Inc. 

Vienna,  Va. 

(800)  486-8686 

Corporate 

Account 

Program 

(CAP) 

Must  be 
owned, 
franchised, 
managed  or 
directed  by  the 
master  account 

Focus  1,  II  and  III; 
Excel;  Long 
Distance  Service; 
International; 

Travel;  Travel 
WATS; 

International 

Travel;  800 

IXC/master 

account  or 
subac¬ 
counts 

Master  account 

Master 

accounts 
or  sub¬ 
accounts 

IXC 

None 

None 

Varies 

according  to 
size  of 
customer 

Master 

account 

Account:  varies 
according  to  size  of 
customer 

Varies  by  monthly  usage  and 
plan  size;  up  to  20%  discount  off 
rates 

MCI 

Communications 

Corp. 

Washington,  D.C. 
(800)  888-0800 

Corporate 

Account 

Service 

(CAS) 

Must  be 
owned, 
franchised, 
managed  or 
directed  by  the 
master  account 

Execunet,  MCI 

Card,  Prism  Plus, 
Prism  III,  II,  and  1, 
MCI  WATS  (6) 

IXC/master 

account  or 
subac¬ 
counts 

Master  account 

Sub¬ 
account, 
master 
account 
or  desig¬ 
nated 
locations 

IXC 

None 

None 

$100  (waived 
if  gross 
usage 
exceeds 
$2,500)  (3) 

Master 

account 

None 

No  cross-service  discount;  each 
service  has  a  unique  discount 
structure  associated  with  it; 
services  receiving  special 
discounts  under  CAS  are 
Execunet,  MCI  Card  and  Prism 
Plus  and  range  up  to  14% 

CAS  Plus 
(Option  A) 

Must  be 
owned, 
franchised, 
managed  or 
directed  by  the 
master  accounl 

Execunet,  MCI 
Card,  Prism  Plus, 
Prism  III,  II,  and  1, 
MCI  WATS  (6) 

IXC/master 
account  or 
subac¬ 
counts 

Master  accounl 

Subac¬ 
count, 
master 
account 
or  desig¬ 
nated 
locations 

IXC 

1  year  (7; 

None 

$1 ,500 

(waived  if 
gross  usage 
exceeds 
$15,000)  (3) 

Master 

account 

None 

No  cross-service  discount;  each 

service  has  a  unique  discount 
structure  associated  with  it; 
services  receiving  special 
discounts  under  CAS  Plus  are 
Execunet,  MCI  Card,  Prism  Plus 
and  Prism  1  and  range  up  to  22% 

Value 
Insurance 
Plan  — 
CAS  Plus 
(Option  C) 

Only  available 
for  locations 
under 
"common 
control" 

MCI  800 

IXC/subac- 

count 

Master  accounl 

Subac¬ 

count 

IXC 

1,2  or  3 

years 

None 

$1 ,500  (only 

applies  to  1- 
year  term;  $0 
for  2-  or  3- 
year  term; 
waived  if 
usage 
exceeds 
$15,000) 

Master 

account 

Multiple  options:  join 

CAS  or  CAS  Plus 
Option  A  for  1  year; 
join  CAS  or  CAS 

Plus  with  monthly 
discounted  minimum 
of  $40,000  on  800 
service  for  a  1-year 
term;  for  a  2-  or  3- 
year  term,  minimums 
are  $500  per  month 
per  MCI  terminal  for 
switched  access,  or 
$5,000  per  month 
per  terminal  for 
dedicated  access  line 
access,  or  $40,000 
per  month 

Varies  by  term  commitment  and 

access  type:  1 4%  to  29% 
discount  can  combine  with  800 
Multi-Option,  CAS  and  CAS  Plus 

IXC  -  Interexchange  earner 
NA  =  Not  applicable 
SDN  =  AT&T  Software-Defined  Network 

FOOTNOTES: 

(1)  If  customer  has  UltraWATS  on  term  plan  at  any  location,  fee  is  $600.  .  ..  DWDD 

(2)  The  customer  of  record  cannot  include  a  location-  and  service-specific  term  plan  with  a  Customer  Specific  Term  Plan  under  the  same  RVPP . 

Ij  to  the  carrier.  If  the  intermediary  is  a  reseller/rebiller,  end  user  is  a  customer  of  that  account  and  US  Sprint  does  not  receive  money  or  send  bills  to  that  end  user.  If  the 

intenKy  tea sate agent lend  user  is  US  Sprint'l  customer  and  treated  as  such  -  the  agent  merely  receives  a  commission  check.  With  associations,  buying  co-ops  or  affinity  groups,  the  intermediary  receives  no  commission 

checks  and  has  no  customers;  each  end  user  is  deemed  a  client  of  US  Sprint. 

(5)  If  not  met  after  1 8  months,  MCI  will  cease  taking  on  new  plan  customers  and  plan  will  stop  after  24  months.  All  current  customers  will  revert  to  regular  MCI  service. 

(6)  Customer  must  have  two  or  more  locations  enrolled  in  plan,  or  have  two  or  more  products  in  plan. 

(7)  Initial  90-day  escape  clause.  ...... 

(8)  Check  with  carrier  as  to  whether  discounts  listed  are  in  addition  to  or  in  lieu  of  standard  discounts. 

(9)  A  location  enrolled  in  the  Ultra  800  Term  Plan  will  not  contribute  to  or  be  eligible  for  the  Network  WATS  Ultra  800  discount  plan.  SOURCE:  telechoice.  inc  ,  Manchester,  conn. 
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Long-haul  carrier  multisite  discount  plans  (continued  from  page  43) 


Company 

Plan 

Subaccount 

relationship 

requirements 

Products 
covered  by 
plan 

Customer 
invoices 
billed  by/ 
sent  to 

Ultimate  fi¬ 
nancial  re¬ 
sponsibility 

Entity 

remitting 

payment 

Entity 

belongs 

to 

Master 

account 

contract 

length 

required 

Plan 

installation 

fees 

Monthly 

subscription 

fees 

Monthly 

sub¬ 
scription 
fees 
paid  by 

Master  account/ 

subaccount  location 
monthly  minimums 

Discounts  available  (8) 

MCI 

Communications 

Corp. 

Washington,  D.C. 
(800)  888-0800 

Network 

Pricing 

Plan 

None 

All  dedicated 
private  lines 

IXC/master 

account 

Master 

account 

Master 

account 

Master 

account 

1  to  5 
years 

None 

None 

NA 

Account:  various 
revenue  commitments: 
$10,000-$750,000 

Varies  according  to  term,  line  type 
and  monthly  revenue 
commitments:  3%  to  56% 

Residential 

Affinity 

Plan 

Employer/ 
employee;  alumni 
association 
members 

MCI  Dial  1 
(Execunet) 
and  Credit 
Card  Service 

IXC/subac- 

counts 

Subaccounts 

Sub¬ 

accounts 

IXC 

2  years 
by 

master 

account 

None 

None 

NA 

Account:  $20,000  (5) 

5%  off  all  domestic  revenue 

Commer¬ 
cial  Affinity 
Plan 

(Options  A 
and  B) 

Corporate 
entities,  bona 
fide  associations, 
franchises, 
buying  groups 
not  set  up  just 
for  volume 
discounts, 
groups  with 
business  in 
common 

MCI  Dial  1 
(Execunet), 
Prism  Plus 
and  Credit 
Card  Service; 
Prism  1 
available 
under  Option 
B 

IXC/subac- 

counts 

Subaccounts 

Sub¬ 

accounts 

IXC 

1  year  by 

master 

account 

None 

None 

NA 

Option  A:  $20,000  per 
account,  average  of 
$35  per  location; 

Option  B:  $200,000 
per  account,  average 
of  $75  per  location 

3%  to  20%  discounts,  depending 
on  service  and  monthly  usage 
levels;  Prism  Plus  locations  receive 
tiered  discounts  based  on  usage; 
Execunet  customers  get  across- 
the-board  discounts;  Prism  1 
customers  get  11%  discount  off 
domestic  and  standard  period 
international 

800  Multi- 
Option 
Discount 
Plan 

May  be  under 
different 
corporate  IDs, 
but  must  be 
under  "common 
control” 

800  service 

IXC/subac- 

counts 

Master 

account 

Sub¬ 

accounts 

IXC 

None 

$1,500 

None 

NA 

None 

5%  off  billing  over  $50,000 

Vnet 

Service  — 
Network 
Savings 
Plan  1,  II,  III, 
or  IV 

Customer  must 
own,  franchise  or 
manage  Vnet 
location 

Vnet  Service 

IXC/master 
account  or 
subac¬ 
counts 

Master 

account 

Master 
account 
or  subac¬ 
counts 

Master 

account 

1  to  3 
years 

Basic 

feature 

package: 

$5,000, 

waived 

with  certain 

plans 

None 

NA 

Account:  $25,000  plus 
5%  on-net  termination 
for  Vnet  Card 

Varies  according  to  length  of  term 
commitment:  0%  to  31 .4% 

Telecom*USA,  Inc. 
Atlanta 

(800)  868-2600 

Corporate 
Billing  — 
Master 

Only 

Remittance 

Corporate 
entities  or  bona 
fide  associations 

All  switched 
products 

IXC/master 

account 

Master 

account 

Master 

account 

Master 

account 

None 

$250 

$50 

Master 

account 

Account:  $1 ,000; 
location:  $25 

No  unified  cross-service  discount 
plan;  each  service  discounted 
according  to  volume  in  that  service; 
discounts  range  from  5%  to  15% 
for  most  services;  discounts  peak 
at  20%  for  equal  access  WATS 
products 

Corporate 
Billing  — 
Subac¬ 
count 

Remittance 

Corporate 
entities  or  bona 
fide  associations 

All  switched 
products 

IXC/subac- 

counts 

Master 

account 

Subac¬ 

counts 

IXC 

None 

$250 

$50 

Master 

account 

Account:  $1 ,000; 
location:  $25 

No  unified  cross-service  discount 
plan;  each  service  discounted 
according  to  volume  in  that  service; 
discounts  range  from  5%  to  15% 
for  most  services;  discounts  peak 
at  20%  for  equal  access  WATS 
products 

Private 

Line 

Volume 

Pricing 

Plan 

None 

Ftberlink  1 .5, 
Flex-Link 
(fractional 
T-1) 

IXC/master 
account  or 
subac¬ 
counts 

Master 

account 

Master 
account 
or  subac¬ 
counts 

Custom¬ 
er  of 
record 

1  year 

minimum; 

contract 

length  of 

up  to  5 

years 

available 

None 

None 

NA 

Commitments  of 
$10,000,  $20,000, 
$35,000,  $50,000, 
$100,000,  $200,000, 
$300,000  or  $500,000; 
volume  commitment  is 
based  on  total  private¬ 
line  services 

Varies  according  to  type  of  service, 
contract  length  and  revenue 
commitment;  ranges  from  4%  to 
47% 

US  Sprint 

Communications  Co. 
Kansas  City,  Mo. 
(800)  347-3300 

Network 

WATS 

None 

Dial  1  WATS, 
UltraWATS, 
FONCard, 
FONLine 

800,  Ultra 

800  (9) 

Depends 

on 

relationship 
(4)/master 
account  or 
subac¬ 
counts  (4) 

Master 
account  or 
subaccounts 
(4) 

Master 
account 
or  subac¬ 
counts 
(4) 

IXC  or 
master 
account 
(4) 

None 

None 

Outbound: 

$1 ,000 
(waived  with 
usage  above 
$15,000); 
inbound: 

$250  (1) 

Master 

account 

None 

1 5%  across  all  listed  products 

Network 

WATS 

Term  Plan 

None 

Dial  1  WATS, 
UltraWATS, 
FONCard, 
FONLine 

800,  Ultra 
800  (9) 

Depends 

on 

relationship 
(4)/master 
account  or 
subac¬ 
counts  (4) 

Master 
account  or 
subaccounts 
(4) 

Master 
account 
or  subac¬ 
counts 
(4) 

IXC  or 
master 
account 
(4) 

2  years, 
only  ap¬ 
plicable 
to  Ultra¬ 
WATS 
usage 

None 

Outbound: 
$600  (waived 
with  usage 
above 
$15,000); 
inbound: 

$250 

Master 

account 

Location:  $3,500 

Offered  in  tandem  with  Network 
WATS:  provides  20%  discount  for 
UltraWATS;  15%  across  all  other 
listed  products;  customer  must  bill 
at  least  $5,000  in  UltraWATS 
usage  per  location  to  get  the 
additional  discount  at  that  location 

Clearline 

1 .5  Volume 
Pricing 

Plan 

None 

Clearline  1 .5 

IXC/master 
account  or 
subac¬ 
counts 

Master 

account 

Master 
account 
or  subac¬ 
counts 

Master 

account 

1  year; 

contract 

lengths 

up  to  5 

years 

available 

None 

None 

NA 

Account:  $10,000 
monthly  IXC  charges; 
customers  are  not 
required  to  commit  to 
specific  dollar  volume; 
discounted  rates  are 
applied  automatically 
based  on  monthly  IXC 
charges 

Varies  according  to  contract 
duration  and  monthly  IXC  volume: 
30%  to  58%  discount  off  monthly 
base  rates 

VPN 

None 

VPN 

IXC/master 
account  or 
subac¬ 
counts 

Master 

account 

Master 
account 
or  subac¬ 
counts 

Master 

account 

1  month 
to  2 
years 

Varies  by 
contract 
length:  $0- 
$10,000 

None 

NA 

Varies  by  feature 
package  option:  $0- 
$1,500 

Varies  by  monthly  usage  and 
contract  length:  0%  to  38% 
discounts;  to  get  discount,  must 
have  5%  on-net  traffic;  15% 
Network  WATS  discount  with  no 
fee  for  all  FONLine  800  and/or  Ultra 
800  Service  usage 

US  Sprint 

Kansas  City,  Mo. 
(816)  943-3253 

Association 

Member 

Benefit 

Program 

Must  be 
members  of 
association 

Dial  1 ,  Dial  1 

WATS, 

FONCard 

IXC/subac- 

counts 

Subaccounts 

Subac¬ 

counts 

IXC 

1  year 

None 

None 

NA 

None 

Dial  1  and  FONCard  :  10%  day, 

4%  eveninq,  3%  night/weekend; 
Dial  1  WATS:  5%  day 

IXC  =  Interexchange  carrier 
NA  =  Not  applicable 
SDN  =  AT&T  Software-Defined  Network 


FOOTNOTES: 


(1 )  If  customer  has  UltraWATS  on  term  plan  at  any  location,  fee  is  $600. 

(2)  The  customer  of  record  cannot  include  a  location-  and  service-specific  term  plan  with  a  Customer  Specific  Term  Plan  under  the  same  RVPP. 

(3)  Initial  three-month  grace  period  to  meet  minimum. 

(4)  Depends  on  the  relationship  of  the  intermediary  group  to  the  carrier.  If  the  intermediary  is  a  reseller/rebiller,  end  user  is  a  customer  of  that  account  and  US  Sprint  does  not  receive  money  or  send  bills  to  that  end  user.  If  the 
intermediary  is  a  sales  agent,  end  user  is  US  Sprint's  customer  and  treated  as  such  —  the  agent  merely  receives  a  commission  check.  With  associations,  buying  co-ops  or  affinity  groups,  the  intermediary  receives  no  commission 
checks  and  has  no  customers;  each  end  user  is  deemed  a  client  of  US  Sprint. 

(5)  If  not  met  after  1 8  months,  MCI  will  cease  taking  on  new  plan  customers  and  plan  will  stop  after  24  months.  All  current  customers  will  revert  to  regular  MCI  service. 

(6)  Customer  must  have  two  or  more  locations  enrolled  in  plan,  or  have  two  or  more  products  in  plan. 

(7)  Initial  90-day  escape  clause. 

(6)  Check  with  carrier  as  to  whether  discounts  listed  are  in  addition  to  or  in  lieu  of  standard  discounts. 

(9)  A  iocation  enrolled  in  the  Ultra  800  Term  Plan  will  not  contribute  to  or  be  eligible  for  the  Network  WATS  Ultra  800  discount  plan. 

SOURCE:  TELECHOICE,  INC.,  MANCHESTER,  CONN. 
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Telecom  service  aggregators  and  buying  groups  (continued  on  page  46) 


Company 

Company 

type 

Time  in 

aggregation 

business 

Time  in 
business 

Services 

aggregated 

Carriers 

aggregated 

Plans  presently 
used 

Intrastate 

service 

available 

Onetime 

installation 

fees 

Monthly  fees 
per  account 
and  location 

Annual  fees 
per  account 
and  location 

Contract 

length 

required 

Discount 
sharing  plan 
with  customer 

Other  services 
offered 

Other 

products 

aggregated 

ACOMM,  Inc. 
Minneapolis 
(800)  321-6551 

Service 

aggregator 

11  months 

11 

months 

WATS,  800, 
travel  card, 
virtual 
network 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan 

Yes 

None 

Varies  by 

volume, 
combination  of 
services, 
number  of 
locations; 
average:  $0  to 
$150 

None 

Month- 

to-month 

MLCP:  100%; 

800:  100%; 
SDN: 

negotiated  with 
customer 

Network  design 

using  AT&T 
services;  also 
recommendations 
on  equipment  and 
vendors  if  required 

None 

ADI 

Alexandria,  Va. 
(703)  820-9200 

Service 

aggregator 

8  months 

6  years 

WATS,  800, 
travel  card, 
private  line 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan 

Yes 

$125 

None 

None 

None 

Profit  sharing 

negotiable  on  a 
customer- 
specific  basis 

Consulting  services 

None 

ADNET 

La  Mirada,  Calif. 
(714)  994-4400 

Service 

aggregator 

8  months 

1 2  years 

WATS,  800, 
travel  card, 
private  line 

AT&T 

AT&T  MLCP,  AT&T 
800  RVPP,  AT&T 

800  Customer 
Specific  Term  Plan 

Yes 

None 

Varies 

according  to 
contract 
length:  40%  to 
50%  of  savings 
for  which 
ADNET  is 
responsible 

None 

1  to  36 

months 

50%  to  60%  of 
savings 
created  by 
joining  group 

Network  design; 

T-1  facilities  man¬ 
agement;  voice 
and  data 

consulting;  monthly 
"Network  Alert" 
publication 

Newbridge 

Networks 

Corp.’s 

products; 

Infortext 

Systems, 

Inc.’s  Call 
Accounting 

Affinity  Network, 
Inc. 

Los  Angeles 
(213)  383-8265 

Rebiller 

9  months 

3  years 

SDN 

AT&T 

AT&T  SDN 

Yes 

None 

None 

None 

1  month 

Affinity  has  its 

own  tariffs, 
which  reflect  a 
portion  of  the 
discounts  it 
receives 

None 

None 

AmeriTel  800 
Austin,  Texas 
(800)  447-1622 

Service 

aggregator 

1  year 

14 

months 

WATS,  800 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan 

Yes 

None 

MLCP:  $16  to 

$66,  depending 
on  usage;  800: 
10%,  15%  or 
20%  of  gross 
savings  based 
on  customer 
volume  usage 

None 

Month  to 

month 

100% 

None 

None 

COMAC,  Inc. 
Easton,  Pa. 

(800)  233-1550 

Service 

aggregator 

17  months 

1 2  years 

WATS,  800, 
travel  card 

AT&T 

AT&T  MLCP,  AT&T 
800  RVPP,  AT&T 

800  Customer 
Specific  Term  Plan 

Yes 

None 

Varies  by 

volume;  MLCP: 
$25  to  $75; 
800:  $20  to 
$200 

None 

Month  to 

month 

100% 

None 

None 

Comtrol  Corp. 
Users  Group 
Lisle,  III. 

(708)  515-0707 

Service  ag¬ 
gregator, 
rebifler 

15  months 

24  years 

WATS,  800, 
travel  card 

AT&T,  US 
Sprint 

AT&T  MLCP,  AT&T 
800  RVPP,  AT&T 

800  Customer 
Specific  Term  Plan, 
US  Sprint  Network 
WATS,  US  Sprint 
Network  WATS 

Term  Plan 

Yes 

None 

Varies  by 

volume  or  flat 
rate;  variable: 
25%  to  50%  of 
savings 
created  by 
joining  group; 
flat  rate:  $50  to 
$300 

None 

1  year 

100% 

System  analysis; 

voice/data 
integration; 
computer-aided 
analyses; 
voice/data  wiring 
plan  development 

None 

Consolidated 
Communications 
Group,  Inc. 
Charlotte,  N.C. 
(704)  533-7185 

Service 

aggregator 

11  months 

26 

months 

WATS,  800 

AT&T 

AT&T  MLCP,  AT&T 

800  RVPP,  AT&T 

800  Customer 
Specific  Term  Plan 

Yes 

None 

35%  of 

improved 
discount  (1) 

None 

None 

100% 

None 

None 

Consortium 

2000,  Inc. 

Marina  del  Rey, 
Calif. 

(213)  827-4200 

Service 

aggregator 

1 4  months 

14 

months 

WATS,  800, 
travel  card, 
private  line 

AT&T,  MCI, 
Telecom*- 
USA,  Cable  & 
Wireless 

AT&T  SDN,  AT&T 

MLCP,  AT&T  800 
RVPP,  MCI  Vnet, 
Cable  &  Wireless 
Corporate  Account 
Plan  (CAP), 
Telecom*USA 
Corporate  Billing 

Yes 

None 

None 

Based  on  a 
percentage 
of 

guaranteed 

savings 

1  to  60 
months 

Annual  profit- 
sharing  plan, 
levels  based  on 
volume  per 
specific 
company 

Consulting, 
network  optimiza¬ 
tion,  implementa¬ 
tion  management, 
voice  mail,  T-1 
hardware 

Conference 
calling,  E- 
mail,  data, 
fax 

The  800 
Advantage 

Group 

Rolling 

Meadows,  III. 
(800)  525-1644 

Service  ag¬ 
gregator, 
rebiller 

9  months 

10  years 

WATS,  800, 

virtual 

network 

AT&T,  US 
Sprint 

AT&T  SDN,  AT&T 

800  RVPP,  AT&T 
800  Customer 
Specific  Term  Plan, 
US  Sprint  VPN 

Yes 

None 

None 

None 

30  days 

Pass  all  of  the 

21  %  term 
discount  to 
customer  and 
keep  RVPP 
discount  as 
participation 
fee 

Application-specific 

consulting  in  health 
care  industry 

None 

The  800 

Association,  Inc. 
Pottstown,  Pa. 
(215)  327-4404 

Service 

aggregator 

1  year 

18 

months 

WATS,  800 

AT&T 

AT&T  MLCP,  AT&T 
800  RVPP,  AT&T 
800  Customer 
Specific  Term  Plan 

Yes 

Negotiable 

by 

customer 

10%  to  20%  o 

savings 
created  by 
joining  group 

Negotiable 

by  customer 

None 

100% 

Consulting  services 

None 

Equal  Access 
Corp.  —  Equal 
Net 

Los  Angeles 
(800)  736-3533 

Service 

aggregator 

8  months 

4Va  years 

WATS,  800, 
travel  card, 
private  line, 
virtual 
network, 
high-band¬ 
width  lines 
for  video  or 
data 

AT&T 

AT&T  SDN,  AT&T 

MLCP 

Yes 

None 

None 

None 

1  month 

Customer 

retains  percent 
of  discount 
created  by 
joining  group 
based  on 
volume  up  to 
60% 

A  range  of  0+  anc 

1  +  services, 
including  hospitality 
services,  payphone 
and  charge-a-fax 
services;  also  sells 
and  leases 
equipment,  video- 
conferencing 
equipment,  inmate 
phone  systems 

Payphone 

traffic,  pay 

faxes, 

inmate 

phone 

systems, 

hotel  and 

hospital 

systems 

MLCP  =  Mu 
NA  =  No 
RVPP  =  Re 
SDN  =  AT 
VPN  =  Viri 

FOOTNOTES: 

(1 )  The  monthly  at 
Term  Plan,  resulti 

(2)  Garden  State  i 

(3)  Westinghouse 

The  following  c< 
on  this  chart,  pi 

Iti-Location  C 
applicable 
venue  Volurre 
&T  Software- 
ual  Private  N 

iministrative 
ng  in  a  3V2%  i 
s  (a)  a  facilitie 
offers  Phoen 

ampanies  a 
ease  call  Te 

ailing  Plan 

Pricing  Plan 
Defined  Netwo 
stwork 

ee  of  35%  of  th 
mprovement.  T 
s-based  carrier 
x  Network’s  ne 

'e  known  to  a 
leChoice  at  (2 

k 

e  improved  discount  is  billed  90  days  in  arrears.  The  improved  discount  is  determined  by  crediting  each  account  with  1 7V2%,  which  is  subtracted  from  the  21  %  Customer  Specific 
o  this  number,  the  RVPP  discount  of  5%  is  added.  The  fee  is  35%  of  that  number. 

(b)  an  AT&T  aggregator  for  MLCP,  Customer  Specific  Term  Plan  and  800  RVPP,  and  (c)  an  AT&T  SDN  reseller, 
twork  management  services.  Phoenix  uses  Westinghouse’s  network  exclusively  to  carry  its  traffic. 

ggregate  traffic  but  chose  not  to  be  included  in  our  survey:  Centex  Telemanagement,  Inc.  and  Progressive  Communications,  Inc.  Any  companies  not  listed 

03)  645-0471 ,  so  that  you  may  be  included  in  future  charts. 

SOURCE:  TELECHOICE.  INC.,  MANCHESTER,  CONN. 
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Telecom  service  aggregators  and  buying  groups  (continued  from  page  45) 


Company 

Company 

type 

Time  in 

aggregation 

business 

Time  in 
business 

Services 

aggregated 

Carriers 

aggregated 

Plans  presently 
used 

Intrastate 

service 

available 

Onetime 

installation 

fees 

Monthly  fees 
per  account 
and  location 

Annual  fees 
per  account 
and  location 

Contract 

length 

required 

Discount 
sharing  plan 
with  customer 

Other  services  1  Other 
offered  products 

aggregated 

The  Furst  Group 
Vincentown,  N.J. 
(800)  233-4736 

Service 

aggregator 

agent 

1 0  months 

11  years 

WATS,  800, 
travel  card, 
virtual 
network 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan 

Yes 

None 

AT&T  SDN: 
none;  AT&T 
MLCP:  $5  to 
$250  per 
month;  800: 
percentage  of 
savings 
created  by 
joining  group 

None 

Up  to  6 
months 

Pass  on  base 
rates  plus  55% 
of  Expanded 
Volume 
Pricing/Usage 
Reduction  Plan 
on  SDN; 
MLCP/800: 
100% 

Consulting  services 

None 

Garden  State 
Long  Distance 
Telephone 
Morristown,  N.J. 
(201)  539-6900 

Service  ag¬ 
gregator, 
reseller, 
carrier  (2) 

1  year 

1 0  years 

WATS,  800, 
travel  card, 
private  line, 
virtual 
network 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan,  Garden 
State  Long  Distance 

Yes 

$0  to  $50 

Negotiated 
percentage  of 
savings:  20% 
to  28%  of 
savings 
created  by 
Garden  State 

None 

30  days 

MLCP/800: 
100%;  SDN: 
negotiable 

Consulting, 

network 

optimization 

Cellular 

service 

Group  Long 
Distance 
(USA),  Inc. 
Freehold,  N.J. 
(201)  409-3000 

Service 

aggregator 

17  months 

8  years 

WATS,  800, 
travel  card, 
private  line 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan,  local 
exchange  carrier 
discount  plans 

Yes 

Varies  by 
total  dollar 
volume  and 
actual 
customer 
savings, 
number  of 
locations 
and 

features 
required  on 
network 

None 

None 

30  days 

NA 

Free  audit  of 
telecom  inventory 
and  services,  toll 
analysis  software 
and  service, 
automated 
message 
management 
systems,  tariff 
update  services 

Public  pay 

telephone, 

public 

facsimilie 

machines 

International 
Telecom  Group 
Cleveland 
(800)  344-2046 

Service 

aggregator 

13  months 

716  years 

WATS,  800, 
travel  card, 
private  line, 
virtual 
network 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan 

Yes 

None 

Flat  fee  or 
variable 
percent;  flat 
fee:  $35+; 
variable:  50% 
of  savings 
created  by 
joining  group 

None 

3  months 

800:  100%; 
SDN: 

customers 

negotiate 

specific 

percentage 

agreement 

Aggregation 
Manager:  provides 
implementation 
and  consulting 
services  for  aggre¬ 
gators.  Services 
include  order 
processing, 
computer  tracking, 
turnkey  start-up; 
also  provide 
general  telecom¬ 
munications 
consulting 
services;  sell 
channel  banks 

None 

Mid-Corn 

Associates 

Seattle 

(800)  237-9122 

Service 

aggregator 

17  months 

26  years 

WATS,  800, 
SDN 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan 

Yes 

Varies  by 
volume:  $0 
to  $200 

Varies  by 
customer; 
MLCP:  $35  to 
$300;  RVPP: 
varies  by 
volume 

None 

Up  to  3 
years 

Negotiable: 
pass  50%  of 
discount  in 
most  cases 

Consulting  service 

None 

Phoenix 

Network,  Inc. 
Sausalito,  Calif. 
(415)  332-3030 

Rebiller 

5  years 

5  years 

MTS,  WATS, 
travel  card, 
T-1 

AT&T,  MCI, 
US  Sprint  (3) 

AT&T  SDN,  MCI 
Vnet,  US  Sprint  VPN, 
US  Sprint  Network 
WATS,  US  Sprint 
Network  WATS 

Term  Plan 

Yes 

None 

None  . 

None 

None 

NA,  customer 
billed  at 
Phoenix 
Network  rate 

None 

None 

Pentzer  Corp. 
Spokane,  Wash. 
(509)  482-4202 

Service 

aggregator 

1 0  months 

S'M  years 

WATS,  travel 
card 

AT&T 

AT&T  MLCP 

Megacom 

WATS: 

yes; 

WATS:  no; 
Pro  WATS: 
no 

$25  per 

billing 

address 

Varies  by 
customer 
based  on  last 
three  months: 
$10  to  $250 

None 

30  days 

100% 

None 

None 

Phone  America 
Corp.  (PACO) 
Conyers,  Ga. 
(404)  760-1858 

Service 

aggregator 

1  year 

1  year 

WATS,  travel 
card 

AT&T 

AT&T  MLCP 

Yes 

Varies  by 
customer: 
10%  to 
40%  of 
total 
savings 

Varies  by 
customer:  10% 
to  40%  of  total 
savings 

Varies  by 
customer: 
10%  to  40% 
of  total 
savings 

Negotia¬ 

ble 

100% 

None 

None 

TeleCom 

Technologies, 

Inc. 

Oak  Brook,  III. 
(708)  990-6800 

Rebiller 

1  year 

4  years 

WATS,  800, 
travel  card, 
private  line 
(T-1) 

AT&T 

AT&T  SDN 

Yes 

None 

None 

None 

30  days 

No,  customer 
billed  at 
TeleComp 
Technology 
rates 

Electrical 
contracting 
specializing  in 
voice  and  data 
wiring,  including 
fiber  installation; 
AT&T  premises 
distribution  reseller 

Centrex 

Telepool 

Network,  Inc. 
Minneapolis 
(800)  535-2993 

Service 

aggregator 

4  years 

4  years 

WATS,  800, 
travel  card, 
virtual 
network 

AT&T 

AT&T  SDN,  AT&T 
MLCP,  AT&T  800 
RVPP,  AT&T  800 
Customer  Specific 
Term  Plan 

Yes 

None 

Varies  based 
on  type  of 
service  used: 
$50  to  $300 

None 

None 

100% 

None 

None 

Value  Network 
Group 

Southlake, 

Texas 

(817)  488-2575 

Service 

aggregator 

216  years 

10% 

years 

MTS,  WATS, 
800,  travel 
card,  private 
line 

AT&T,  MCI, 

Telecom*- 

USA, 

National 

Telecommu¬ 

nications, 

Inc. 

AT&T  SDN,  AT&T 
MLCP,  MCI  Vnet, 
Telecom 'USA 
Corporate  Billing, 
National  Telecommu¬ 
nications,  Inc.  Plan 

Yes 

None 

$1 0  per  equal 
access  account 

None 

1  year 

Varies  based 
on  volume; 
consortium 
members 
receive 

monthly  rebate 

Sells  and  rents  T-1 
equipment 

None 

The  WATS 

Association 

Burlingame, 

Calif. 

(415)  579-1271 

Service 

aggregator 

subaggre¬ 

gator 

8  months 

2 '/a  years 

WATS,  800 

AT&T 

AT&T  MLCP,  AT&T 
800  RVPP,  AT&T 

800  Customer 
Specific  Term  Plan 

Yes 

MLCP:  $0; 
RVPP: 

$125  per 
client 

800:  varies 
based  on 
usage;  MLCP: 
$5  to  $250 

None 

30  days 

100% 

Sells  AT&T 

telephone 

equipment 

None 

MLCP  =  Multi-Location  Calling  Plan 

MTS  =  AT&T's  Message  Toll  Service 

NA  =  Not  applicable 

RVPP  =  Revenue  Volume  Pricing  Plan 

SDN  =  AT&T  Software-Defined  Network 

VPN  =  Virtual  Private  Network 

FOOTNOTES: 

{1 )  The  monthly  administrative  fee  of  35%  of  the  improved  discount  is  billed  90  days  in  arrears.  The  improved  discount  is  determined  by  crediting  each  account  with  1 716%,  which  is  subtracted  from  the  21%  Customer  Specific 

Term  Plan,  resulting  in  a  3%%  improvement.  To  this  number,  the  RVPP  discount  of  5%  is  added.  The  fee  is  35%  of  that  number. 

(2)  Carden  State  is  (a)  a  facilities-based  carrier,  (b)  an  AT &T  aggregator  for  MLCP,  Customer  Specific  Term  Plan  and  800  RVPP,  and  (c)  an  AT&T  SDN  reseller. 

(3)  Westinghouse  offers  Phoenix  Network's  network  management  services.  Phoenix  uses  Westinghouse's  network  exclusively  to  carry  its  traffic. 

The  following  companies  are  known  to  aggregate  traffic  but  chose  not  to  be  included  in  our  survey:  Centex  Telemanagement,  Inc.  and  Progressive  Communications,  Inc.  Any  companies  not  listed  on 
this  chart,  please  call  TeleChoice  at  (203)  645-0471 ,  so  that  you  may  be  included  in  future  charts.  source:  telechoice  inc.  Manchester  conn 
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“Our  customer  has  a  good  idea. 


He  wants  to  offer  full  service 


communications  network.  So  his 


.  IB  ’  »•*■ 

K 

Pl'jM  j  -1 

n66d6d  most.  I  want  to  uso  our 

Bob  MatTls,  South  Central  Bell 

our  central  office-based  services.  This  lets  him  the  customer  improve  productivity  overall.  And  with 


banking  at  every  branch.  But 
how  can  he  do  it  without 
duplicating  his  departments? 
With  the  equipment  we  sell  and 


centralize  his  operations  with  a  single 


our  people  and  depth  of  resources,  I  can  do  that!’ 


©  1389  South  Central  Bell 


South  Central  Beir 


A  BELLSOUTH  COMPANY 
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See  the  FAXNeT  Form  on  Page  #61 
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( continued  from  page  41) 
service  aggregation,  AT&T  has 
been  validating  some  aggregat¬ 
ors  to  resell  AT&T  services.  AT&T 
has  at  least  six  multilocation,  and 
in  some  cases  multiservice,  dis¬ 
count  plans  that  aggregators  can 
use  to  obtain  higher  discounts. 

However,  problems  have 
quickly  arisen  as  aggregators 
have  targeted  AT&T’s  larger  ac¬ 
counts.  After  all,  the  fastest  way 
to  get  to  higher  discount  levels  is 


by  signing  large  accounts.  Aggre¬ 
gation  has  created  conflicts  in  the 
sales  organization  —  aggregat¬ 
ors  sometimes  underbid  the  car¬ 
rier’s  own  sales  personnel  using 
that  carrier’s  products  but  with 
better  pricing  and  more  flexible 
contract  terms.  Also,  as  multilo¬ 
cation  WATS  customers  switch  to 
Software-Defined  Network 
(SDN)  service,  their  revenue 
leaves  the  local  sales  region  and 
goes  to  New  Jersey,  out  of  the 
hands  of  local  salespeople.  Pre¬ 
dictably,  salespeople  have  been 
upset. 

AT&T  has  made  it  very  clear  to 
its  outside  marketers  that  certain 
areas,  such  as  large  accounts,  are 
off-limits  to  aggregation.  AT&T 
has  gone  so  far  as  to  make  some 
of  its  products  less  attractive  to 
high-end  aggregation  through 
various  tariff  changes. 

Last  year’s  changes  to  AT&T’s 
RVPP  were  explicitly  targeted  at 
making  it  easier  for  customers 
with  revenue  greater  than 
$50,000  per  month  to  get  their 
own  discounts;  AT&T  basically 
took  away  the  margins  in  high- 
end  aggregation  for  that  product. 
AT&T  has  made  similar  changes 
to  SDN  to  make  that  product  unat¬ 
tractive  to  residential  aggrega¬ 
tion. 

In  our  analysis,  AT&T  appar¬ 
ently  wants  aggregators  to  target 
customers  that  spend  in  the  range 
of  $500  to  $5,000  per  month.  In¬ 
deed,  our  survey  found  that  the 
typical  aggregator's  average  cus¬ 
tomer  spends  $3,650  per  month 
in  usage. 

However,  both  MCI  and  US 
Sprint  have  taken  steps  to  ban  use 
of  their  services  in  such  a  capaci¬ 
ty.  In  recent  months,  both  carri¬ 
ers  have  been  adjusting  their  defi¬ 


nitions  of  “customer”  in  an 
attempt  to  rule  out  service  aggre¬ 
gation. 

For  example,  according  to  the 
latest  language  for  one  of  MCI’s 
services,  a  customer  is  defined  as 
“a  trade  association  representing 
business  entities  or  individuals 
within  an  industry,  professional 
or  business  classification;  or  a 
commercial  organization  with  af¬ 
filiated  franchises,  independent 
agents,  independent  distributors 


or  other  multiple  commercial 
representatives;  or  a  buying 
group  not  organized  for  the  pur¬ 
pose  of  qualifying  for  the  dis¬ 
counts  provided  for  herein.” 

Both  MCI  and  US  Sprint  have 
complained  to  the  FCC  about 
AT&T’s  attitude  toward  aggrega¬ 
tion,  complaints  AT&T  has  dis¬ 
missed  as  unwarranted.  It  comes 
down  to  the  FCC  ruling  on  wheth¬ 
er  AT&T  can  legitimately  pro¬ 
mote  aggregation  through  its  tar¬ 
iff  structures.  The  FCC  is  now 
considering  releasing  AT&T  from 
regulation,  so  a  ruling  barring  ag¬ 
gregation  is  not  likely  to  occur. 

One  of  the  most  controversial 
issues  before  the  FCC  is  MCI’s 
claim  that  AT&T  is  targeting  MCI 
and  US  Sprint  accounts  through 
its  aggregator  programs.  MCI’s 
filings  contain  examples  of  con¬ 
tractual  requirements  AT&T  has 
with  aggregators  stating  that,  to 
stay  enrolled  in  a  particular  ag¬ 
gregation  program,  the  aggregat¬ 


or  must  win  specific  levels  of  traf¬ 
fic  away  from  MCI  and  US  Sprint. 

AT&T  maintains  to  the  FCC 
that  such  requirements  do  not  ex¬ 
ist.  AT&T  says  that  it  certainly  en¬ 
courages  such  win-backs  but  has 
not  specified  exact  levels  for  each 
aggregator. 

State  public  service  commis¬ 
sions  (PSC)  are  receiving  pres¬ 


sure  from  regulated  resellers  and 
rebillers  to  start  regulating  ag¬ 
gregators  as  well.  In  the  absence 
of  equal  regulation,  these  resell¬ 
ers  and  rebillers  are  feeling  the 
squeeze  to  convert  to  being  ser¬ 
vice  aggregators  themselves, 
something  all  supplier  carriers, 
even  AT&T,  want  to  avoid. 

In  fact,  some  national  compa¬ 
nies  that  consider  themselves 
telemanagement  firms  refused  to 
be  included  in  this  survey  for  fear 
that  being  listed  with  service  ag¬ 
gregators  would  change  their 
perceived  status  to  that  of  resell¬ 
er.  In  reality,  most  of  these  tele¬ 
management  firms  are  service 
aggregators  by  the  definitions 
used  here. 

PSCs  are  watching  some  ser¬ 
vice  aggregators  for  violations  of 
other  business-related  regula¬ 
tions. 

For  instance,  the  state  attor¬ 
ney  general’s  office  in  West  Vir¬ 
ginia  recently  sued  National 
Communications  Network,  Inc. 
of  Gilbert,  Ariz.,  claiming  the 
company  tried  to  start  a  “pyra¬ 
mid”  marketing  scam,  similar  to 
chain  letters,  using  service  aggre¬ 
gation.  Company  brochures  ex¬ 
plained  that  salespeople  could 
earn  a  new  Mercedes-Benz  car  or 
a  free  trip  for  two  anywhere  in  the 
world  by  signing  up  additional 
sales  personnel  or  meeting  sales 
goals. 

Checking  out  aggregators 

Treat  a  service  aggregator  as 
you  would  any  long-distance 
company  coming  through  your 
door  with  a  sales  pitch.  Before 
signing,  ask  the  following  ques¬ 
tions: 

■  Whose  customer  will  1  be? 

Who  do  I  call  with  a  service  prob¬ 
lem?  Am  I  still  a  customer  of  the 
carrier  or  a  customer  of  the  ag¬ 
gregator?  This  is  the  most  crucial 
question  you  can  ask,  and  the  an¬ 
swer  can  change  over  time. 

Many  aggregators  will  tell  you 
that  nothing  about  your  relation¬ 
ship  with  your  carrier  will 
change,  but  this  may  not  be  the 
case.  In  general,  AT&T  is  shifting 
its  stance  over  who  it  considers 
its  customer  —  the  end  user  or 
the  aggregator.  AT&T  used  to 
consider  the  end  user  as  its  cus¬ 
tomer.  Now,  the  end  user  may  be 


the  customer  of  the  aggregator, 
depending  on  the  service  for 
which  the  end  user  has  signed  up. 

For  example,  if  you  are  an  SDN 
customer  and  you  shift  to  a  parti¬ 
tion  of  an  aggregator’s  SDN,  you 
will  lose  your  AT&T  account  team 
and  become  a  customer  of  the  ag¬ 
gregator,  which  means  you  must 
use  the  aggregator’s  customer 


service  representatives  to  deal 
with  its  SDN  account  team. 

■  How  long  has  the  company 
been  in  business?  Is  this  a 
start-up  firm  whose  sole  purpose 
is  to  aggregate  discounted  traffic, 


or  does  it  have  a  solid  corporate 
history  in  another  aspect  of  tele¬ 
communications? 

It’s  best  to  choose  a  firm  that 
has  been  in  the  business  the  long¬ 
est  and  knows  about  other  as¬ 
pects  of  communications.  This  is 
not  to  imply  that  the  age  of  the 
company  is  the  only  issue.  Some 
younger  companies’  personnel 
have  a  great  deal  of  telecom¬ 
munications  experience  as  well. 
For  example,  will  they  analyze 
your  network  before  recom¬ 
mending  a  solution?  Will  this  cost 
extra? 

■  How  long  has  the  company 
been  aggregating  traffic?  Old¬ 
er  aggregators  tend  to  have  larg¬ 
er  traffic  portfolios.  This  is  not  al¬ 


ways  true,  however.  Some  firms 
have  large  amounts  of  traffic  be¬ 
cause  of  their  other  areas  of  busi¬ 
ness,  For  instance,  when  Equal 
Access  Corp.  became  an  aggre¬ 
gator,  it  already  had  an  embed¬ 
ded  base  of  1+  and  0  +  custom¬ 
ers. 

■  From  what  carriers  does 
the  company  resell  services? 

Most  firms  sell  only  AT&T  ser¬ 
vices.  If  you  aren’t  already  an 
AT&T  customer,  you  will  have  to 
convert  to  AT&T.  Many  compa¬ 
nies  don’t  want  to  depend  on  only 
one  carrier.  A  truly  flexible  ag¬ 
gregator  will  offer  you  a  choice. 
But  AT&T  tries  to  limit  multicar¬ 
rier  aggregation;  remember  that 
aggregators  give  AT&T  a  shot  at 
getting  all  of  a  company’s  traffic. 

■  What  services  from  those 
carriers  does  the  company 
resell?  Some  aggregators  only 


resell  WATS  or  800  services;  oth¬ 
ers  will  sell  virtual  networks, 
travel  cards  and  other  local  or 
long-distance  services  (see  Fig¬ 
ure  1,  this  page).  If  the  aggregat¬ 
or  says  it  uses  a  virtual  network, 


be  sure  to  ask  if  it  is  currently  in¬ 
stalled.  Nowadays,  it  takes  about 
six  months  to  get  a  virtual  net¬ 
work  installed. 

Surprisingly  few  aggregators 
will  help  you  obtain  discounts  for 
private-line  services,  although 
this  could  change  in  the  near  fu¬ 
ture  because  of  the  huge  margins 
that  exist  in  private-line  term 
plans.  Most  will  merely  help  you 
place  orders  for  the  service 
through  the  existing  account.  In 
all,  you’re  better  off  giving  all  of 
your  traffic  to  an  aggregator  that 
can  handle  most  of  your  business. 
■  Is  the  aggregator  a  subag¬ 
gregator  for  any  other  com¬ 
pany?  Some  aggregators  have 
signed  other  aggregators  to  be 


part  of  their  discount  plan.  If  you 
sign  with  a  subaggregator  for 
AT&T’s  SDN,  you  might  have  to 
go  through  two  levels  of  custom¬ 
er  service  before  your  problem  is 
presented  to  your  carrier.  Similar 
problems  exist  for  billing.  If  deal¬ 
ing  with  a  subaggregator,  find  out 
exactly  what  your  relationship  is 
to  all  the  entities  involved. 

■  Who  will  bill  me?  Will  it  be 
the  aggregator  or  the  carrier? 
Again,  this  depends  on  the  indi¬ 
vidual  service.  Some  aggregators 
give  you  a  choice  —  standard 
bills  from  the  carrier  or  custom¬ 
ized  bills  from  the  aggregator. 
Also,  what  experience  does  your 
aggregator  have  with  billing? 

■  Who  is  responsible  for  the 
bill?  While  you  may  pay  your 
monthly  bill,  you  probably  do  not 
have  overall  financial  responsi- 

( continued  on  page  56 ) 


Service  aggregation  plans 


Figure  1 


Service  aggregators  are  using  a  number  of  different 
services  to  combine  traffic  and  gain  larger  discounts. 
Among  the  more  popular  plans  are: 

flf  AT&T  Software-Defined  Network 
'fUf  AT&T  Multi-Location  Calling  Plan 
flf5  AT&T  Revenue  Volume  Pricing  Plan 
CjS§  AT&T  800  Customer  Specific  Term  Plan 
HI  AT&T  Tariff  12 
fU  MCI  Communications  Corp.  Vnet 
US  Sprint  Communications  Co.  VPN 
HR  US  Sprint  Network  WATS 

.R- S S -S 


US  Sprint  Network  WATS  Term  Plan 

Cable  &  Wireless  Communications,  Inc.  Corporate 
Account  Program 

Telecom’USA,  Inc.  Corporate  Billing 


*:®8 


Each  of  these  services  is  detailed  in  the  chart  beginning  on  page  43. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  TELECHOICE,  INC,,  MANCHESTER, 


CONN. 


A 

£ Xggregators  sometimes  underbid  the 
carrier’s  own  sales  personnel. 

AAA 


If  the  aggregator  says  it  uses  a  virtual  net, 
be  sure  to  ask  if  it  is  currently  installed. 

AAA 


Profile  of  a  typical  service  aggregator 

Figure  2 


« 


•  Average  customer  usage 
$3,650  per  month 

•  Been  in  business:  5.5  years 

•  Been  in  the  aggregation  business: 
13.8  months 

•  Number  of  customers  in  program:  1,645 
Number  of  sites  in  program:  2,425 

•  Dollar  value  of  long  distance  aggregated: 
$6  million  per  month 

•  Sells:  AT&T  Multi-Location  Calling  Plan 
AT&T  Revenue  Volume  Pricing  Plan 

T  800  Customer  Specific  Term 


gill  ; 


•  Installing  AT&T  Software-Defined 
Network  for  greater  discounts 

•  Monthly  charges:  50%  of  end 
user’s  improved  savings 

Based  on  a  survey  of  40  major 
sen/ice  aggregators. 
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DATA  COMMUNICATIONS 


RAD 
TO  THE  RESCUE 


THE  PROBLEM: 


4-WIRE 
- // - 


Your  data  communications  wires 
run  between  buildings.  During  a 
thunder  storm,  the 
equipment  fails. 


ASYNC  TERMINAL 


ASYNC 

COMPUTER 


THE  SOLUTION: 


RAD’s  family  of  miniature  short 
range  modems,  SRM-6,  are  transformer-isolated  to  protect 
your  equipment  from  power  surges  and  lightning. 

The  SRM-6  family  has  sync  and  async  modems  for  4-wire  or  2-wire  full  duplex, 
operating  at  data  rates  up  to  19.2  kbps  in  point-to-point  or  multipoint  environments. 
They  are  easy  to  install,  and  operate  without  AC  power. 


data  communications  ltd. 


U.S.  Headquarters 

151  West  Passaic  St.,  Rochelle  Park,  NJ  07662,  Tel:  (201)  587-8822,  Telex:  6502403647  MCI,  Fax:(201)  587-8847 

Circle  Reader  Service  No.  19 


APPLICATIONS:  ISDN 


ISDN  =  I  SEND  DATA  NOW! 

With  ManyLink  for  ISDN 

Share  Printers.  Put  your  printers  where  the  users  are  with  no  added  hardware  or 
complications. 

Quickly  Send  Messages.  Its  simpler  than  PROFS  or  All-In-One. 

Convenient  File  Transfer.  Point  and  shoot  menus  and  background  transfers  in¬ 
crease  productivity  and  eliminate  sneaker  net. 

Easy  to  Use.  ManyLink  requires  no  time  consuming  or  costly  end  user  training. 

ManyLink  for  ISDN  is  a  great  way  to  get  your  users  connected  to  each  other. 
With  no  effort  they  can  share  files  and  printers  and  quickly  send  messages.  Why 
let  your  data  lines  sit  idle  when  the  ultimate  PC/ISDN  communication  application  is 
available  now? 

Call  ManyLink  Corporation  today  to  evaluate  ManyLink  for  ISDN  or  for  free  infor¬ 
mation  on  peer  to  peer  ISDN  communications. 

ManyLink  Corporation 
P.O.  Box  350 
Redmond,  WA  98073 
(206)  881-5060 

All-In-One  is  a  registered  trademark  of  Digital  Equipment  Corp. 

PROFS  is  a  registered  trademark  of  IBM  Corp. 

ManyLink  and  ManyLink  for  ISDN  are  registered  trademarks  of  ManyLink  Corp. 

®1990,  ManyLink  Corp. 
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ManvLink 

CORPORATION 


NETVIEW-NET/M ASTER  NETWORK  MANAGEMENT 


We’ve  Got  the  Guts  ... 

You  Get  the  GLORY! 


•  •• 


NETVIEW  LPDA  CHIP  SET 


NetView  device-level  management  is  now 
available  in  a  revolutionary  new  single  chip 
set.  The  power  of  advanced  LPDA  modem 
or  DSU/CSU  diagnostic  control  functions  is 
provided  in  one  OEM  module.  NetQucst’s 
C-100  VLSI  chip  set  offers  easy  integration 
into  any  transmission  device.  It  is  compact 
(4"  x  2.75")  and  low  in  cost,  yet  high  in 
reliability  and  performance. 


MAKES  MODEMS  NETVIEW  COMPATIBLE 


NetView  (Net/Master)  management  functions  for  analog  or  digital,  leased  or  dial-up 
transmission  products. 

Line  speeds  from  50  bps  to  72  Kbps.  Requires  only  5V  DC 

Easily  added  to  diagnostic  or  non-diagnostic  modems  and  DSU’s,  Hayes  AT  (V.25  bis) 
compatible  modems,  switched  DSU’s  and  similar  products. 

No  software  and  minimal  hardware  engineering  effort  required  for  target  modem.  May  be 
customized  to  fit  specific  space  requirements. 

Connectivity  to  the  target  modem  via  two  TTL  serial  ports,  allowing  module  to  be  installed 
in-line  with  the  modem’s  serial  TTL  data  interface. 

May  be  controlled  over  a  standard  microprocessor  bus  as  an  intelligent  communication 
peripheral. 


NetQuest’s  C-100  is  all  that  you  need  to  compete  in  the  NetView  modem  arena, 
and  become  compatible  with  the  industry’s  most  popular  network  management 
system.  Act  now  ...  competitive  modems  require  competitive  network 
management. 


ASK  ABOUT  OUR  OTHER  LPDA  PRODUCTS: 

V.32  MODEMS  .  CONTROLLERS  .  DSU/CSU’s  .  LDM’s 


NetQuest  Corporation 


129H  Gaither  Drive,  Mt.  Laurel,  NJ  08054 
(609)866-0505  .  FAX  (609)866-2852 

Registered  Trademarks:  NetView®  IBM  Corporation,  Net/Master®  Cl NCOM  Systems,  Inc. 
Circle  Reader  Service  No.  16 


AUTOMATIC  T1  PROTECTION 


playing 

RUSSIAN  ROULETTE 

with  your  T1  LINES? 


Unprotected  T1  lines  are 
dangerous.  They  put  your 
critical  data  at  risk. 


Lqrus 


Larus  Automatic  Protection 
Switch  Systems  safeguard 
T1  lines. 

Choose  from  a  broad  line  of 
Larus  automatic  protection 
switch  equipment. 

408/275-9505 


Larus  Corporation  848-3  East  Gish  Road  San  Jose,  CA  95112 
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COMMUNICATIONS  TRANSPORT  SYSTEM 


Free  from  the 
Siemon  Company 

The  CTS 
Design  Workbook 


Plan  your  own  Communications  Transport  System  (CTS)  using  the  Siemon  Company's 
new  CTS  Design  Workbook.  The  workbook  covers  everything  from  building  entrance  to 
workstation  to  show  you  how  you  can  wire  new  buildings  easily  and  economically  using 
unshielded  twisted-pair  technology. 

This  flexible,  high  quality  system  is  backed  by  Siemon's  quality  products  and  technical 
support  staff. 

For  clear,  uninterrupted  signals  and  adaptability  for  changing  needs  -  wire  right  with  the 
Siemon  Company.  Send  this  card  in  for  a  free  CTS  Design  Workbook  today. 


76  Westbury  Park  Rd. 
Watertown,  CT  06795 
Phone:  (203)  274-2523 
FAX  (203)  274-0940 


THE  w® 

SIEMON  COMPANY 
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Service  and  Innovation  Since  1903 


DATACOMM  MATRIX  SWITCH 


NEW  DIMENSIONS 
Distributed  Tandem  Matrix  Switch 

LARGEST  CAP AC1TY  Smallest  Size  lowest  cost 


MTRX-500 

MTRX-4000 

MTRX-8000 

Salient  Benefits: 


512  Ports  up  to  64  Kbps  7%" 

4096  Ports  up  to  64  Kbps  15" 

8192  Ports  up  to  64  Kbps  28" 


Fractional  T-l,  from  64  Kbps  to  2.048  Mbps 

98%  Cable  Reduction,  Twisted  Pair  4000  ft  DTE  to  DCE 

LAN -based  PC  Control  -  Ethernet  or  Token  Ring 

NetView  PC  or  Cincom  NetMaster  Universal  Workstations 

User-Controlled  Database  -  dBase  III  PLUS  or  dBase  IV 

Integral  BERG/BERT  and  S.A.M.  Test  Functions 

30,000  ports  installed  at  RBOCs  and  Fortune  1000  Companies 

Datacomm 
Management 
Sciences  Inc. 


"The  Responsive  Ones" 
Norwalk,  CT  203-838-7183 
FAX:  203-838-1751 
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DIAL-UP  MANAGEMENT 


Communication  Devices  Inc 
XYZ  Co  Inc  Dits  Bate 


NETWORK  WINDOWS 


Wed  Not  17  07  13  09  1967 


DATE 

1WI7/67 

11/17/67 

11/17/87 

11/17/87 

11/17/87 

11/17/87 

11/17/87 

11/17/67 


TIME  GROUP  IDEKT  Modem*  PROBLEM 
08  23  17  I  1028  5  Ring  No  Ansver 

08  23  17  I  1028  5  Modem  Busied  Out 

06*5  21  .  2  NY  3 _ 23  Carrier  Loss 

08  51 


Communication  Devices  Inc 
06  59  XYZ  Co  .  Inc  Data  Base 
0921 
103S 
1 0  47 


NETWORK  WINDOWS 


d  Nov  17  07  13  09  1987 


|  1024  1025  1026  1027  1028  1029  1030  1031  1032  1033  2059  2060 

2061  2062  2083  2064  2065  2066  2067  2068 1|  NY  I  NY  2  NY  3  NY  * 

NY  S  NY  6  NY-7  PHLI 
I  FIRE  H2  O  #2424  2425 


NETWORK  WINDOWS 


2*34  2*35  2*36  2437 
2446  2447  2448  2449 

2458  2*59  2460  2461 
2470  2471  | 7706  7707 


Activity 

/ESC  > 

DIAL  UP  MODEM 
MANAGEMENT 


Any  Vendors  Modem 
Any  Speed 

Any  Type,  Including  V.32 

Operating  in  10  Countries 
Field  Proven  since  1 983 

NETWORK  WINDOWS^ 
PC  Based  System 


DAILY  USAGE  &  ERROR  REPORTS 
AUTOMATIC  BUSY  OF  “RING  NO  ANSWERS” 
MODEM  VENDOR  INDEPENDENT 


m  y 


Call  or  write  for  information  &  DEMO  Disk 
Communication  Devices  Inc. 

1  Forstmann  Ct. 

Clifton,  NJ  0701 1 

Phone  1-800-359-8561  FAX  (201)  772  0747 
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DISASTER  RECOVERY 


AUTOMATIC  BACK-UP 
OF  DIGITAL  CIRCUITS 

Dataprobe's  Automatic  A/B  Switches  allow  digital 
circuits  to  be  backed  up  by  switched  analog  or  digital 
services. 


DTE 


K-AB-232 

K-AB-V35 

K-DR7 

K-56 

SMART-LINE 


Industry’s  Most  Versitile  Automatic  RS-232  A/B  Switch. 
V. 35  Version  for  High  Speed  Circuits. 

Back-up  56KBS  DDS  with  V. 32  Modems. 

Security  Back-up  with  Switched  56  Services. 

Dial-In  Remote  Control  for  any  A/B  Switch. 


(f)z 


D 


170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 


Circle  Reader  Service  No.  7 


DS/1  TESTING 


Get  Dual-Line  T1/DS1  Monitoring 
Hand  Signaling  Analysis 


The  Model  5110 

•  Dual  Line  Performance  Monitoring 

•  Signaling  Bit  and  Traffic  Displays 
»  Controlled  Slip  Estimation 
»  Channel  Access  Features 

•  Wink  Measurement 

•  Dialed  Digit  Display 

10  Lyberty  Way 
Westford,  MA  01886 
(508)  692-5100  •  1-800-828-8766 
Fax  (508)  692-1938  •  Telex  750245 

Stau-tron 


Circle  Reader  Service  No.  8 


Send  For  Free  Info 

NW  Apr  90 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Company 
Phone  ( 

Street  _ 

City _ 

State  _ 


Zip. 


NW  Apr  90 


(Expires  7/31/90) 
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ETHERNET  LINE  MONITOR 


LAN  INSTALLATION  AND  SERVICE 


NetLidit-1 


PrdVIQes  On-Line  NetvRWK" Status  Indie 

•  Provides  Valuable  Troubleshooting  Information 

•  Easy  to  Install 

NetLight-l  is  a  line  monitor  for  the  ETHERNET 
or  IEEE802.3  Attachment  Unit  Interface. 

It  is  available  in  two  versions. 

Version  A  provides  LED's  that  indicate 
when  a  station  is  transmitting,  receiving, 
or  experiencing  a  Signal  Quality  Error. 

Version  B  provides  these  same  indicators 
and  also  provides  connectors  for  attaching 
an  oscilloscope  to  monitor  the  signal  waveforms. 

This  simple  device  is  useful  for  both  troubleshooting  and  for 
providing  immediate  feedback  of  network  status  to  the  station  operator. 


please  call  1-800-525-2141  or  contact: 
Knowledge  Implementations,  Inc. 

32  Conklin  Road,  Warwick.  New  York.  10990  (914)986-3492  FAX  (914)986-6441 
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Circle  Reader  Service  No.  9 


LAN  AND  WAN  CONNECTIVITY 


PLUG  YOUR  PC/AT 
DIRECTLY  INTO 
HIGH-SPEED  DIGITAL 
SERVICES. 

PROMPTUS  T-1  ACCESS  MODULE 
AT  Bus-compatible  WAN  Adapter 


On  Board  T1  CSU/DSU 


■  Provides  fully  integrated  access  to 

Tl:  1.544  Mbit/s 
FT1: 56  to  1536  Kbit/s 
CEPT:  2.048  Mbit/s 
Primary  Rate  ISDN 
Switched  56  with  Tl  Access 

■  Greatly  reduces  network  file  transfer 
time. 

■  Includes  X.25  file  transfer  software. 

■  Plugs  into  single  16-bit  PC/AT  slot. 

PROMPTUS 

Circle  Reader  Service  No.  10 


On  board  CSU/DSU  eliminates 
external  equipment,  lowers  costs. 
Applications  include  network  gate¬ 
ways,  routers,  LAN  bridges,  facsimile 
servers,  switches,  graphic  file  transfer 
and  more. 

Efficient  shared  memory  interface. 

Call  or  write  for  complete  information: 

Promptus  Communications,  Inc. 

Portsmouth  Business  Park,  Portsmouth,  RI 02871 
Tel:  (401)  683-6100  FAX:  (401)  683-6105 


TOOL  KITS 

NEW  JENSEN  JTK®-8  ETHERNET  SERVICE  KIT 


Now  in  one  compact  kit,  everything  you  need  to  install 
or  maintain  Ethernet,  either  thick  or  thin  wire. 

Special  tool  selection  includes  toggle  style  strippers  to 
speed  coaxial  cable  preparation.  High  leverage  cable 
cutter  easily  cuts  even  plenum  rated  cables  cleanly  and 
efficiently.  Full  cycle  ratcheting  crimper  with  dies  for  N- 
Style  and  BNC  connectors.  Unique  hand  drill  tool  for 
installing  non-intrusive  transceiver  taps.  RS232  stripper 
and  crimper  for  fabricating  transceiver  drop  cables 


Along  with  these  specialized  tools  there  are  nutdrivers, 
Torx  drivers,  Phillips  and  slotted  screwdrivers,  pliers,  hex 
keys,  soldering  equipment  and  more. 

The  tools  are  contained  in  a  1 3-1/2  x  1 0  x  2-1/2"  gray 
Cordura  Plus  zipper  case  with  various  size  pouches  and 
elastic  straps  to  hold  the  tools  securely.  Charge  Visa, 
Mastercard  or  American  Express. 

JTK-8  Tool  Kit  ...  $349.00 


jgnsgntooLs  INC. 

Dept.  599  7815  South  46th  St.,  Phoenix,  AZ  85044 
Phone:602-968-6231  TWX:  910-9950-0115 


FREE  CATALOG 

Hard-to-find  precision 
tools,  test  equipment, 
and  tool  kits.  Send  for 
your  free  copy  today! 


Circle  Reader  Service  No.  15 


LINE  STATUS  INDICATOR 


(rest 


introduces.... 

THE  LINE  STATUS  INDICATOR 
(Line  Powered) 


*  Know  at  a  glance  if  line  is  busy 

’  Know  at  a  glance  if  your  fax  or  modem  is  in  use 

*  Ideal  for  workstations  or  party  line 

*  Ready  to  use  in  minutes 

*  Available  in  2500  faceplate 

*  Made  in  USA,  lifetime  guarantee 

Call  Today  for  More  Information 

„  4 ^  4  .  .  800-452-7378 

Crest  Industries,  Inc. 

201  Frontage  Rd.  N.  Suite  B,  Pacific,  WA  98047 

Circle  Reader  Service  No.  4 


Profits  come  from  sales... 

Sales  come  from  leads... 

Leads  come  from  an  ad  in  ActionCenter!! 

Network  World  is  the  only  publication  that  gives  you  weekly  exposure  for  a  month,  directory-type  pages, 
and  bingo  card  response  -  all  for  one  cost-effective  price! 

Call  today  and  generate  leads  and  profits  from  your  300,000  impressions  in  Network  World’s  Action  Center. 
Joan  Bayon  Pinsky  Susan  Egan  (Pacific  &  Mountain  Time) 

508-875-6400  7 1 4-250-3006 
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We  Can  Make  Your  Connections. 


And  do  it  fast!  By  getting  Nevada  Western  voice  and  data  products  for 
moves  and  changes  to  you  when  they're  needed. 

Wise  Components  has  the  network  interconnection  devices  for  RS 
232,  coax,  twinax,  BNC/TNC  (Wang)  and  IBM-type  cabling.  Including 
patch  panels  and  all  kinds  of  baluns. 

And  because  we  can  provide  you  with  Nevada  Western’s  Wire  Man¬ 
agement  System,  confusion  is  eliminated,  installation  simplified.  Which 
means  you’ll  profit  from  lower  installed  costs. 

Now  you  can  provide  superior  connections.  But  best  of  all,  you’ll 
connect  with  Wise’s  superior  service. 

28  Henry  Street 

Greenwich,  Conn.  06830  . . "" . . 

In  Conn.  800  852  8557  •  Fax:  203  531  4859 

Circle  Reader  Service  No.  20 


_ NETWORK  PLANNING _ 

GrafNet  provides  instant  visual  displays  of 
network  topologies... 


PC  Software  allows  easy  viewing  of  network  configurations. 

FEATURES: 

*  Built-in  database  automatically  converts  Area  code/Prefix  to  an  on  screen  geographical 

location. 

*  Add  and  delete  lines  and  nodes  through  our  friendly  Microsoft  Windows  interface. 

*  View  topology  nation-wide  or  on  a  state  by  state  basis. 

*  Zoom  in  on  a  geographical  area  for  closer  viewing. 

*  Print  and  plot  to  any  device  supported  by  Microsoft  Windows. 


$450 

FREE  DEMO  DISK 


Call  today  for  more  information:  (408)  446-9598 
Network  Dimensions,  Inc.  5339  Prospect  Road,  Suite  122,  San  Jose,  CA  95129 

  Circle  Reader  Service  No.  3 


WISE  COMPONENTS  INC 


800  5434333  • 


Advertise  in  ActionCenter 

Ads  run  for  entire  month  (4  or  5  issues) 

4  sizes  available: 

2  5/16”x4”  -  $1550  per  month 
4  13/16”x  4”  -  $1850  per  month 
4  13/16”x  8”  -  $3700  per  month 
9  5/8”  x  4”  -  $3700  per  month 

Call  for  information: 

Joan  Bayon  Pinsky  800-622-1108  (In  MA  508-875-6400) 
Pacific  &  Mountain:  Call  Susan  Egan  714-250-3006 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  “short  at 
306  ft”.  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Rnd  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 


M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 

Call  for  Info 


Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 

Circle  Reader  Service  No.  1 1 


PC  BASED  PROTOCOL  ANALYZER 


A  PC-based  protocol  analyzer  that 
speaks  your  language.  Plain  English! 


 I 


!5Nrt  Fr.mi:  Dfi.odi: 
Proy rr.si ve  Enn^ii  t  i  ny  .  Ini  '  *<|”» 


Snyiurnre  Niinber  Fie  14  ii.'NI  .' 
THftNSh  lUS 1UN  HEADER  > 


1  HI 1H1H1 1 

Request  Response  I  n4 irntor ■ 
llll  C.iteyory  ’ll'  (Iff 

reserved  hih:; '  ’h' 

Eiirnrtt  Indicator:  1 
Sense  D«*ta  Included  Ind  ic«itnr •' 
Hey  i  n  Clin  i  n  Indicator-  1 
End  C  Im  i n  Indira  top  1 
1  1HHHHH8B 

Definite-  Response  1  Indira  tor: 
RESERVED  RIT(S>  H 
Definite  Response  .!  Indicator 
Exception  Response  Indicator  1 


LMI  is  a  trademark  of  Progressive  Computing,  Inc. 

Circle  Reader  Service  No.  12 


Now  you  can  analyze  data  and  zero  in 
on  errors  more  quickly.  The  LMI 
Protocol  Analyzer  gives  you  easy-to- 
read  decodes  spelled  out  in  plain 
English.  It  uses  exact  language  from 
the  standards  for  X.25,  SNA,  QLLC, 
and  Q.931  protocols. 

With  the  LMI,  you  don’t  miss  a  bit.  It 
displays  and  explains  every  bit  in  a 
frame.  It  also  highlights  key  details. 

In-depth  analysis  in  plain  English.  To 
see  how  the  LMI  can  expand  your  test 
equipment  vocabulary,  give  us  a  call 
at  (708)  574-3399. 


■  Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 

Oak  Brook,  IL  60521  USA 

(708)  574-3399  FAX  (708)  574-3703 


PROTOCOL  ANALYZER 


Omni  I/O 


TM 


PC  Based  Protocol  Analyzer 

$495 

•  Fast,  friendly  user  interface. 
Excellent  data  visibility. 


•  y  ‘  i  V  a 


Integrated  data  capture,  analysis,  DOS  file  storage.  Named 
configurations,  formatted  print. 

Async,  Sync,  BOP's  (SDL.C,  X.25,  etc.),  Transparent,  ASCII, 
EBCDIC,  IPARS,  user  defined. 

■  Fits  PC,  AT  compatible,  386  and  Laptop  with  standard  bus  and 
CGA,  EGA  or  VGA. 

Programmable  -  API  ($695)  for  unprecedented  power  and  flexibility. 


Circle  Reader  Service  No.  13 


Romney,  WV  26757 


P.O.Box  2040, 151-C  Jersey  Mt.  Road,  Romney,  WV  26757  •  304-822-3086 
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PROTOCOL  ANALYZER 


MONITOR  4  LINES 
FOR  THE  PRICE  OF1! 

with 

-(  m-scope  V 

nATA  I  INF  MONITOR——' 


DATA  UNE  MONITOR- 
Multi-Line  Data  Line  Monitor  •  Management  Reports 


ALL  Transaction  Exceptions 
Records  Logged  to  Disk 

Response  Time  Analysis 

Easily  Expandable  to  16-Lines 


Line  Utilization  &  Error/Status 
Records  Logged  to  Disk 

Best  Line  Analysis  Available 

Trouble  Ticketing 


Previously  Available  Only  to  the  Largest  SNA  &  PARS  Networks. 

Takes  Performance  Analysis  One  Step  Furtherl 

We  Make  Data  Communications 


mcodaram} 

corporation  — — ' 


corporation 

The  Data  Communications  Specialists' 


{easy 


4040  Nine/McFarland  Fid.  #800  •  Alpharetta,  GA  30201 
(404)664-3510  -  (404)  664-3610  FAX  •  (800)726-0278 

Distributors  and  Dealers  Inquire 


Circle  Reader  Service  No  30 


TEST  EQUIPMENT 


FULL  RANGE  ANALOG 
•\  TESTING-HAND-HELD 
CONVENIENCE 


I  Level/Frequency 
I  Noise  and  noise  with  tone 
!  Signal-to-Noise  (S/N)  ratio 
l  Peak-to-Average  Ratio  (P/AR) 
I  Impulse  noise 
I DTMF/MF  and  pulse  dialing 
I  IEEE/Bell  and  CCITT  versions 

PRICE:  $1,99500 

Circle  Reader  Service  No.  21 


ElcctrocJcitciJnc. 

23020  Miles  Road 
Bedford  Heights,  Ohio  44128-5400 
Call  Toll-Free  1-800-441-6336 
(216)  663-3333  TWX:  (810)  427-2280 
FAX:  (216)  663-0507 


Network  World 's  Direct  Response  Card 
Decks  can  be  your  trump  card  for  generating 
quality  leads  and  boosting  your  sales.  When  you 
advertise  in  our  decks,  your  message  reaches 
audited  buyers,  for  just  pennies  a  contact.  And 
with  your  advertising  message  on  one  side  and 
your  company  name  and  address  on  the  other, 
we  make  it  easy  for  our  readers  -  your  custom¬ 
ers  -  to  respond  to  your  message. 

For  information  on  issue  dates,  closings  and 
rates,  call: 


Joan  Bayon  Pinsky 
Sales  Director! 

Product  Classified  Advertising 
1-800-622-1108 
(or  in  MA  508-875-6400) 

Your  marketing  success  is  in  the  cards  — 
Network  World's  Direct  Response  Cards. 

Circle  Reader  Service  No.  32 


Susan  Egan 
Account  Executive 

714-250-3006 
(Mountain  and  Pacific 
time  zone  advertisers) 


TIMING  SIGNAL  GENERATOR 


NETWORK 

SYNCHRONIZATION 

INTERFACE 

■  Isolates  From  Reference 
Faults 

■  Clean,  Accurate  Output 


Monitors  Network 
Performance 


ACCU-SYNC  3800 
Timing  Signal  Generator 

The  ACCU-SYNC  3800  ideally  meets  synchronization  requirements  of  private 
networks.  Captures  average  frequency  and  isolates  from  interruptions,  jitter  and 
wander  of  DS1  or  56  kb/s  reference.  Gracefully  accepts  Cesium,  Loran,  GPS  or  WWVB 
as  primary  or  secondary  Stratum  1  source.  ACCU-SYNC  3800  —  it’s  the  answer. 

For  more  information  call : 


III 


/(©AUSTRON 

TELECOM  PRODUCTS  GROUP 


INC 


AUSTRON,  INC 

P.O.  Box  14766 
Austin,  TX  78761-4766 
(512)  251-2313 
FAX  (512)  251-9685 


AUSTRON,  INC 

1 930  Isaac  Newton  Sq.  Suite  1 1 1 
Reston,  VA  22090 
(703)  471-7963 
FAX  (703)  689-4684 

Circle  Reader  Service  No.  14 


F  T  S,  INC. 

34  Tozer  Road 
Beverly,  MA  01915-5510 
Toll  Free  1-800-544-0233 
FAX  (508)  927-4099 


X.25  NETWORK  CONNECTIVITY 


TIL  Systems  has  added  Emucom  dial  technology  to  its  product  line  and  now 
proudly  offers  a  new  dimension  to  its  exciting  array  of  X.25  solutions. 

Whether  your  environment  is  standalone,  LAN,  Async,  SNA,  or  BSC;  over  dialup  or 
leased  line, 

We  Have  The  X.25  Solution  For  You! 

*  X.25/X.32  monopads  and  outdial  products 

*  3270  SNA 

*  3270  DSP/DSI 

*  5250 
*3780 

*  LAN  Gateway 

*  APIs  for  DOS  and  UNIX 

*  Multi-Session/Multi-Program 

TIL  offers  a  wide  variety  of  hardware  configurations  ranging  from  PC  half-cards  to 
a  16  port  multi-protocol  unit. 

All  TIL  products  are  CCITT  compliant  and  are  fully  network  manageable.  Optional 
DES  encryption  is  available  as  a  security  feature. 

CALL  TODAY  FOR  INFORMATION! 

TIL  SYSTEMS,  INC. 

225  Stedman  Street,  Bldg.  27 
Lowell,  MA  01851 


(508)  970-1189 


FAX  (508)  970-1295 


Circle  Reader  Service  No.  31 


PHONE  ACCESSORIES 


toftt  Jrawwad 


The  Hello  Direct  Catalog  has  hundreds  ot  ideas 
for  improving  the  efficiency  and  convenience  of 
using  your  business  telephone.  Inside  this  or¬ 
der-direct  catalog,  you'll  find  headsets,  fax  and 
cellular  products,  call  amplifiers,  cost  control 
devices,  modular  cords  and  connectors,  and 
much  more.  Plus  you’ll  enjoy  toll-free  ordering, 
knowledgeable  sales  help,  and  a  risk-free,  no 
hassle  guarantee. 

To  start  your  free  subscription  call: 

HELLO  Direct  800-HI-HELLO 

ww  That's  800-444-3556. 

Hello 

- -£)wx£r- 
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For  Information 
On  Advertising 
In  ActionCenter 

Call  Or  Write: 

Joan  Bayon  Pinsky 
at  1-800-622-1108 
(or  in  MA  508-875-6400) 

The  Meadows, 

161  Worcester  Road,  Box  9172, 
Framingham,  MA  01701-9172 

Pacific  &  Mountain: 

Susan  Egan  at  714-250-3006 
1 8008  Sky  Park  Circle, 
Suite  145,  Irvine,  CA  92714 
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NETWORKING  MARKETPLACE 


SEMINARS/TRAINING 


tion 


C0t(1  laiVOtV 
\SSOC'aU 


prog*®1®1 


June  17-22,  1990 
University  of  Colorado 
Boulder,  Colorado 


NWMn 


For  a  free  brochure, 
call  or  write: 

INTERNATIONAL 
COMMUNICATIONS 
*TW  ASSOCIATION 

12750  Merit  Drive,  Suite  710,  LB-89 
Dallas,  Texas  75251-1240 
1-800-ICA-INFO 


Hear  the  latest  from  leading  industry  consultants  and 
vendors  on  what  the  next  decade  holds  for  your  corp¬ 
oration's  local,  metropolitan  and  wide  area  networks. 

The  program  will  provide  extensive  information  on  network 
design  and  management,  including  planning  for  disaster 
recovery,  hybrid  networks,  when  to  use  consultants,  and 
the  impact  of  regulation. 

Escape  to  the  relaxed  atmosphere  of  the  Rocky  Mountains. 
This  program  is  designed  to  provide  a  full  week  of  in-depth 
technical  information  and  hands-on  training  in  an  environ¬ 
ment  conducive  to  small  group  discussions  and  one-on-one 
assistance.  Taught  in  the  telecommunications  laboratories 
and  classrooms  of  the  University  of  Colorado  at  Boulder, 
you'll  be  exposed  to  leading-edge  technologies  and 
applications.  Register  today.  Enrollment  is  limited  to  the 
first  130  persons. 

See  the  FAXNeT  Form  on  Page  #61 


TELEtUtOf 


COMPUTER-BASED  TRAINING 

B  LOCAL  AREA 
NETWORKING 

B  X.25  IN  MODERN 
DATA  COMMUNICATIONS 

B  T1  TRANSMISSION 
BASICS 

Find  out  why  thousands  of  companies 
use  Teletutor  to  solve  their  data  and 
telecommunication  training  needs. 

Call  for  FREE  catalog 

1-800-542-2242 

(603)  433-2242 


DATA  COMMUNICATIONS!  FAX  |  MODEMS 


RJE  FOR  PC’s 

Complete  Bisync  2780/3780  and  SNA  3770  RJE  emulation  for  PC’s  and 
PS/2’s.  Execute  batch  jobs  automatically  to  or  from  your  IBM  host  in 
JES2/3.  Featuring... 

•  IBM  Mdl  3777-1  support 

•  Up  to  19.2K  bps  thruput 

•  Unattended  operations 

•  Printer,  card  punch  and  console  support 

•  Data  compression  and  transparency 

•  PC-to-PC  connectivity 

Full  warranty  •  Immediate  delivery 

From  as  low  as  $249 
Call  (800)  767-4844  today! 


The  following  advertisers 
appear  on  the  FAXNeT  form  on  page  #61 : 

All  The  Fax 

ICA  Teletutor 


NETWORK 
FAX  POWER 


Introducing 

NETFAX 

The  Local  Area  Network 
Facsimile  Server 


ONLY  $995.00 


*  Includes  facsimile  modem  &  network 

software. 

*  Send  fax  messages  from  any 

workstation. 

*  Merge  text  and  graphics. 

*  Automatic,  personalized  cover  sheets. 

*  Can  both  send  &  receive. 

Reserve  your  copy  today 

*  Required  dedicated  PC.  _ 


800-289-3329 
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NETWORKING  CAREERS 


It’s  Easy  To  Place  Your  Recruitment  Ad  In  Network  World! 

All  the  information  you  need  is  right  here. 

The  following  information  will  help  you  determine  the  size  ad  you’d  like  to  run  and  when  you’d  like  to  run  it. 

RATES: 


Lines 

$  Per  Line 

0-699 

’$8.00 

700-1,399 

$7.30 

1,400-2,799 

$7.00 

2,800-4,199 

$6.65 

4,200-5,599 

$6.30 

5,600-6,999 

$6.00 

7,000-8,399 

$5.65 

8,400-18,199 

$5.30 

18,200-36,399 

$5.20 

36,400-54,599 

$5.10 

54,600-72,799 

$5.05 

72,800  + 

$5.00 

Your  price  will  depend  on  the  size  of  your  ad.  The  1990  lx  open  line  rate  is  $8.00  per  line  or  $1 12.00  per  column  inch. 

The  mimimum  ad  size  is  two  column  inches  (1-1/4”  wide  by  2”  deep)  and  costs  $224.00.  You  can  run  larger  ads  in  half¬ 
inch  increments  at  $56.00  per  half  column  inch. 

U.S.  box  numbers  are  available  and  cost  $15.00  per  insertion. 

TAB  PAGE  DISCOUNT:  Tab  pages  are  discounted  10%. 

FREQUENCY  DISCOUNT:  Run  your  ad  twice  in  four  weeks  and  get  the  second  ad  for  1/2  price. 

SAMPLE  AD  SIZES  AND  PRICES:  To  assist  you  in  planning  your  recruitment  advertising,  the  following  shows 
common  ad  sizes  and  their  respective  costs  at  the  lx  open  line  rate.  (All  are  at  gross  cost).  15%  agency  commission 
applies. 


Tab  page 

1  column  x  2” 

2  columns  x  2” 

3  columns  x  3” 

4  columns  x  5” 

5  columns  x  7" 


$8,820  ($9,800-10%  discount) 
$224.00 
$448.00 
$1,008.00 
$2,240.00 
$3,920.00 


PAYMENT:  If  you're  a  first-time  advertiser  or  if  you  haven’t  established  an  account  with  us,  we  need  your  payment  in 
advance  (or  with  your  ad)  or  a  purchase  order  number.  Once  you  have  established  an  account  with  us,  we'll  bill  you  for 
any  ads  you  run  as  long  as  your  payment  record  is  good. 

CAREERS  NETWORK  BUYS:  You  can  take  advantage  of  special  rates  that  let  you  run  your  ad  in  Network  World 
and  Network  World’s  sister  newspaper  Computerworld  at  special  rates.  Call  for  details. 

CLOSING  DATES:  To  reserve  space,  you  need  to  call  us  by  5:30  P.M.  Eastern  Standard  Time,  12  days  prior  to  the 
Monday  issue  date.  We  need  your  ad  materials  (camera-ready  mechanical  or  copy  for  pub-set  ad)  by  5:30  P.M.,  7  days 
prior  to  the  weekly  issue. 

AD  COPY:  We’ll  typeset  your  ad  at  no  extra  charge.  You  can  give  us  copy  via  phone,  U.S.  mail,  or  FAX.  To  typeset  an 
ad  for  you,  we  need  clean,  typewritten  copy.  Figure  about  30  words  to  the  column  inch,  not  including  headlines.  (There 
are  seven  columns  on  each  page.) 

LOGOS  AND  SPECIAL  ARTWORK:  Any  logos  or  special  artwork  should  be  enclosed  with  your  ad  copy.  For  best 
reproduction,  please  send  us  either  a  stat  of  your  logo  or  a  clean  sample  on  white  bond  paper. 

COLUMN  WIDTHS  AND  MINIMUM  DEPTHS:  Your  ad  can  be  one  of  seven  different  widths.  There  is  a  minimum 
depth  requirement  for  each  width.  You  can  also  run  larger  ads  in  half-inch  increments.  The  chart  below  can  serve  as  a 
reference.  There  are  1 ,400  lines  to  a  page. 


NUMBER 

OF  COLUMNS 

MINIMUM 

DEPTH 

WIDTH 

1  column 

1-1/4” 

2” 

2  columns 

2-5/8” 

2” 

3  columns 

4-1/16” 

3” 

4  columns 

5-9/16” 

4” 

5  columns 

6-15/16” 

5” 

6  columns 

8-3/8” 

6” 

7  columns 

9-3/4” 

7" 

For  further  information: 

Please  call  Barbara  Hill  at  1-800-622-1108  (or  in  MA,  508-875-6400) 

Or  you  may  send  your  copy  to:  Network  World, 

The  Meadows,  161  Worcester  Road,  PO  Box  9172,  Framingham,  MA  01701-9172. 

If  you  wish  you  can  fax  your  copy  to  us  at  508-879-3167. 
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SENIOR 
TELECOMMUNICATIONS 
ANALYST 

We  are  a  world  leader  in  communications 
systems  technology,  and  offer  an  excellent 
opportunity  in  the  challenging,  state-of- 
the-art  Network  Quality  &  Reliability 
department  of  our  new,  rapidly  growing 
communications  systems  division. 
Fundamental  to  this  position  is  a  solid 
working  knowledge  of  a  variety  of 
telecommunications  switching  systems 
and  equipment,  including:  D4  channel 
banks,  voice/data  multiplexors,  analog/ 
digital  facilities,  PBX  and  DMS-250 
tandem  switching  systems  and  digital 
microwave. 

Your  energy,  initiative  and  knowledge 
will  be  challenged  by  engineering  problem 
detection,  analysis,  and  restoration  of 
various  network  elements  of  one  of  the 
most  technologically  advanced  private 
telecommunications  networks  in  the 
world. 

The  successful  candidate  for  this  position 
will  have  a  BSEE  with  additional  training 
in  analog/digital  electronics  and  at  least  7 
years  of  telecommunications  experience, 
including  repair  and  maintenance  of  the 
above  equipment,  and  experience  with 
dialing  plans,  circuit  signaling,  T1 
technology  and  transmission  design 
(VIA-NET  and  fixed  loss  plans). 

We  offer  challenging,  diverse  projects,  a 
stimulating  technical  environment, 
outstanding  opportunity  for  growth  and  a 
rewarding  compensation  and  benefits 
program.  For  consideration,  send  your 
resume  and  salary  history  in  confi¬ 
dence  to: 


L 


Human  Resources  Department 
P.O.  Box  155 
Pittsburgh,  PA  1 5230 


An  Equal 
Employer 


J 


NEED  HELP? 


Guess  which  newspaper  was 
voted  “most  helpful” 
in  the  latest  TCA  Member 
Profile  Study? 

You  guessed  it  -  Network  World. 

And  you’ll  find  Network  World 
“most  helpful”  when  you  have 
to  hire  networking  professionals. 

Network  World, 
the  Users  Choice, 
delivers  to  your  target  audience 
every  week. 

Over  70,000  qualified 
networking  professionals  with  an 
estimated  pass-along  readership 
of  230,000  every  week. 

Minimize  your  recruitment 
expenditures  while  maximizing 
your  recruitment  responses. 

For  more  information, 
or  to  place  your  recruitment  ad 
in  Network  World, 
call  Barbara  Hill  at  800-622-1 1 08 
(in  MA  call  508-875-6400) 


NETWORK  WORLD  •  APRIL  16,  1990 

55 


A 


GETTING  IT  TOGETHER 


(continued from  page  48) 
bility  for  the  account.  Typically, 
the  aggregator  does.  However, 
under  certain  circumstances,  you 
could  be  held  financially  respon¬ 
sible  for  nonpayment  by  other 
members.  This  is  especially  true 
in  some  cooperatives  in  which 
end  users  commit  to  paying  the 
bill  for  the  entire  cooperative. 

■  What  value-added  services 
does  the  aggregator  offer? 
Network  design  and  optimization 
is  typically  offered,  but  the  level 
and  depth  of  these  services  varies 
substantially.  Find  out  exactly 
how  the  company  intends  to  ana¬ 
lyze  your  bill.  Don’t  settle  for  an 
answer  such  as  “We  use  state-of- 
the-art  computer  technology.” 
Find  out  about  the  process  and 
make  an  assessment  of  its  true  ca¬ 
pabilities. 

Also,  beware  of  bias.  When  the 
firm  is  selling  the  services  of  just 
one  carrier,  the  degree  of  optimi¬ 
zation  can  be  limited.  Be  wary  of 
solutions  that  fit  perfectly  into 
what  the  aggregator  is  selling. 

■  What  are  the  installation, 
monthly  and  annual  costs? 
Each  aggregator  charges  differ¬ 
ent  amounts  for  its  services. 
Some  charge  a  flat  monthly  fee, 
either  by  account  or  per  end-user 
location.  Some  charge  a  percent¬ 
age  of  improved  savings,  a  por¬ 
tion  of  the  savings  that  results 
from  participating  in  the  pro¬ 
gram.  Still  another  method  is  to 
charge  a  flat  fee  to  join  and  then  a 
variable  percentage  of  the  end  us¬ 
er’s  savings  based  on  volume  of 
usage.  If  percentages  are  in¬ 
volved,  be  sure  to  ask  how  the  ser¬ 
vice  aggregator  verifies  these  im¬ 
proved  discount  levels. 

■  Does  the  company  have  ex¬ 
tra  profit  sharing  arrange¬ 
ments?  A  few  aggregators  offer 
unique  profit  sharing  arrange¬ 
ments  in  addition  to  the  im- 


▼  ▼  ork  with  your 
aggregator  to  verify 
all  line  items. 

▲  ▲▲ 


proved  monthly  savings.  These 
can  range  from  a  percentage  of 
overall  annual  sales  to  a  fixed 
sum  based  on  customer  size.  For 
instance,  Consortium  2000,  Inc. 
of  Los  Angeles  offers  its  custom¬ 
ers  an  annual  dividend  based  on 
the  total  amount  of  their  traffic 
during  the  previous  year. 

■  How  large  a  staff  does  the 
company  have?  Is  this  a  one- 
man  outfit  or  a  sizable  company? 
If  the  firm  is  responsible  for  all 
billing  and  customer  service  for 
your  company,  be  sure  that  it  has 
the  wherewithal  to  do  the  job. 

If  you  have  to  switch  from  an 
AT&T  account  team  to  the  aggre¬ 
gator’s  team,  what  differences 
will  your  firm  see  in  response 


times?  Are  there  24-hour,  seven- 
day-a-week  help  lines?  How  many 
people  are  on  the  account  team? 
What  is  their  experience  level?  Is 
there  an  800  number  for  end  us¬ 
ers  to  call  to  report  service  prob¬ 
lems? 

■  Is  long  distance  the  only 
type  of  service  they  aggre¬ 
gate?  Some  companies,  such  as 
Centex  Telemanagement,  Inc., 
buy  Centrex  lines  in  bulk  and  pass 
the  savings  on  to  customers,  add¬ 
ing  telemanagement  expertise  in 
the  process.  Garden  State  Long 
Distance  sells  cellular  service.  In 
fact,  some  service  aggregators 
are  general  buying  clubs  that  deal 
with  everything  from  facsimile 
paper  to  soap. 

■  Is  the  company  a  valid  ag¬ 
gregator?  Some  aggregators 
misrepresent  their  relationships 
with  the  long-distance  carrier 
whose  service  they  use.  For  ex¬ 
ample,  this  survey  found  one 
company  that  claimed  to  be  offi¬ 
cially  reselling  US  Sprint  ser¬ 
vices,  when  in  fact  a  court  order 
to  cease  and  desist  aggregating 
US  Sprint  services  had  been 
placed  against  the  firm. 

AT&T  signs  joint  marketing 
agreements  with  aggregators, 
paying  particular  attention  to  the 
aggregator’s  credit  worthiness, 
reputation,  integrity,  established 
business  plans,  marketing  meth¬ 
ods,  size  of  existing  sales  force 
and  anticipated  target  market. 
MCI  and  US  Sprint  do  not  con¬ 
done  aggregation  but  have  no 
problem  selling  their  services  to 
legitimate  resellers  or  through 
agents  of  the  company.  If  a  com¬ 
pany  represents  itself  as  tied  to  a 
particular  carrier,  verify  the  rela¬ 
tionship  with  the  carrier’s  local 
sales  office. 

■  Are  the  bills  correct?  One 

often-mentioned  criticism  of 
AT&T  is  mistakes  in  billing.  Ac¬ 
cording  to  industry  participants, 
AT&T’s  ability  to  accurately  re¬ 
flect  discounts  and  charges  on 
bills  has  been  lacking.  If  you  have 
joined  or  are  planning  to  join  any 
carrier’s  program,  be  sure  to  look 
closely  at  each  month’s  bill.  Work 
with  your  aggregator  to  verify  all 
line  items  and  usage  costs. 

■  Can  the  aggregator  provide 
savings  for  intrastate  traf¬ 
fic?  Under  some  plans,  this  can’t 
be  done.  Also,  ask  about  intra-lo¬ 
cal  access  and  transport  area  traf¬ 
fic.  Some  California  resellers  of¬ 
fer  intra-California  rates  of  12 
cents  per  minute.  Service  aggre¬ 
gation  can  cut  this  to  nine  cents 
per  minute,  plus  additional  reve¬ 
nues  from  profit  sharing  and  net¬ 
work  optimization  services.  In 
practice,  this  can  sometimes 
bring  rates  down  to  as  low  as 
eight  cents  a  minute. 

■  Who  has  control  of  my  ac¬ 
count?  If  you  sign  a  letter  of 
agency  with  an  aggregator,  then 
that  aggregator  has  total  control 
over  your  long-distance  traffic. 
The  aggregator  can  even  change 
your  carrier  without  consulting 
you.  Carefully  read  all  agency 
agreements. 

All  in  all,  your  best  bet  is  to  se¬ 


lect  an  aggregator  with  a  history 
of  telecommunications  experi¬ 
ence  that  is  open  to  a  range  of 
carrier  and  service  solutions. 
Such  a  company  is  in  the  business 
for  the  long  run  and  won’t  aban¬ 
don  you  when  tariffs  change. 

Service  aggregation  is  now  the 
most  cost-effective  option  for 
most  AT&T  users.  By  signing  with 
the  right  firm,  an  end  user  can 


boost  discounts  and  possibly  pick 
up  value-added  services  as  well. 

However,  this  phenomenon  is 
changing  rapidly.  All  the  carriers 
are  changing  their  policies  and 
plans  on  the  run  —  trying  to  de¬ 
cide  whether  to  continue  or  to 
start  allowing  or  encouraging  ag¬ 
gregation  of  services.  AT&T’s 
competitors  are  watching  the 
communications  giant  closely  to 
determine  its  future  direction  in 
this  market. 

The  concept  of  buying  bulk 
and  selling  piecemeal  is  not  going 
to  disappear.  None  of  the  long¬ 
distance  carriers  are  opposed  to 
legitimate  reseller  or  rebiller  op¬ 


erations,  nor  are  they  opposed  to 
sales  agency  agreements  for  their 
products.  MCI,  US  Sprint  and  a 
host  of  other  long-distance  carri¬ 
ers  are  simply  opposed  to  the 
idea  of  service  aggregation  — 
acting  like  an  agent  for  the  prices 
of  a  reseller. 

If  anything,  what  we  will  see  in 
upcoming  months  are  adjust¬ 
ments  to  the  market.  AT&T  is 


adapting  to  the  impact  service  ag¬ 
gregation  is  having  on  its  product 
and  pricing  plans.  Certainly, 
sales  channel  conflicts  cannot 
continue  to  occur  and,  at  some 
point,  third-party  aggregation 
will  need  some  constraints  im¬ 
posed. 

AT&T  will  continue  to  limit 
service  aggregation  where  it 
thinks  it’s  necessary.  Among  the 
options  AT&T  has  are: 

■  Tariff  modifications: 
Changing  tariffs  further  to  dis¬ 
courage  aggregation  of  certain 
segments  of  the  marketplace,  ar¬ 
eas  where  AT&T  is  confident  of 
its  market  share. 


■  Account  team  limitations: 

Limiting  or  removing  direct  cus¬ 
tomer  support  by  forcing  custom¬ 
ers  to  deal  with  an  aggregator 
first. 

■  Aggregator  migration:  Mi¬ 
grating  aggregators  to  a  full  alter¬ 
nate  sales  channel  role  in  which 
they  are  AT&T-trained  and  com¬ 
pensated  for  sales  to  AT&T  in  se¬ 
lect  target  markets.  This  resem¬ 
bles  more  of  an  agency  approach 
to  the  problem. 

But  for  the  time  being,  the  ab¬ 
sence  of  language  prohibiting 
nonaffiliated  customers  from 
taking  advantage  of  AT&T  multi¬ 
location  discount  plans  should 
not  keep  a  company  from  joining 
an  AT&T  buying  group.  It  will  be 
more  difficult  to  find  a  US  Sprint 
or  MCI  buying  group  that  is  not  a 
reseller  or  rebiller. 

If  the  tariffs  are  currently  writ¬ 
ten  to  allow  aggregation,  then  it 
makes  sense  to  take  advantage  of 
the  higher  discounts  through  buy¬ 
ing  clubs.  If  AT&T  does  not  let  up, 
you  might  find  MCI  and  US  Sprint 
opening  their  programs  as  well. 
Besides,  there  will  always  be  a 
way  to  skirt  tariff  language. 

Right  now,  AT&T  at  least 
wants  to  keep  the  aggregation  is¬ 
sue  alive.  It  has  been  intent  on 
stopping  the  erosion  of  its  cus¬ 
tomer  base  and  sees  aggregation 
as  one  means  to  do  so.  Should 
AT&T  further  restrict  the  tariffs 
or  marketing  agreement  pro- 
( continued  on  page  58) 


Who’s  what  in  the 
long-distance  market 


It  is  imperative  to  clarify  the 
precise  terminology  of  the  in¬ 
dustry  to  place  the  players  in 
their  appropriate  groups. 

■  Carriers.  These  companies 
occupy  the  highest  end  of  the 
service  provider  spectrum.  Typi¬ 
cally,  these  providers  own  most 
of  their  facilities  and  have  na¬ 
tional  and  international  net¬ 
works.  As  such,  they  have  their 
own  sales  forces,  customer  ser¬ 
vice  and  accounting  depart¬ 
ments,  and  billing  facilities. 

Carriers  usually  offer  their 
services  to  resellers,  rebillers, 
aggregators  and  third-party 
marketing  groups.  The  best- 
known  carriers  in  the  long-dis¬ 
tance  market  are  AT&T,  MCI 
Communications  Corp.  and  US 
Sprint  Communications  Co. 

■  Service  aggregators.  These 
entities  buy  multilocation  vol¬ 
ume  discount  plans  and  enroll 
other  businesses  as  sites  to  gath¬ 
er  volume  discounts  based  on  to¬ 
tal  calling  at  all  sites.  Typically, 
they  do  not  own  their  facilities. 
The  end  user  usually  remains  a 
customer  of  the  carrier  supply¬ 
ing  service  and  is  billed  by  the 
carrier  with  discounts  based  on 
all  sites  enrolled.  The  service  ag¬ 
gregator  typically  receives  reve¬ 
nue  from  either  monthly  man¬ 


agement  fees  or  a  negotiated 
split  of  improved  savings. 

■  Subaggregators.  These  are 
similar  to  aggregators  as  de¬ 
fined  above,  but  they  use  several 
other  aggregator’s  discount 
plans  for  the  service  they  pro¬ 
vide,  usually  because  of  limited 
financial  resources  or  other  con¬ 
siderations. 

■  Resellers.  Considered  a  type 
of  carrier,  these  companies 
lease  most  of  their  private  cir¬ 
cuits  and  purchase  bulk  facilities 
from  carriers  for  resale  under 
their  own  names.  Resellers  typi¬ 
cally  own  their  switches  and 
have  their  own  billing,  sales  and 
customer  service  departments. 
Since  the  reseller  remits  month¬ 
ly  bills,  the  end  user  is  a  custom¬ 
er  of  the  reseller. 

■  Rebillers  (also  known  as 
switchless  resellers).  Simi¬ 
lar  to  resellers,  rebillers  pur¬ 
chase  service  from  carriers  as 
multilocation  customers.  They 
receive  master  billing  tapes 
from  the  carrier  and  rebill  the 
service  at  their  own  stated  rates. 
These  rebillers  have  no  switch  or 
network,  but  they  typically  have 
sales,  customer  service  and  bill¬ 
ing  facilities.  The  end  user  is 
considered  a  customer  of  the  re¬ 
biller. 


■  Agents.  These  individuals  or 
companies  sell  carrier  services 
for  the  carrier  on  a  commission 
basis.  The  end  user  is  a  customer 
of  the  carrier.  The  interconnect 
industry  has  many  approved 
Centrex  and  cellular  sales 
agents,  for  instance. 

■  Users  groups  (also  called 
affinity  groups).  An  associa¬ 
tion  or  professional  group 
whose  members  have  a  common 
relationship  other  than  purchas¬ 
ing  telecommunications  ser¬ 
vices.  Examples  are  banking  as¬ 
sociations  and  alumni  groups. 
Some  users  groups  provide  ser¬ 
vice  aggregation  on  a  limited  ba¬ 
sis  for  their  members  only. 

In  general,  most  companies 
fall  into  one  category  or  anoth¬ 
er.  However,  it  is  possible  for  a 
company  to  be  several  of  these 
at  once,  such  as  Garden  State 
Long  Distance  Telephone  in 
Morristown,  N.J.  This  company 
is  a  facilities-based  carrier,  an 
aggregator  of  AT&T’s  Multi-Lo¬ 
cation  Calling  Plan  and  Revenue 
Volume  Pricing  Plan,  and  an 
AT&T  Software-Defined  Net¬ 
work  reseller.  Its  customers  can 
opt  for  billing  through  either 
AT&T  or  Garden  State  Long  Dis¬ 
tance. 

—  Daniel  Briere 


y 

JLour  best  bet  is  to  select  an  aggregator  with 
experience  that  is  open  to  a  range  of  solutions. 

AAA 
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ULTRA 

96 

V  • ' 

' ' '  '  ULTRA  Smartmodem  9000 

Q)  Hayes* 

HS>  AA  CD 

OH  ftO  SO  7R  MR 

At  Hayes,  our  products  have  long  been  synony¬ 
mous  with  compatibility  But  this  time,  we’ve  even 
outdone  ourselves. 

Introducing  the  Hayes  V-series ®  ULTRA 
Smartmodem  9600m 

It  sets  a  new  international  standard  for  com¬ 
patibility.  In  fact,  it’s  compatible  not  only  with 
virtually  every  modem  in  the  world,  but  with  every 
modem  application  as  well. 

It’s  also  compatible  with  every  business.  And 
every  place  of  business. 

No  matter  where  you  are,  the  ULTRA  96  pro¬ 
vides  throughput  to  38,400  bps,  whether  you’re 


sending  data  from  PC  to  PC,  or  PC  to  mainframe. 

It  works  on  ordinary  telephone  lines,  leased 
lines,  orX.25  packet  networks.  And  it  features  full- 
duplex  V.32  modulation,  V.42  error-control,  and 
V.42bis  data  compression.  Plus  it’s  compatible  with 
MNP ®  levels  2  through  5. 

So  regardless  of  the  modem  technology  you’ve 
been  using,  you  can  use  the  ULTRA  96  to  move  up 
to  new  standards  and  higher  performance.  With¬ 
out  replacing  your  current  equipment. 

Just  call 1-800-635-1225  and  we’ll  send  you 
more  information  on  why  the  ULTRA  96  is  the 
definitive  modem  for  today’s  business. 

Read  more  about  this  remarkable  new  9600. 
Then  update  your  dictionary. 


Our  technology  has 
the  computer  world  talking 
More  than  ever. 


This  word  was  just  redefined  by  Hayes. 
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some  of  this  information  was 
trimmed  from  the  article.  Some 
stated  vendor  compatibilities  for 
their  available  T-3  products  are: 

■  Fibermux  Corp.’s  Magnum  is 
compatible  with  its  proprietary 
fiber  interface  and  AT&T’s  Accu- 
net  T45. 

■  General  DataComm,  Inc.’s  Me- 
gaMux  TMS  works  with  M 1 3. 

■  Granger  Telettra’s  Drop/In¬ 
sert  Intermediate  Multiplexer 
DTI  45  and  Terminal  Multiplexer 
DTM  4  5  both  work  with  M 1 3 . 

■  Infotron  Systems  Corp.’s 
StreamLine  45  is  compatible  with 
the  Synchronous  Transmission 
(SYNTRAN)  format. 

■  Network  Equipment  Technol¬ 
ogies,  Inc.’s  Integrated  Digital 
Network  Exchange  (IDNX) /90  is 
compatible  with  Accunet  T45. 

■  Newbridge  Networks  Corp.’s 
Model  3645  Mainstreet  is  com¬ 
patible  with  Ml  3. 

■  Timeplex,  Inc.’s  TX3/Super- 
hub  works  with  Ml 3  and  Accunet 
T45. 

A  discussion  of  the  relation¬ 
ship  between  these  products  and 
the  public  network  may  clear  up 
some  confusion.  First,  AT&T  of¬ 
fers  two  versions  of  Accunet  T45 
service:  a  non-subrated  or  “dear- 
channel”  T-3  service  and  a  sub¬ 
rated  service.  The  subrated  ser¬ 
vice  involves  a  multiplexing  and 
demultiplexing  function  on  28 
T-l  lines. 

A  user  that  has  a  great  deal  of 
traffic  between  two  sites  and  is 
using  a  T-3  circuit  because  it  is 
less  expensive  than  the  number 
of  necessary  T-l  lines,  may  find 
that  a  dear-channel  T-3  line  is 
suitable.  In  this  case,  AT&T  will 
just  deliver  the  entire  T-3  circuit 
from  end  to  end,  with  no  demulti¬ 
plexing. 

There  are  a  few  bits  within  the 
T-3  signal  that  the  AT&T  network 
will  expect  to  see  in  the  right 
place,  but  the  rest  of  the  trans¬ 
mission  can  be  in  whatever  for¬ 
mat  the  user  wants.  Thus,  ven¬ 
dors  can  be  Accunet  T45-compat- 
ible. 

Still,  few  users  today  have  the 
need  for  a  full  T-3  signal  between 


Getting  it 
together 
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grams,  the  existing  aggregators 
will  have  to  decide  whether  to 
change  marketing  plans,  make 
the  jump  to  status  as  a  full  resell¬ 
er  or  rebiller,  or  politely  bow  out 
of  the  market. 

In  the  meantime,  the  aggrega¬ 
tion  market  is  open  to  nearly  any¬ 
one  with  fairly  decent  sales  abili¬ 
ty  who  is  willing  to  take  some 
degree  of  risk,  which  pretty  much 
defines  an  entrepreneur.  Howev¬ 
er,  competition  among  aggregat¬ 
ors  will  reduce  margins  and  force 
many  to  launch  value-added  ser¬ 
vices.  Look  for  consolidation  as 
aggregators  themselves  get  ag¬ 
gregated.  □ 


just  two  sites.  Often,  users  order 
T-3  access  into  the  AT&T  point  of 
presence,  where  AT&T  demulti¬ 
plexes  the  signal  into  its  constitu¬ 
ent  T-l  circuits  for  routing.  To  ac¬ 
complish  this,  AT&T  requires 
that  the  user  maintain  compati¬ 
bility  with  an  Ml 3  signal. 

Any  vendor  that  is  MIS-com¬ 
pliant  can  use  either  M28  or 
dear-channel  circuits.  But  it  is 
also  possible  to  be  compliant  at 


the  T-3  dear-channel  level  and 
not  compliant  at  the  Ml 3  or  sub¬ 
rated  level. 

SYNTRAN  is  a  formatting  stan¬ 
dard  that  allows  multiplexers  to 
access  DSO  channels  directly.  Al¬ 
though  SYNTRAN  has  been  stan¬ 
dardized,  it  has  not  been  widely 
adopted  in  the  public  network. 
For  a  SYNTRAN-based  device  to 
interface  with  an  MIS-compati¬ 
ble  digital  access  and  cross-con¬ 


nect  system  (DACS),  the  signal 
must  first  be  broken  into  its  28 
DS1  channels  —  thus  defeating 
the  purpose  of  buying  a  SYN¬ 
TRAN-based  device  in  the  first 
place.  SYNTRAN  multiplexers  are 
an  Ml 3  and  DACS  in  the  same 
box,  built  to  provide  DACS-type 
handling  of  DS1  circuits. 

There  are  applications  for 
transporting  single  data  channels 
that  can  greatly  exceed  a  T-l  cir¬ 


cuit  rate  —  for  channel  exten¬ 
sion,  distributed  computing,  im¬ 
aging  and  so  forth.  In  these  cases, 
the  user  may  want  to  carry  the 
traffic  in  a  subrated  manner.  If  so, 
Ml  3  compatibility  becomes  an  is¬ 
sue.  Otherwise,  Ml 3  compatibil¬ 
ity  is  not  an  important  concern. 

Daniel  Briere 
President 
TeleChoice,  Inc. 

Manchester,  Conn. 


Integrated  network  management  is  about  to  undergo  a 
major  evolution.  Thanks  to  the  new  NYNEX®  ALLINK™  Operations 
Coordinator. 


Chances  are  your  corporate  network  is  made  up  of  elements 
from  a  variety  of  manufacturers.  The  people  at  the  NYNEX  Science  and 
Technology  Center  know  that.  Which  is  why  they  invented  ALLINK. 

ALLINK  integrates  information  from  your  existing  network 
element  managers.  So  you  can  make  better  network  management 
decisions.  While  preserving  your  investment  in  existing  systems.  This 
major  breakthrough  is  now  available  through  NYNEX  Information 
Solutions  Group. 

This  application  heralds  the  introduction  of  a  new  concept 
in  network  management  called  the  NYNEX  ALLINK  Network 
Management  Solution.  It  will  become  a  seamless7  integrated  network 
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Novell,  Lotus  to 
face  marriage 

continued  from  page  1 
temally  yet,”  Manzi  protested. 

Obvious  problem  areas  to  be 
addressed  include  a  clash  of  cor¬ 
porate  cultures,  a  conflict  in  sales 
and  distribution  channel  policies, 
the  threat  posed  by  Lotus  to  No¬ 
vell’s  independent  software  ven¬ 
dors,  and  the  polarization  of  Lo¬ 


tus  applications  to  NetWare  and 
away  from  other  environments. 

On  the  plus  side,  industry  ob¬ 
servers  seemed  pleased  that  the 
66-year-old  Noorda  now  has 
some  strong  backup. 

“Noorda  doesn’t  have  any 
heirs  apparent,  whereas  Manzi 
has  a  troika  of  Franks  [King,  In- 
gari  and  Moss]  plus  a  Steve 
[Crumm],  any  of  whom  could 
step  into  his  shoes,”  said  Dave  At¬ 


las,  an  analyst  with  International 
Data  Corp.  “Over  the  last  couple 
of  years,  Manzi  has  put  together  a 
top-notch  team  by  raiding  IBM.” 

But  “one  thing  to  watch  out 
for  is  the  possibility  that  the  Lotus 
MBA  crowd  will  ride  out  with 
their  fancy  degrees  to  Utah  and 
clash  with  the  Provo-ites,” 
warned  Mary  Modahl,  an  analyst 
at  Forrester  Research,  Inc.  in 
Cambridge,  Mass.  “The  cultures 


are  so  different,  melding  them  is 
going  to  be  a  challenge.” 

Noorda  attempted  to  make 
light  of  the  differences,  pointing 
to  Novell’s  successful  integration 
of  the  Silicon  Valley  culture  dur¬ 
ing  its  acquisitions  of  Excelan, 
Inc.  and  Kinetics,  Inc. 

Culture  clashes  may  pale  in 
comparison  to  the  problems  the 
companies  will  face  in  combining 
sales  forces  and  distribution 


link  is  discovered 


management  system;  streamlining  everything  from  operations  to 
administration  performance  and  design. 

If  your  company  is  digging  around  for  a  new  and  innovative 
solution;  the  NYNEX  family  of  companies  would  like  to  help.  We 
offer  you  everything  from  communications  and  computer  systems; 
to  professional  services;  to  advanced  software  and  systems  and 
network  integration.  Call  us  at  1  800  535-1535  and  get  a  closer  look 
at  what;s  been  missing  from  connectivity. 


Need  to  communicate?  Need  to  compute?  The  answer  is 


channels.  Lotus  has  stuck  to  sell¬ 
ing  directly  to  major  accounts, 
while  Novell,  in  recent  years,  has 
begun  selling  nearly  all  of  its 
products  through  resellers. 

However,  because  there  isn’t 
much  overlap  between  their  re¬ 
spective  channels  —  Novell’s  val¬ 
ue-added  resellers  don’t  tend  to 
be  Lotus  dealers  —  this  “poten¬ 
tial  monopolization  of  the  chan¬ 
nel  is  the  greatest  threat  to  Micro¬ 
soft,”  Atlas  said.  But  Manzi  said, 
“We  haven’t  thought  about  com¬ 
bining  sales  forces;  we’re  no¬ 
where  near  addressing  that  yet.” 

Manzi  and  Frank  King,  senior 
vice-president  of  Lotus’  software 
products  group,  said  the  merger 
would  lead  to  Lotus  applications 
being  more  tightly  integrated 
with  NetWare  than  with  other 
network  environments. 

Such  integration  could  involve 
adding  support  for  Novell’s  Inter¬ 
network  Packet  Exchange  (IPX)/ 
Sequenced  Packet  Exchange  pro¬ 
tocols  into  Lotus’  1-2-3  and  other 
Lotus  applications  so  they’ll  op¬ 
erate  more  efficiently  across  a 
NetWare  LAN. 

It  might  also  involve  develop¬ 
ing  a  version  of  Lotus’  Notes 
groupware  product  that  would 
run  as  a  server-based  NetWare 
Loadable  Module  under  NetWare 
386,  or  perhaps  making  Lotus’ 
DataLens  —  an  add-on  product 
that  links  Lotus  spreadsheets  to 
various  data  base  engines  —  an 
integral  part  of  NetWare. 

Asked  about  LAN  Manager 
support,  Manzi  said  Lotus  would 
work  with  other  “volume  net¬ 
work  platforms  as  they  become 
established  in  the  market  and 
customers  ask  for  them.” 

King  wouldn’t  say  whether  Lo¬ 
tus  would  be  able  to  bring  about  a 
tighter  link  between  NetWare  and 
the  SQL  Server  data  base  engine 
comarketed  by  Microsoft  and  Sy¬ 
base,  Inc.  Users  would  like  to  see 
direct  support  of  NetWare  proto¬ 
cols  in  SQL  Server,  an  event  ap¬ 
parently  prevented  by  the  Sy¬ 
base/Microsoft  contract  negoti¬ 
ated  before  Lotus  acquired  1 5% 
of  Sybase  last  year. 

“This  restricting  of  interfaces 
by  Microsoft  is  an  example  of  the 
kind  of  thing  that  customers  re¬ 
ject,  because  it  is  very  narrow  and 
closed,”  was  all  King  would  say. 

Other  issues  aside,  the  pro¬ 
posed  merger  looks  good  on  pa¬ 
per. 

“In  one  fell  swoop,  Novell  and 
Lotus  get  to  join  the  billion-dollar 
software  club,  which  only  has  two 
other  members:  Computer  Asso¬ 
ciates  International,  Inc.  and  Mi¬ 
crosoft,”  said  Richard  Dorfman, 
an  associate  with  investment 
banker  Broadview  Associates  in 
Fort  Lee,  N  J. 

Added  to  the  Novell/Lotus 
combination  is  strategic  ally 
WordPerfect  Corp.,  another 
strong  Microsoft  foe  that  recently 
passed  Ashton-Tate  Corp.  to  be¬ 
come  the  world’s  fourth  largest 
software  company  in  terms  of 
revenue.  Last  week,  the  three 
firms  entered  into  a  joint  prod¬ 
uct-support  agreement.  □ 
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MCI  stages 
$  1.25b  buyout 

continued  from  page  1 
far  stronger,”  said  Bert  Roberts, 
MCI  president  and  chief  operat¬ 
ing  officer. 

MCI  has  not  decided  whether  it 
will  assimilate  Telecom*USA  or 
make  the  smaller  carrier  a  subsid¬ 
iary.  Whether  the  Telecom*USA 
name  will  be  retained  also  has  not 
been  determined,  an  MCI  spokes¬ 
man  said. 

News  of  the  deal  surprised  MCI 
and  Telecom*USA  customers, 
who  characterized  the  merger  as 
an  MCI  effort  to  build  market 
share. 

“The  merger  will  make  MCI 
larger,  but  I  don’t  think  that  will 
[affect]  my  company  in  anyway,” 
said  Karen  Davis,  telecommuni¬ 
cations  director  for  Kemper 
Corp. ,  a  Long  Grove,  Ill. -based  in¬ 
surance  firm  that  uses  MCI  as  its 
primary  carrier  for  voice  traffic. 

“We  just  don’t  know  at  this 
point  how  our  [Telecom*USA] 
business  will  be  handled,”  said 
James  Dronsfield,  assistant  direc¬ 
tor  of  telecommunications  for 
Duke  University  in  Durham,  N.C. 

Telecom*USA,  formed  in  De¬ 
cember  1988  by  the  merger  of 
Teleconnect  Co.  and  Southern- 
Net,  Inc.,  provides  switched  and 
dedicated  services  to  roughly 
500,000  users  in  the  Southeast 
and  Midwest. 

The  carrier’s  average  custom¬ 
er  spends  $500  to  $5,000  a 
month  on  long-distance  services, 
said  Robert  Self,  president  of 
Market  Dynamics,  Inc.,  a  New 
York-based  consultancy. 

“This  is  a  new  area  for  MCI, 
which  focuses  on  large  corpora¬ 
tions  and  residential  customers,” 
he  said. 

The  merger  would  enable  MCI, 
which  reported  $6.5  billion  in 
sales  and  had  nearly  1 3%  of  the 
long-distance  market  last  year,  to 
lengthen  its  lead  over  US  Sprint, 
which  netted  sales  of  $4.3  billion 
and  had  8.5%  of  the  market  for 


the  same  period.  Telecom*USA 
had  $713  million  in  sales  in  1 989 
and  a  1 .4%  share  of  the  market, 
while  AT&T  had  sales  of  $36.5 
billion  and  a  72.6%  share  of  the 
market. 

Mark  Kaiser,  Telecom*USA  se¬ 
nior  vice-president,  said,  “The 
No.  1  reason  we  decided  to  merge 
was  because  the  $42  a  share  that 
MCI  offered  is  an  excellent  deal 


for  our  shareholders.” 

But  analysts  say  the  merger 
indicates  that  Telecom*USA  did 
not  think  it  could  continue  to  ef¬ 
fectively  compete  with  the  top 
three  companies  in  its  market. 
“Telecom*USA  saw  the  writing 
on  the  wall,”  Self  said. 

Roberts  said  the  MCI  and  Tele- 
com*USA  networks  will  be 
“blended  and  eventually  operat¬ 
ed  as  one.” 

Telecom*USA  maintains  two 
nets:  one  a  2,700-route-mile  sys¬ 
tem  serving  six  Southeastern 
states,  and  the  second  bisecting 
Iowa  and  spanning  300  miles. 

Currently,  US  Sprint’s  net¬ 
work  contains  more  fiber  — 
23,000  route  miles  —  than 
MCI’s. 

“MCI  needs  Telecom*USA’s  fi¬ 
ber,”  explained  Daniel  Briere, 
president  of  TeleChoice,  Inc.,  a 
Manchester,  Conn.-based  consul¬ 
tancy. 

Because  MCI  is  funding  the 
merger  through  loans  from  a 


bank  consortium,  its  earnings 
during  the  first  year  of  the  agree¬ 
ment  will  be  diluted.  But  the 
merger  will  enhance  the  carrier’s 
bottom  line  in  the  second  year, 
according  to  Roberts. 

He  said  MCI  will  market  its  ad¬ 
vanced  services,  such  as  Vnet,  to 
the  Telecom*USA  customer  base. 

MCI  customer  Robert  Heinze, 
principal  specialist  senior  with 


McDonnell  Douglas  Corp.’s  net¬ 
work  support  division  in  St.  Lou¬ 
is,  said  the  merger  and  network 
expansion  may  enable  MCI  to  get 
more  of  his  company’s  long-dis¬ 
tance  business.  “We  have  small 
locations  that  we  use  other  carri¬ 
ers  to  serve.  If  the  MCI  network  is 
expanded,  we  could  use  MCI  to 
get  to  our  smaller  [sites],”  he 
said. 

Analysts  said  MCI’s  decision  to 
boost  its  competitive  strength 
through  the  costly  merger  may 
spur  other  carriers  to  adopt  a  sim¬ 
ilar  strategy,  adding  fuel  to  the 
consolidation  fire  that  has  al¬ 
ready  swept  the  second  tier  of  the 
long-distance  market. 

“This  merger  foretells  major 
changes  in  the  industry.  There 
will  be  a  large  reduction  in  the 
number  of  carriers,”  Self  said. 
Consolidation  may  become  even 
more  attractive  if  the  FCC  frees 
AT&T  from  dominant  carrier  sta¬ 
tus,  making  it  an  even  tougher 
foe,  he  explained.  □ 


Competitive  ranking 


How  the  merged  companies  stack  up 

Company 

Total  net  route  miles 

Network  switches 

AT&T* 

144,000 

114  AT&T** 

MCI  Communications  Corp.* 

46,000 

90  DSC,  NTI 

Telecom*USA,  Inc. 

3,000 

16  DSC 

■ 

US  Sprint  Communications  Co. 

23,000 

46  NTI 

Network  makeup! - — - — — 

Digital  Analog 

Fiber  microwave  microwave 

MCI  17,000  13,000  16,000 

Telecom*USA  3,000  —  — 


GRAPHIC  BV  SUSAN  SLATER 


‘Figures  as  of  year-end 
1989. 

“Number  represents 
4ESSs  only. 

DSC  =  Digital  Switch  Corp. 
NTI  =  Northern  Telecom,  Inc. 

SOURCE:  NETWORK  WORLD 


Xerox  signs  for  Tariff  12  net 


continued  from  page  2 

year  contracts  with  Prudential  In¬ 
surance  Co.  and  J.C.  Penney  Co., 
Inc.,  valued  at  $200  million  and 
$160  million,  respectively,  ac¬ 
cording  to  AT&T. 

Xerox  will  switch  over  to  the 
custom  network  beginning  in  Oc¬ 
tober,  Bolton  said. 

Consequently,  Xerox  will  end 
its  membership  in  the  Enhanced 
Private  Switched  Communica¬ 
tions  Service  (EPSCS)  consor¬ 
tium.  Established  in  1976,  EPSCS 
is  an  AT&T  private  network  con¬ 
sortium  that  serves  13  large  us¬ 
ers,  including  General  Foods 
Corp.  Bolton  named  cost  savings 
as  a  major  factor  in  the  switch. 

“AT&T  can  provide  the  ser¬ 
vices  cheaper  by  building  them  on 
the  public  switched  network,”  he 
stated.  The  company  expects  to 
save  between  10%  and  50%  year¬ 
ly  under  the  Tariff  12  arrange¬ 


ment,  depending  on  the  service. 
No  specific  pricing  data  had  been 
filed  with  the  Federal  Communi¬ 
cations  Commission  for  services 
to  be  provided  under  the  Tariff  1 2 
contract. 

The  network  will  also  help  Xe¬ 
rox  improve  the  quality  of  its  cus¬ 
tomer  service.  “Xerox  is  now  po¬ 
sitioned  to  take  advantage  of  the 
cost-efficiencies  and  service  flex¬ 
ibility  afforded  by  a  fully  digital 
network,”  Bolton  said. 

Under  the  Tariff  12  deal, 
AT&T  will  build  a  new  network 
management  center  in  Chicago 
that  will  be  dedicated  to  Xerox. 
AT&T  staff  in  the  new  center, 
which  will  be  in  operation  24 
hours  a  day,  will  handle  fault 
management,  provisioning  man¬ 
agement  and  some  performance 
analysis,  Bolton  said.  Xerox  staff, 
located  elsewhere,  will  be  able  to 


call  up  network  management  in¬ 
formation  from  Sun  Microsys¬ 
tems,  Inc.  workstations  linked  to 
the  center. 

Bolton  said  the  dedicated 
AT&T  center  will  be  worth  the  ad¬ 
ditional  cost  because  it  promises 
significant  improvement  in  net¬ 
work  uptime.  “By  having  a  cen¬ 
tralized  network  management 
center,  we  can  better  control 
AT&T,”  he  said. 

Bolton  pointed  out  that  AT&T 
operates  a  similar  dedicated  cen¬ 
ter  to  monitor  the  EPSCS  net¬ 
work.  At  Xerox’s  request  in  the 
late  1970s,  AT&T  implemented 
the  dedicated  network  manage¬ 
ment  center  concept. 

Separately,  Xerox  has  plans  to 
consolidate  its  own  corporate 
network  management  centers, 
now  located  in  Leesburg,  Va.,  and 
Rochester,  N.Y.  The  new  Xerox 
network  management  center,  to 
open  in  late  May,  will  be  located 
in  a  facility  in  Webster,  N.Y.  □ 


McGowan  recovering 
after  exploratory  surgery 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Wil¬ 
liam  McGowan,  chief  executive 
officer  of  MCI  Communications 
Corp.u  underwent  exploratory 
chest  surgery  at  Presbyterian- 
University  Hospital  in  Pitts¬ 
burgh  last  week  and  was  listed 
in  fair  condition  following  the 
operation. 

MCI  and  hospital  officials  de¬ 
clined  to  reveal  the  purpose  of 
the  surgery  but  said  it  was 
“completely  unrelated”  to 
McGowan’s  heart  transplant  in 
1987. 

McGowan  is  expected  to  re¬ 
turn  home  in  five  to  seven  days, 


but  it  is  unclear  how  soon  he  will 
return  to  his  job.  An  MCI 
spokeswoman  said  McGowan 
will  not  relinquish  his  duties 
during  his  recuperation  and 
that  MCI  President  Bert  Roberts 
will  continue  to  handle  day-to- 
day  operations. 

Presbyterian-University  was 
the  site  where  McGowan  re¬ 
ceived  his  previous  heart  trans¬ 
plant.  Dr.  Bartley  Griffith,  who 
performed  the  transplant,  also 
performed  the  exploratory  sur¬ 
gery. 

A  family  member  said  Mc¬ 
Gowan  would  issue  a  statement 
last  week,  but  that  was  can¬ 
celled  without  explanation.  □ 


Users  plan  for 
net  control 

continued  from  page  4 
by  coming  to  agreement  on  how 
to  implement  those  standards. 

Blum  projected  that  fully  com¬ 
pliant  OSI  networks  will  not  ar¬ 
rive  in  large  numbers  until  1995. 
But  he  said  he  foresees  users 
transitioning  to  OSI  net  manage¬ 
ment  in  1993  and  1994  as  the 
standards  become  more  firm. 

“It  seems  reasonable  to  speci¬ 
fy  CMIS/CMIP  in  RFPs  now  and 
during  the  next  few  years,”  Blum 
said. 

But  a  popular  and  lower  priced 
alternative  to  CMIS/CMIP  could 
hold  OSI  management  back,  ob¬ 
servers  said. 

Users  in  the  Transmission 
Control  Protocol/Internet  Proto¬ 
col  community  that  have  utilized 
the  standard  to  build  multivendor 
networks  have  their  own  net 
management  standard,  the  Sim¬ 
ple  Network  Management  Proto¬ 
col  (SNMP). 

Although  some  TCP/IP  users 
question  the  need  for  OSI,  most 
say  TCP/IP  is  only  an  interim 
step  to  OSI.  In  network  manage¬ 
ment,  for  example,  SNMP  does 
not  have  the  same  powerful  data 
base  features  found  in  CMIS/ 
CMIP. 

Then  again,  it  does  not  require 
implementation  of  a  full  OSI 
stack,  as  does  CMIS/CMIP. 
“SNMP  has  quite  a  lead,”  said  Jef¬ 
frey  Owen,  operations  manager 
for  the  Corporate  Telecommuni¬ 
cations  Laboratory  at  Hughes  Air¬ 
craft  Co.  in  Long  Beach,  Calif. 
“CMIP  is  carrying  a  lot  more 
overhead.  It’s  a  cost  issue.” 

Even  while  vendors  are  speed¬ 
ing  their  SNMP  implementations 
to  take  advantage  of  growing  de¬ 
mand,  they  will  not  ditch  their 
plans  to  support  CMIS/CMIP,  an¬ 
alysts  said.  Hewlett-Packard  Co. 
and  3Com  Corp.  are  among  the 
vendors  that  have  announced 
support  for  CMIP  in  their  man¬ 
agement  products. 


Digital  Equipment  Corp.  has 
also  announced  that  CMIP  will 
run  as  a  native  management  pro¬ 
tocol  under  DECnet  Phase  V  and 
be  supported  under  its  Enterprise 
Management  Architecture  strate¬ 
gy,  said  Tony  Viola,  product  mar¬ 
keting  manager  for  network  man¬ 
agement  in  DEC’S  Networks  and 
Communications  Marketing  or¬ 
ganization. 

Analysts  said  net  management 
system  vendors  that  have  pledged 
conformance  to  OSI  must  be  pre¬ 
pared  to  upgrade  existing  offer¬ 
ings.  AT&T,  for  example,  an¬ 
nounced  support  for  “pure  OSI” 

I  n  network 
management,  SNMP 
does  not  have  the  same 
powerful  data  base 
features  found  in 
CMIS/CMIP. 


before  OSI  standards  were  stable 
or  OSI  interfaces  for  element 
management  systems  were  avail¬ 
able,  said  Jim  Herman,  principal 
of  Northeast  Consulting  Re¬ 
sources,  Inc.  in  Boston. 

Yet,  users  probably  do  not 
need  to  be  concerned  about 
AT&T’s  commitment  to  upgrade 
its  Accumaster  Integrator  net 
management  system. 

“AT&T  is  very  sensitive  about 
being  accused  of  having  a  propri¬ 
etary  integrated  network  man¬ 
agement  system,”  Herman  said. 
“AT&T  made  its  best  guess  as  to 
what  the  OSI  standards  will  be.  As 
soon  as  new  OSI  standards  are 
set,  AT&T  will  implement  them 
into  its  offering.  You  can  expect 
that  other  vendors  that  have  com¬ 
mitted  to  OSI,  such  as  NCR 
[Corp.],  will  do  the  same.”  □ 
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No  easy  way  to  justify  integrated  mgmt 


continued  from  page  4 

master  Integrator  would  have  been  useful 
to  tie  NetView  to  the  city’s  telecommunica¬ 
tions  network  and  various  other  element 
management  systems. 

The  user  said  this  will  change  as  the  city 
moves  toward  a  more  distributed  environ¬ 
ment  and  installs  about  a  dozen  local-area 
networks  and  mid-range  computers  from  a 
variety  of  vendors.  At  that  time,  the  city 
will  have  to  reevaluate  its  track  record  at 
pinpointing  and  resolving  network  prob¬ 
lems  and  consider  the  benefits  of  a  product 
such  as  the  Accumaster  Integrator. 

For  users  that  need  integrated  systems 
today  and  are  willing  to  pay  the  price,  a 
good  way  to  start  the  justification  process 


FCC  approval  of  ONA 
plans  a  milestone 

continued  from  page  2 
basic  and  enhanced  services  and  be  per¬ 
mitted  to  purchase  services  on  an  unbun¬ 
dled  basis.  Users  will  also  be  permitted  to 
purchase  ONA  services. 

The  FCC,  RBHCs  and  the  enhanced  ser¬ 
vices  industry  have  been  working  for  years 
to  resolve  controversial  ONA  issues  such  as 
the  unbundling  of  transmission  elements 
from  enhanced  features,  uniformity  in  ser- 

I  vices  and  deployment  schedules,  tariffing, 
and  jurisdictional  issues  among  the  states. 

FCC  staff  members  last  week  explained 
briefly  what  will  be  required  of  the  RBHCs 
in  implementing  ONA  services.  The  full 
text  of  that  decision  will  probably  not  be 
released  for  a  few  weeks. 

Richard  Firestone,  chief  of  the  FCC’s 
Common  Carrier  Bureau,  said  he  believes 
issues  have  been  sufficiently  resolved  to  al¬ 
low  the  RBHCs  to  begin  offering  ONA  ser¬ 
vices.  But  some  users  and  carriers  said  the 
FCC  may  not  have  asked  for  enough  modi¬ 
fications  to  the  RBHCs’  original  ONA  plans 
to  ensure  that  rival  providers  and  users 
will  be  able  to  get  the  services  they  need, 
when  they  need  them. 

1“It  still  seems  that  the  [RBHCs]  have  in¬ 
dividual  plans  with  separate  rates  and 
structures,”  said  Leon  Kestenbaum,  coun¬ 
sel  for  Sprint  International  (formerly  Te¬ 
lenet  Communications  Corp.),  a  value- 
added  network  provider  and  critic  of  the 
ONA  plans.  “It  doesn’t  seem  [like  the  FCC] 

Idid  anything  to  shape  or  manage  the 
plans,”  he  said. 

In  its  order,  the  FCC  stated  that  the 
RBHCs  have  reworked  their  plans  to 
achieve  uniformity  and  the  plans  now 
“substantially  comply”  with  the  goal  of 
preventing  discrimination  against  rivals. 

For  example,  the  FCC  said  that  in  the 
RBHC’s  initial  ONA  plans,  only  29  services 
were  proposed  by  all  seven  companies. 
Now,  37  services  will  be  offered  initially  by 
all  seven.  Another  26  services  will  be  of¬ 
fered  by  six  of  the  seven  companies. 

Enhanced  service  providers  also  insist 
that  the  carriers  must  introduce  services  in 

!a  uniform  time  frame.  Firestone  said  he  be¬ 
lieves  the  agency  dealt  with  that  problem 
adequately.  However,  he  acknowledged 
that  there  could  be  a  variance  in  imple¬ 
mentation  schedules,  depending  on  the 
network  facilities  a  carrier  has  in  place. 

“We  have  not  imposed  an  obligation 
that  companies  replace  every  switch  or  up¬ 
grade  every  software  package  in  each  re¬ 
gion  simultaneously,”  Firestone  said. 

The  RBHCs  will  be  obligated  to  make 
services  available  where  technically  feasi¬ 
ble,  he  said.  □ 


is  to  determine  the  amount  of  network 
downtime  and  quantify  how  much  a  system 
can  be  expected  to  improve  that  figure. 

Fran  Garrett,  VAX  system  manager  for 
the  Union-Tribune  Publishing  Co.  in  San 
Diego,  said  users  should  be  able  to  show 
how  a  net  management  system  would  cut 
downtime  by  bringing  it  on-site  for  evalua¬ 
tion.  They  can  then  run  tests  to  determine 
if  the  system  would  be  proactive  in  identi¬ 
fying  problems  that  could  cause  outages. 

But  reducing  downtime  is  only  a  start¬ 
ing  point.  “The  more  interesting  issue  is 
productivity,”  Herman  said.  That  means 
selling  management  on  the  idea  that  a 
more  sophisticated  management  system 


would  help  support  network  growth  with¬ 
out  dramatic  increases  in  support  staff. 

Another  justification  is  that  integrated 
net  management  systems  are  a  prerequi¬ 
site  to  automation,  which  will  further  cut 
net  support  staff  because  fewer  people  are 
needed  to  respond  to  everyday  problems. 
“That’s  where  I  think  the  payback  will 
come,”  said  Mark  Knittel,  manager  of  net¬ 
work  management  systems  for  IBM. 

Rick  Roberts,  staff  manager  for  net¬ 
work  management  systems  at  AT&T,  ad¬ 
mitted  that  “you  have  to  take  a  fresh  look 
at  cost  justification  to  come  up  with  a  rea¬ 
sonable  business  case”  for  buying  Accu¬ 
master  Integrator. 

Among  the  ways  AT&T  recommends 
justifying  its  system  is  looking  at  the  bene¬ 
fits  —  in  terms  of  staffing  and  time  savings 


—  of  keeping  configuration  and  statistical 
data  in  a  single  data  base,  as  opposed  to  on 
a  variety  of  personal  computers,  ledgers 
and  host  data  bases. 

That  is  one  of  the  fundamental  advan¬ 
tages  of  an  integrated  system  because  it 
gives  users  a  single  coherent  look  at  statis¬ 
tical  and  performance  data  from  a  variety 
of  sources  rather  than  a  fragmented  collec¬ 
tion  of  data  that  they  must  then  piece  to¬ 
gether. 

Roberts  said  Accumaster  Integrator  lets 
users  put  their  most  effective  technicians 
to  better  use  by  giving  them  responsibility 
for  a  larger  percentage  of  the  network.  It 
also  makes  those  technicians  more  pro¬ 
ductive  because  it  lets  users  place  them  in  a 
regular  office  environment  instead  of  at 
the  main  data  center.  □ 
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Exec  argues  case 

continued  from  page  1 

who  have  studied  the  issue  under¬ 
stand  that.  Certainly  this  [Federal 
Communications  Commission] 
understands  that  throwing  a  mar¬ 
ket  share  number  around  isn’t  go¬ 
ing  to  indicate  that  AT&T  is  domi¬ 
nant  in  a  particular  market.  It  is 
going  to  take  more  than  that  to 
frighten,  so  to  speak,  this  com¬ 
mission  into  assuming  AT&T  is 
dominant.  Some  figures  tell  you 


we’re  losing  market  share  dra¬ 
matically.  That’s  not  the  test  of 
dominance. 

Then  what  measures 
show  you  are  no  longer  the 
dominant  carrier? 

A  dominant  firm  would  raise 
its  rates  whenever  it  wanted  and 
not  worry  about  competition. 
That’s  obviously  not  what  AT&T 
has  been  doing.  [We]  can’t  raise 
prices  in  any  market  because  of 
competition.  Take  the  800  mar¬ 
ket.  How  are  we  acting  in  the  800 
market?  Are  we  raising  our 
prices?  No,  we’re  lowering  prices. 
The  800  market  has  only  been 
open  for  about  2xh  years  and 
we’ve  lost  17%  market  share. 

But  if  you  take  away  the 
regulations,  couldn’t  the  pic¬ 
ture  change  dramatically? 

Can  we  exercise  market  pow¬ 
er?  Can  we  stop  someone  from 
coming  into  the  market?  Abso¬ 
lutely  not.  The  barriers  to  entry 
in  the  long-distance  market  are 
minimal. 

You  and  the  family  could  get 
together  and  get  into  the  long¬ 
distance  business  if  you  wanted 
to.  If  we  had  the  ability  to  stop 
others  from  [entering],  there 
would  be  some  power  there.  We 
don’t  have  that  power. 

If  we  were  to  raise  prices  1 0%, 
wouldn’t  customers  go  to  MCI  or 
[US]  Sprint  or  any  of  the  other 
long-distance  carriers? 

It’s  interesting  that  you 
could  lose  that  much  market 
share  and  cut  pricing  and  yet 
remain  pretty  steady  in  reve¬ 
nue  over  the  years. 

Our  competitors  are  growing 
at  three  to  four  times  [the  rate] 
we’re  growing.  That’s  not  a  good 
situation.  My  competitor  is  grow¬ 
ing  at  40%,  the  whole  market  is 


for  freedom 

growing  at  17%  and  I’m  growing 
at  6%.  It  doesn’t  take  a  nuclear 
physicist  to  figure  out  how  long  it 
will  take  a  competitor  to  overtake 
me.  You  want  to  grow  at  least  at 
the  pace  of  the  market.  We’re  not. 

Why  have  we  continued  to 
earn  while  losing  market  share? 
We’ve  cut  costs.  Second,  the  en¬ 
tire  market  has  grown.  [But]  the 
marketplace  isn’t  always  going  to 
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grow  that  way.  You  have  to  be 
more  efficient,  more  innovative, 
you  have  to  add  value  that  your 
competitors  can’t. 

What  about  undercutting 
competitors? 

To  what  extent  can  we  lower 
our  prices  and  drive  MCI  or  US 
Sprint  out  of  business?  We’re  talk¬ 
ing  about  billion-dollar  corpora¬ 
tions.  This  would  be  a  very  expen¬ 
sive  campaign  to  drive  everybody 
out.  We  would  have  to  take  sub¬ 
stantial  losses  and  make  that 
money  up  by  raising  prices  later. 

What  happens  if  they  fail? 
Someone  buys  them  at  a  lower 
price  and  we  have  new  competi¬ 
tors.  The  fiber  is  in  the  ground. 
The  facilities  are  there.  There  is 
no  incentive  for  AT&T  to  drive 
anybody  out  of  business.  We  drive 
everybody  out  and  then  we  raise 
our  prices.  No  one  is  going  to  reg¬ 
ulate  us?  It’s  not  a  rational  plan. 

In  the  past  five  years,  ser¬ 
vice  options  have  exploded 
and  rates  have  plummeted. 
As  a  user,  why  would  1  want 
the  regulatory  environment 
to  change? 

If  you  believe  in  the  American 
system  of  competition,  you  be¬ 
lieve  that  competition  makes 
competitors  sharper.  They  be¬ 
come  more  innovative,  more  cost 
conscious.  The  consumer  will 
benefit.  If  you  handicap  one  of 
the  major  suppliers,  [you]  pro¬ 
vide  an  umbrella  under  which 
other  competitors  can  run  free. 
But  the  full  competitive  process 
[doesn’t]  work. 

What  is  it  that  competitors 
can  do  today  that  you  can’t? 

They  can  use  the  regulatory 
process  to  slow  down  AT&T  and 
hold  back  new  services  and  price 
reductions  in  order  to  serve  their 


own  business  interests. 

If  competitors  have  a  le¬ 
gitimate  concern,  why 
shouldn’t  they  use  the  regu¬ 
latory  process? 

There’s  a  fine  line  between  us¬ 
ing  the  process  to  hold  back  a 
competitor  and  using  the  process 
to  have  a  legitimate  concern  re¬ 
viewed.  Most  of  our  tariffs  are 
opposed  by  competitors  and  not 
by  customers.  If  AT&T  was  doing 
something  that  caused  problems, 
customers  would  complain.  But 
competitors  are  saying,  ‘Don’t  let 
AT&T  do  that.’  It’s  a  perverse  as¬ 
pect  of  regulation.  Regulation  is 
to  protect  customers,  not  com¬ 
petitors. 

You  implied  there  is  a  fine 
line  between  using  and  abus¬ 
ing  the  regulatory  process. 
Can  you  give  an  example  of 
someone  crossing  that  line? 

Tariff  12.  It’s  obvious  compet¬ 
itors  came  in  to  slow  AT&T.  Com¬ 
petitors’  salespeople  say  dealing 
with  AT&T  is  slow  because  of  the 
regulatory  delays  that  are  inher¬ 
ent  in  AT&T’s  response  to  bids.  If 
you’re  a  competitor  of  AT&T,  you 
can  deliver  a  product  or  service 
today  and  AT&T  has  to  wait  45 
days  or  beyond  to  introduce  its 
service.  That  costs  our  customers 
money.  It  is  an  advantage  com¬ 
petitors  use  in  the  marketplace. 

What  level  of  regulation  is 
appropriate  for  AT&T  to¬ 
day?  Complete  deregulation? 

The  same  level  of  regulation 
as  our  competitors.  The  same  tar¬ 
iff  filing  process,  the  same  time 
limits,  the  same  data  to  be  provid¬ 
ed  to  the  commission.  Not  dereg¬ 
ulation  —  the  same  regulation. 

Was  deregulation  of  AT&T 
a  promise  of  divestiture? 

There  is  the  perception  that 
once  the  RBHCs  were  spun  off 
that  AT&T  would  be  moving  down 
the  road  of  lesser  and  lesser  regu¬ 
lation.  What  has  fallen  down?  I 
think  the  process  just  moves 
slowly.  It’s  not  something  that 
anyone  planned.  It  would  have 
been  nice  if  someone  in  the  prop¬ 
er  authority  would  have  said  that 
three  years  from  now,  these  are 
the  sorts  of  regulations  that  will 
be  removed  from  AT&T.  That 
hasn’t  happened.  Now,  this  com¬ 
mission  is  about  to  act  on  a  notice 
of  proposed  rule  making  we  be¬ 
lieve  is  long  overdue. 

Within  that  notice  of  pro¬ 
posed  rule  making,  which 
change  is  most  important? 

They’re  all  important.  I  think 
we’ve  got  a  very  good  shot  at  all 
of  them.  The  customer  has  the 
power  to  bring  in  the  suppliers 
and  say,  ‘Make  me  your  best  of¬ 
fer.’  So  for  custom  networks,  a 
non-common  carrier  approach 
seems  to  be  very  clean. 

Now,  our  competitors  file  tar¬ 
iffs  and  then  make  offers  that  are 
not  tariff-based.  That  causes  the 
problem.  When  they  file  tariffs, 
they  ought  to  follow  them. 


They’re  not.  That’s  where  we  get 
into  the  problem  with  Tariff  15. 
We’re  saying,  ‘Why  doesn’t  the 
commission  just  kind  of  get  out  of 
the  way?’  If  you  want  a  tariff,  we 
have  general  tariff  offerings  for 
you.  If  you  don’t  want  tariffs  and 
you  want  to  deal  with  us  on  a  one- 
to-one  basis,  fine.  When  the  cus¬ 
tomer  says,  ‘I  want  a  special  of¬ 
fering  and  I  don’t  want  anybody 
else  to  know  about  it,  ’  we  ought  to 
be  able  to  do  that. 

What  about  the  other 
classes  of  business  services? 

We  think  it’s  a  very  appropri¬ 
ate  time  for  the  commission  to 
start  streamlining. 

What  about  continued  reg¬ 
ulation  in  international  and 
800  services? 

People  have  to  be  careful  that 
they  don’t  fall  into  the  trap  of  just 
[looking]  at  market  share.  We’re 
going  to  show  that  800  services 
are  highly  competitive,  as  are  in¬ 
ternational  [services]. 

If  a  customer  says,  ‘I’m  in¬ 
terested  in  this  service  at  X 
price,’  and  you  feel  you’ve 
made  the  very  best  offer  you 
can  and  are  above  cost,  do 
you  feel  confident  that  if  US 
Sprint  or  MCI  gets  the  deal, 
they  will  be  losing  money? 

No,  I  would  say  it  differently. 
If  you  took  away  the  restraints  of 
the  regulatory  process  that  our 
competitors  don’t  have,  we  can 
compete  with  them  on  any  ser¬ 
vice.  It  shouldn’t  be  that  you’ve 
got  regulation  and  added  costs 


“A 

X1T&T  has  to  wait 
45  days  or  beyond  to 
introduce  its  service. 

That  costs  our 
customers  money.  It  is 
an  advantage 
competitors  use  in  the 
marketplace.” 

AAA 


and  time  delays  and  I’m  not  going 
to  deal  with  you.  It  ought  to  be 
based  on  whether  we  can  com¬ 
pete.  Let  the  best  communica¬ 
tions  provider  win. 

Going  back  to  custom  nets, 
the  FCC  requires  that  Tariff 
12s  be  non-customer-specif- 
ic.  But  aren’t  they  worded  so 
they  really  apply  to  one  user? 

We  have  a  couple  of  customers 
that  are  looking  at  some  of  those 
options  right  now.  Sometimes  it 
might  be  true  that  it’s  very  specif¬ 
ic.  But  you  might  find  a  competi¬ 
tor  who  says,  ‘That’s  a  darn  good 
option.  We  can  use  it.’ 

If  I’m  a  user  spending  a 
good  deal  of  time  working 


out  a  Tariff  12,  how  am  I  go¬ 
ing  to  feel  about  AT&T  sell¬ 
ing  the  package  to  my  rival? 

You’re  making  my  argument 
now  for  why  the  tariff  process 
hurts  customers.  If  you’re  an  auto 
parts  manufacturer,  you  want  to 
get  one  up  on  your  competitor. 
You  don’t  want  him  to  know 
about  that  tariff.  So  why  should 
you  have  all  that  put  in  a  contract 
and  put  out  in  the  public.  Your 
competitors  are  the  only  ones 
really  interested  in  that. 

Are  you  saying  we’re  go¬ 
ing  to  see  contracts  signed 
with  competitors  of  some 
initial  Tariff  12  customers? 

Could  very  well  be.  The  com¬ 
petitors  know  exactly  what  those 
contracts  are  and  can  avail  them¬ 
selves  of  the  tariffs. 

With  these  custom  nets, 
aren’t  you  creating  a  two-tier 
society:  one  set  of  big  users 
you’ll  work  closely  with  and 
everybody  else? 

You  can  say,  ‘I’m  a  small  or 
medium-sized  customer  and  I’d 
like  you  to  make  me  an  offer, 
AT&T.’  We’d  be  happy  to  do  so. 
We  don’t  want  to  lose  any  cus¬ 
tomers.  It’s  a  mutual  thing.  Do 
you  want  it,  do  we  want  it? 

Were  Tariffs  12, 15  and  16 
an  attempt  by  AT&T  to  see 
how  far  you  could  push  the 
regulatory  envelope? 

The  marketplace  is  demand¬ 
ing  certain  things.  Our  competi¬ 
tors  are  providing  those  things. 
We’re  responding  to  the  market¬ 


place  and  to  our  competitors,  and 
we  feel  the  Communications  Act 
[of  1934]  and  the  rules  of  this 
commission  permit  that. 

Is  part  of  the  problem  that 
customers  are  hesitant  about 
these  deals? 

You’re  absolutely  right.  Com¬ 
petitors  are  using  the  window  be¬ 
tween  now  and  the  time  the  com¬ 
mission  decides  its  [rule  making] 
to  lock  up  these  customers.  We 
get  every  indication  from  [FCC] 
Chairman  [Alfred]  Sikes  that  this 
is  not  the  sort  of  thing  he  will  de¬ 
lay. 

Still,  there  is  an  awful  lot 
of  market  out  there  that  could 
be  lost  in  the  next  several 
months.  □ 
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Delivering  quaiity  communications. SM 


See  the  FAXNeT  Form  on  Page  #61 
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Token  Ring 
IBM  Cabling  System 


3270  Centralized  Processing 
IBM  Cabling  System 


Your  investment  in  the  IBM  Cabling  System 
will  pay  dividends  far  into  the  future. 


Anixter  has  your  wiring  system  solution  ready 
for  immediate  delivery  whether  your  project 
calls  for  wiring  the  AS400,  3X70,  or  Token 
Ring.  Call  us  today  and  invest  in  the  future. 
We  believe  your  building  wiring  system  is  an 
important  asset  to  your  company. 


In  1985,  the  IBM*Cabling  System  supported 
terminal  to  mainframe  centralized  processing. 
In  1989,  the  same  system  allows  easy  migra¬ 
tion  to  LANs,  especially  Token  Ring.  In  the 
future,  the  IBM  Cabling  System  will  continue 
to  be  the  best  choice  for  high  speed  Token  Ring 
and  provide  easy  migration  to  FDDI.  * 


Anixter  is  an  authorized  distributor  of  the  IBM  Cabling  System 


Wiring  Systems  Specialists 


Voice  •  Video  •  Data  •  Power 


CORPORATE  HEADQUARTERS:  ANIXTER  BROS..  INC.,  4711  Golf  Road,  Skokie,  IL  60076  (708)  677-2600  —  Telex  289464 


* 

See  the  FAXNeT  Form  on  Page  #61 


